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International's Scout—Car am Truck— 


The Scout, International Harvester’s new compact pickup, becomes an open run- 
about sans steel top, a commercial delivery with full length top, and a beach buggy 
with doors and top removed. At the Phoenix press showing, sales executives told Jack 
Weed, Automotive News truck editor, that International will explore commercial and 


passenger-car potential of the Scout and the new Traveiall. Expansion of distribution 
through passenger-car dealers also is under consideration. Story on Page 14. 





In View of High Inventories .. . 


Output Below 100,000 


By Martin L. Whitmyer 
Staff Writer 

AR production in the United 

- States last week dipped below 
the 100,000 unit level for the third 
time in four weeks as manufac- 
turers continued to adjust sched- 
ules to bring assembly operations 
into line with field inventories. 

The industry turned out an es- 
timated 99,925 cars last week, a 
decline of 9.8 percent from the 
110,828 assemblies a week earlier, 
and 42.9 percent below the week 
ended Jan, 23 a year ago, when 
the makers rolled out 175,060 
units. 

Chrysler Corp. had three of its 
car-producing plants in the Detroit 
area down all week as did Chevro- 
let, Ford and Mercury in other 
parts of the country. 

In addition, short work weeks, 
absenteeism brought about by 
storms in the East and previously 
scheduled cutbacks all played a 
part in last week’s output decline. 

* ok 7 
LLANTS down all of last week 
included Plymouth in Detroit, 
the Dodge Dart, Lancer and Vali- 
ant unit at Hamtramck, Mich.; Im- 
perial in Detroit; Ford Division at 
Kansas City and Chester, Pa.; the 
Mercury unit at St. Louis which 
is being turned over to Ford; Mer- 
eury at Wayne, Mich., and Chevro- 

let at Janesville, Wis. 

Working four days last week 
were Chevrolet plants at Atlanta, 
Flint, Framingham, Mass., and 
Los Angeles; Comet and Falcon 
at Lorain, O., and B-O-P units at 
Atlanta, Wilmington, Del., and 
Arlington, Tex. Working only 
three days was Studebaker at 
South Bend. } 
Chrysler Corp. plants in the De- 
troit area will resume production 
today (Jan. 23), but plants in St. 
Louis, Los Angeles and Newark, 
Del., will be closed this week. Three 

Buick-Oldsmobile-P ontiac “field” 
plants also are on reduced sched- 
ules this week. 

Only makes to schedule overtime 
operations last week were Lincoln 
and Thunderbird, both produced in 
the same plant at Wixom, Mich. 

Returning to operations last week 
were Rambler at Kenosha, and 
Checker Motors at Kalamazoo, 





TOP CARS 


No December new-car registra- 
tions were available from RK. L. 
Polk & Co. last week. Top Cars 
will resume next week. 
RT 











Mich, Rambler had been down for 
inventory adjustments and Checker 
was down two weeks for its an- 
nual inventory. 
+ + + 

Orr gain from the previous 

week was by the compact 
group, which climbed 9.6 percent 
from 30,669 to 33,619 assemblies. 
Its percent of industry take last 
week was 33.6 percent, compared 
with 27.7 percent the previous week. 

Biggest loser was the low-price 
standards, which declined 21.6 

percent from 52,306 to 40,995 as- 
semblies, 

In the other size groups, the me- 
diums declined 9.7 percent from 
23,255 to 21,001 cars and the high- 
est-price group, with Imperial down 
the entire week, sank 6.3 percent 
from 4,598 to 4,310 assemblies. 

On a percent-of-industry basis, 
the low-price standards were off 
from 47.2 to 41 percent; the medi- 
ums edged up from 21 to 21.1 per- 

(Continued on Page 37, Col, 1) 
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Newberg’s Suit Charges 
Top-Level Chrysler Plot 


ya Cc. Newberg sued 
Chrysler Corp.’ last week, 
charging that he Was ousted as 
Chrysler president to serve as a 
“scapegoat” for the “incompetence, 
maladministration, neglect, 
breaches of duty and self-dealing” 
of the Colbert administration at 
Chrysler. 

Newberg is suing to have his 
agreement to pay Chrysler $455,- 
000 set aside, Just after Newberg 
was ousted, he agreed to pay the 
money to the company. 

The money represents his share 
of the profits of two Chrysler sup- 
plier firms. His role in the supplier 
firms was given as the reason for 
his ouster. 

* * * 
eae? complaint contained 
these items: ; 

1. His account of the $455,000 set- 
tlement he reached with Chrysler, 
the first real details ever released 
on the settlement, He charged he 
was forced to agree to the settle- 
ment. 

2. Newberg’s explanation of his 
role in the supplier firms and a 

defense of the companies, 

3. His account of evénts leading 
up to his ouster as Chrysler presi- 
dent. 

Chrysler issued a statement 
charging that the Newberg suit was 
without “foundation in fact.” The 
company said Newberg proposed 
the $455,000 settlement after receiv- 
ing the advice of counsel. 

* * 7 

To suit is against Chrysler 

Corp. but five Chrysler officials 
are named in the detailed charges. 
L. L. Colbert, president-and chair- 
man, is one of the most.often men- 
tioned along with Francis S. Bensel 
of Chrysler's New York law firm. 
According to Newberg’s account, 





Bensel served as chief negotiator 
in settling with Newberg. 

Others mentioned are Chrysler 
directors who do not hold factory 
jobs: Louis B. Warren, partner 
in Chrysler’s New York law firm; 
W. Alton Jones, chairman of the 








TEXTS | 
Texts of Newberg’s bill of com- 
plaint and of Chrysler’s answer | 
start on Page 35. 





executive committee of Cities 
Service Co., and Juan T. Trippe, 
president of Pan American World 
Airways. 

Newberg said he agreed to pay 
Chrysler $455,000 last July 21, some 
three weeks after he resigned as 
Chrysler president. The payment 





was to consist of $200,000 at that 
time, $65,000 due last Saturday 
(Jan. 21), $65,000 due next July 21 
and assignment of his equity in 
stock valued at $125,000. 

The suit asks for the return of 
money already paid, dismissal of 
agreements to make future pay- 
ments and the payment due last 
week and an end of the assignment 
of the stock equity. 

The court granted a temporary 
injunction, holding up payment of 
last Saturday’s $65,000 installment. 
A hearing on the suit was set for 
this week. 

Newberg’s attorney declined to 
speculate on the next action in the 
suit, saying the next move was 
Chrysler’s. While he would not 
comment on the possibility of other 

(Continued on Page 35, Col. 1) 


NIADA to Spur Opposition 
To Wage, Finance Bills 


By Maynard M. Gordon 
News Editor 

IAMI BEACH.—The National 

Independent Automobile Deal- 
ers Assn. last week reaffirmed its 
opposition to minimum-wage ex- 
tension and finance-rate disclosure 
bills, NIADA met here for its 14th 
annual convention. 

Heartened by legislative suc- 
cess in both areas last year, 
NIADA directors resoived to in- 
crease the association’s activity 
against these measures, which 
are given promising chances of 
enactment in this session of Con- 


gress. 
NIADA’s youngest president will 
spearhead the battle on Capitol 





How Discount Houses Operate 


Eprror’s Note: Discount house 
sales of new automobiles in 
Southern California threatened 
for a while to seriously disrupt 
the area auto market. The fol- 
lowing, first of a series, describes 
the manner in which a new car is 
sold. 

- * + 
By William Carroll 
West Coast Editor 

OS ANGELES. — “Discount 

house” sales of new cars has 
been the hottest topic in local deal- 
er circles since price labels were 
first considered, Among pros and 
cons are many misunderstandings 
of how new cars passed from fac- 
tory to customer, through a dis- 
count house, and how the dealer 
profits from such a transaction. 


In practice there are two sales 
methods. In one operation the 
discount house writes up the 
order, procures the car and de- 
livers it to the customer at the 
discount-house location. 


The other method is a commer- 
cial referral system; in which a 
member of a discount “closed” or 
“card” house is given a certificate 
referring him to a cooperating deal- 
er who will sell the desired car at 


a “Discount House Special] Price.” 


* a” * 
BETTER describe both meth- 
ods of operation AUTOMOTIVE 
News visited Fedco (Federal Em- 


ployes Distributing Co.) in Van 
Nuys, a referral operation; and 
The “Big A” (J. M. Arnoff Co.) in 
Canoga Park which handles all auto 
purchase details including delivery. 
The “Big A” in Canoga Park is 
@ new 112,000-square-foot ware- 
house type concrete building en- 
closing 52 merchandise - depart- 
ments, surrounded by a parking 
lot able to hold thousands of cars. 
A single entrance allows everyone 
to enter. No card, membership or 
fee is needed to buy from “Big A.” 
In the entrance hallway is a well 
lit plastic sing sign, NEW CAR 
DEPARTMENT, pointing to a 
business-like office area with four 
new expensive steel desks, In the 
20-by-40-foot area are sold insur- 
ance, hospitalization and new cars. 
On the wall was a’ painted sign, 
“Licensed and Bonded Dealer No. 
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, guide. Page 2. 
Ford warranties. Page 6. 
Auto hearings in California. Page 3. 
sales test. Page 12. 

How truek production fared. Page 16. 
Auto sa e used-car stocks. Page 2. 


8973.” (This Motor Vehicle registra- 
tion number belongs to a used car 
dealer with offices nearly 35 miles 
east of “Big A.”) 
* + 
ON INQUIRY we were sent to 
the furthest desk of a Bob 
Green, who introduced himself as 
the car manager. On his desk was 
a folder containing wholesale prices 
of all 1961 cars, and an adding ma- 
chine. We asked Green to explain 
his service. 

“We can deliver you any new 
car in two or three days,” said 
Green. “Unless it’s a special order 
which takes three or four weeks. 
All the cars are delivered to you 
right here, and carry the full fac- 
tory 12-month or 12,000-mile war- 
ranty. Should you need any service, 

(Continued on Page 34, Col. 1) 
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Hill. He is Rembert A. Rogers jr., 
36, Charlotte, N. C. 

In an Automotive News interview, 
Rogers pledged that his group will 
work closely with the National 
Automobile Dealers Assn, in oppos- 
ing the wage and finance bills and 
also in lobbying for a third measure 
endorsed by NIADA. 

* * * 

TS one approved bill would ad- 

just small-business taxes to ex- 
pedite reinvestment of earnings as 
growth capital for expansion pur- 
poses. Sponsors are Rep. Frank 
Ikard, Texas Democrat, whose deal- 
er-reserve tax relief bill was passed 
last year, and Senator John Spark- 
man, Alabama Democrat. 

NIADA took no stand this year 
on NADA’s “pet” —territory se- 
curity. Leaders of the independ- 
ent group consider territory se- 
curity legislation, which the 
firmly oppose, a “dead duck.” 

As for finance disclosure, cham- 
pioned by Senator Paul Douglas, 
Illinois Democrat, the NIADA res- 
olution called. the proposal to ex- 
press finance charges in terms of 

(Continued on Page 33, Col, 1) 


Renault Slashes 
$200 Off Prices, 
Extends Warranty 


By Ed Brown 
Staff Correspondent 

N IMPORT make took last week 

one of the most vigorous moves 
in recent auto history to reverse a 
declining sales curve. 

Renault, long-time No. 2 make 
among the imports in the U. S., 
cut prices .$200 on the Dauphine 
and 4CV four-door sedans, in- 
creased the dealer discount and 
announced 12-12 warranties, 
Market observers have noted that 

one of the key factors in the de- 
cline of the imports has been the 
price competition from the U. 8. 
compact makes. Renault's move 
widened the price spread, giving 
the Dauphine an East Coast port- 
of-entry price of $1,385. The 4CV 
now is $1,095. 

* 


I 


* z 

T WAS Renault’s second price 

cut in recent months. Last Octo- 
(Continued on Page 4, Col. 1) 
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Dealers Look for Factory Hel 





Compacts Pinched by Winter Lag 


By Robert M. Lienert 


Associate Editor 


fee winter crimp in new-car 


sales has hit compacts espe- 


cially hard, according to dealer re- 


ports from the field. 

As a result, dealers say, com- 
pacts in some cases make up 
more than their share of current 
heavy inventories. In certain 
lines, dealers say, inventories 
could carry sales well into the 
spring selling season. 

In nearly every case, they say, 
a 60-day supply of compacts is the 
rule, rather than the exception. 

One exception—and it appears to 
be nationwide—is the Corvair 
Monza. The Monza is a hot item 
and is bringing top dollar in nearly 
every market. 

One volume Chevrolet dealer told 
Automotive News that his average 
Monza gross topped anything else 
in the Chevrolet line. 

* * * 

EALERS believe the Monza 

prospers because of its sport- 
ing, specialty-item flair, as com- 
pared with the general utilitarian 
nature of the other compacts. 

The compacts as a class, deal- 
ers say, show signs of a somewhat 
tarnished appeal. They note that 
although the ’61 season brought 
four additional entries into the 
compact-car market, the share of 
overall sales taken by the com- 
pacts has increased only slightly. 
Current pessimism over the eco- 

nomic outlook is harming compacts, 
too, dealers believe. Fears of a re- 
cession can take a compact-car 
prospect out of the market more 
quickly than they can a potential 
buyer of a standard car, dealers 


say. 
On the factory side, dealers get 
some of the blame for the lag in 
compact sales. Factory men sum 
it up this way: 
“The dealers just aren’t enthusi- 
astic about compacts.” 
aa 


ames may be a certain amount 
of justification in this charge. 
A dealer with a compact-standard 
eombination was asked last week 
by Automotive News how many 
compacts he had in stock. Said he: 

“Twenty—and I wish I didn’t 
have any.” 

Dealers still stick pretty close to 
the discount route as a way out of 
the overstock of compacts. But they 
say they have cut just about as 
much off the price as they are able. 
Some are frankly waiting for fac- 
tory help in whacking prices. 

Four compact lines are already 
providing factory assistance with 
incentive plans. 

* * 
Dietiac dealers get a no-strings- 
\apacerapaaa $25 for each Lancer 


= Valiant sale is worth a $75 
rebate if the tradein is a ’57, ’58 
or ’59 Plymouth. 

A sliding scale of supplement- 
ary discounts on purchases has 
































Business Barometer 


Automotive News Economic Index — 


117.5 Percent of Last Week 
87.4 Percent of Like Week Last Year 


been set up on Lark for Stude- 
baker dealers. 

Rambler dealers get $50 a car 
for each unit sold in excess of year- 
ago volume. 

Each of the above plans comes 


Automotive News 


At NADA Convention 


During the NADA convention 
in San Francisco Jan. 28 through 
Feb. 1, Automotive News will 
occupy Booths 101 and 102 at the 


equipment exhibition and will 
have its headquarters suite at 
the St. Francis Hotel. 

Copies of the Jan. 30 issue of 
Automotive News will be avail- 
able at Booths 101 and 102 start- 
ing on the morning of Jan. 30. 


Used-Car Stocks Climb 
To 34-Month Peak 


SED-CAR inventories stood at a 

34-month high as the year 
opened, according to AUTOMOTIVE 
News estimates based on field re- 
ports. 

The average franchised dealer 
had used-car stocks good for 47.5 
days of selling on Jan, 1, com- 
pared with a 42.l-day supply a 
month earlier. Not since March 
1, 1958, when the average inven- 
tory represented a 49.4-day sup- 
ply, had stocks of used units been 
so top-heavy. 

For the first time since Feb. 1, 
1958, not a single reporting dealer 
reported a used-car inventory that 
could be wiped out in 15 days of 
selling. 

os + * 
= the pattern of nearly 
three years ago be followed in 
the early months of this year, con- 
tinued growth of used-car inven- 
tories could be expected. 

Nearly every dealer, in discus- 
sing inventories with Automotive 
News, was inclined to take a 
cheerless view of the used-car 
market. 

Perhaps their pessimism was 
summed up by a Great Plains deal- 
er who reported a slow market and 
added: “We try not to fool ourselves 
that it will get better.” 

a * * 


THE other hand, a dealer in 

the Rockies said that last 

month had seen a used-car pickup 

and that the market should con- 
tinue to improve, Said he: 

“If used cars are purchased 
right, they will always sell. Be- 
cause of dropping used-car prices 
over the last few months, prices 
now may be too low.” 

Among reporting dealers, barely 
more than half (53.3 percent) re- 
ported making a profit on used-car 
deals, and the majority of those 
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Auto Production ........... nave 110,828 149.4 63.8 
Truck Production ........... eee 20,246 125.9 68.0 
Auto Registrations—yYear to date.. 6,032,373 rte 107.5 
Truck Registrations—Year to date. 870,248 rr 98.9 
Steel Production—Tons ......... 1,482,000 108.9 54.3 
Lumber Production—Board feet... 143,629,000 ‘128.7 65.1 
Pa Production—Tons.... 305,418 182.8 94.1 
Soft Coal Output—tons ........ 6,970,000 105.4 77.4 
Oil Refinery Output—sarrels ..... 52,624,000 98.0 99.2 
Electric Output—Kilowatt hours.... | 14,684,000,000 103.1 103.1 
Barometer Freight Car Loadings 257,517 106.7 73.9 
Department Store Sales Index .. 118 100.9 89.4 
U.S. Government Spending 

—Fiscal year to date ......... . $51,782,013,000 dase 100.9 
Commercial and Industrial Loans $31,754,000,000 99.4 105.3 
Savings Deposits ................ $33,205,000,000 100.3 109.4 
Used-Car Prices-—Average........ $1,075 102.1 94.0 
Business Failures ................ 335 126.4 114.7 
Common Common 
Stocks Jan, 18 Jan. 11 1960-61 Range Stocks Jan. 18 Jan. 11 1960-61 Range 
eS 3 es 175 17% 29%-17% | Ee 48% 46%, 50%-38% 
Chrysler... 40 39% 71%-37% Mack...... 39Ye 37%, 52%-29% 
Ford....... 70% 69% 92%-60% Mn oss he o's 7% 7p 24n- 6% 
GM........ 425% 42%, 55%-40%, White...... 49"y 47%, 6734-36 

(Jan. 23, 1961) 




































in for criticism from a portion of 
the respective dealer bodies affect- 
ed. And, of course, dealers without 
a compact rebate plan are even 
more unhappy. 
* +. 

ye in the field say they 

have heard reports of an im- 
pending incentive push for the 
Buick, Oldsmobile and Pontiac 
compacts. Early rebates, however, 
would appear to run contrary to 
General Motors practice in the past. 

Comet. may also join the rebate 
ranks at an early date. 

Dealers expect Falcon and Cor- 
vair to be among the last makes 
to adopt any sort of rebate in- 
centive. 

‘It depends upon what sort of 
sales dogfight Chevy and Ford get 
into,” commented one Midwest- 
erner. 


used such terms as “short,” “slim,” 
or “very small.” 

Some dealers reported profits 
being wiped out by the necessity 
of selling “at any price” in order to 
clear out some of the inventory 


overload. 
7 + 


NEW ENGLAND dealer, de- 

scribing used-car sales as “very, 
very, very slow and poor,” said, 
“Used cars are the most serious 
problem for all dealers in this 
area.” 

A West Coast dealer reported: 
“Seems to be very few retail buy- 
ers. All local dealers are running 
big sale ads, but they are com- 
plaining of no turnover.” 

He added the middle- and high- 
priced late models “are taking a 
beating.” 

A Midwest volume dealer who 
said it “has been’ tough to sell 
anything” told Automotive News: 
“We wrote our inventory down to 
actual value—about 10 percent of 
inventory value was lost—and sold 
them, Now we are all right.” 

Part of the difficulty in holding 
down the size of inventories ap- 
parently has been a virtual halt in 
wholesale activity. A tough winter 
market in the South has been 
blamed. Dealers in the Midwest 
and Northeast who normally 
wholesale a number of units to 
Southern buyers are hopeful that 
mid-February will see renewed ac- 
tivity in this area. 

+ * * 
Ts 47.5-day supply of used cars 
indicated by the Jan. 1 census 
was the highest recorded for that 
date in all the years that AuTomo- 
Tive News has been compiling such 
inventory figures. 

A year ago, the count was 39.3 
days. Biggest previous inventory 
recorded on Jan. 1 was a 43.6- 
day supply on Jan. 1, 1956. 

As noted above, there were no 
dealers in the 15-days-or-under 
category as the year opened, This 
classification had been steadily 
shrinking since last Sept. 1, when 
23.5 percent of reporting dealers 
put themselves in this rank. Last 
Dec. 1, only 5.7 percent were in this 
category. 

In the 16-to-30-day category, Jan. 
1 found 26.7 percent of reporting 
dealers, compared with 27.7 percent 


.& month earlier. This wag the 


smallest number since Nov. 1, 1959. 
* * * 


Ta number of dealers inside the 
theoretical 30-day limit on Jan. 
1 amounted to 26.7 percent of those 
reporting. This was the smallest 
number ever recorded in this cate- 
gory by AvurTomortive News. 

Consequently, the number over 
the 30-day boundary—73.3 per- 
cent, represented an alltime high 
in Automotive News’ used-car in- 
ventory records. 

Range of stocks reported Jan. 1 
was 23 to 96 days, compared with 
10 to 60 days a month earlier and 
eight to 100 days a year earlier. 

A year ago on Jan. 1, there were 
17.6 percent of reporting dealers 
in the 15-day category, 11.8 percent 
at the 16-to-30 level and 70.6 per- 
cent over 30 days. 





NADA Convention Guide 


San Francisco, Jan. 28-Feb. 1, 1961 


Daily Receptions 
Car and Truck Manufacturers 

American Motors, Terrace Room, Fairmont; Buick, Fairmont; Cad- 
illac, Golden Empire Room, Mark Hopkins; Chevrolet, Fairmont; 
Chrysler-Imperial, California Room, Fairmont; Dodge, ElDorado 
Room, Jack Tar; Ford Division, Room of the Dons, Mark Hopkins; 
GMC Truck & Coach, St. Francis. 

International Harvester, Mark Hopkins; Lincoln-Mercury, Georgian 
Room, Sir Francis Drake; MoPar Division, Jack Tar; Oldsmobile, 
Fairmont; Plymouth, Hunt Room, Fairmont; Pontiac, Florentine 
Room, Fairmont; Simca, Jack Tar; Willys, Mark Hopkins. 


Finance and Suppliers 

Associates Investment, Presidential Suite, St. Francis; Commercial 
Credit, Colonial Room, St. Francis; Ford Motor Credit, Huntington; 
General Finance, Sheraton-Palace; Pacific Finance and subsidiaries, 
Davenport Suite, St. Francis; Universal CIT, Mural Room, St. Fran- 
cis, 

Barrett Equipment, Mark Hopkins; Benmatt Industries, Caravan 
Lodge; Joyce-Cridland, Sheraton-Palace; Perfect Circle, Jack Tar. 


Special Functions 


Saturday, Jan. 28 

Evening—Formal dinner dance for Pontiac dealers and their wives, 
Fairmont. 

Sunday, Jan. 29 

Breakfast—Saturday Evening Post, 8 am., Sheraton-Palace. (By 
invitation.) The “Benjamin Franklin Quality-Dealer Award” will 
be presented. 

Church Service—Nonsectarian church service, 11 a.m., Civic Audi- 
torium. 

Evening—Life magazine cocktail party for NADA officers and direc- 
= - their wives, 5 p.m., Peacock Court, Mark Hopkins. (By in- 

on. 

Evening—Sunday Evening Musicale, “The Lawrence Welk Show,” 
(presented through courtesy of Dodge Division). 8:40 p.m., Civic 
Auditorium. 

Monday, Jan. 30 

Breakfast—American Motors dealers, 7:30 a.m., Venetian Room, Fair- 
mont, 

— Corp. dealers, 7:30 a.m., Garden Court, Sheraton 

Luncheon—Auto Industries Highway Safety Committee, noon, Gold 
Ballroom, Sheraton-Palace. (By invitation.) 

"= ao Ladies—NADA Fachion Show, 2:30 p.m., Masonic Memorial 

‘emple. 

Evening—Universal Underwriters reception, 6 p.m., Garden Court, 
Sheraton-Palace. 

Tuesday, Jan. 31 ; 

Breakfast—NADA 30-Year Club, 7:45 a.m., Main Ballroom, Whitcomb. 

For the Ladies—“Of Hearts and Columns,” featuring columnists 
Abigail Van Buren, Count Marco and Terrence O'Flaherty, 2:30 
p.m., Masonic Memorial Temple. 

Evening—Reception and buffet dinner for Studebaker-Packard deal- 
ers, 5:30 p.m., Nob Hill Room, Fairmont. 

a Convention Dance, 9 p.m., Garden Court, Sheraton- 


Wednesday, Feb. 1 
For the Ladies—“Deal Me In,” presented by United States Steel Corp., 
10:30 a.m., Civic Auditorium. The ladies are invited to attend this 
regular session of the NADA convention. 
Evening—The 1961 NADA Revue, featuring Bob Hope (presented 
through the courtesy of Buick Division). 8:40 p.m., Civic Auditorium. 


_Hotel Headquarters 


Car and Truck Manufacturers 

American Motors, Fairmont; Buick, Fairmont; Cadillac, Mark Hop- 
kins; Chevrolet, Fairmont; Chrysler-Imperial, Fairmont; Dodge, 
Jack Tar; Ford Division, Mark Hopkins; GMC Truck & Coach, St. 
Francis; International Harvester, Mark Hopkins. 

Lincoln-Mercury, Sir Francis Drake; Mercedes-Benz, Mark Hopkins; 
MoPar Division, Jack Tar; Oldsmobile, Fairmont; Plymouth, Fair- 
mont; Pontiac, Fairmont; Simca,.Jack Tar; Studebaker-Packard, 
Fairmont; Volkswagen, Fairmont; Willys, Mark Hopkins. 


Dealer Associations 

Akron, St. Francis; Alabama, Jack Tar; Arizona, Sir Francis Drake; 
Arkansas, Sheraton-Palace; Northern California, St. Francis; Can- 
ada, Sheraton-Palace; Chicago, St. Francis;. Cleveland, Jack Tar; 
Colorado, Sir Francis Drake; Connecticut, Sir Francis Drake; De- 
troit, Mark Hopkins; Florida, Jack Tar; Idaho, St. Francis. 

Illinois, Jack Tar; Indiana, St. Francis; Iowa, Sir Francis Drake; 
Long Beach (Calif.), Sir Francis Drake; Louisiana, St. Francis; 
Michigan, Mark Hopkins; Minnesota, St. Francis; Mississippi, St. 
Francis; Nebraska, St. Francis; New Hampshire, St. Francis; New 
Jersey, Fairmont; New Mexico, Sir Francis Drake. 

Greater New York-Long Island-Westchester, Jack Tar; North Caro- 
lina, Mark Hopkins; North Dakota, St. Francis; Oklahoma, Sir 
Francis Drake; Oregon, St. Francis; San Francisco, St. Francis; 
South Dakota, St. Francis; Tennessee, Sir Francis Drake; Texas, 
St. Francis; Utah, Holiday Lodge; Washington State, St. Francis; 
Wisconsin, Jack Tar; Wyoming, St. Francis. 


Exhibits Open Saturday 
At NADA Convention 





SAN FRANCISCO.—Following is 
the schedule of events for. the Na- 
tional Automobile Dealers Assn.’s 
44th annual convention and exhibi- 
tion which gets under way here 
next Saturday. 

Business sessions will be conduct- 
ed in the Civic Auditorium. The 
equipment exhibition and the used- 
car and service consultation areas 
will be located in Brooks Hall, 
which is adjacent to the audi- 


torium., 
ok a 7~ 


Saturday, Jan. 28 
8:45 a.m.—Opening of equipment 


exhibition and used-car and service 
consultation areas. 

2:30 p.m.—O pening convention 
session. 

Address: “Who's Going to Organ- 
ize Your Sales and Clerical Em- 
ployes—You or the Union?” by 
Sam F. Pearce, assistant counsel, 
Missiles and Space Division, Lock- 
heed Aircraft Corp., Sunnyvale, 
Calif. 

Panel discussion: “A Formula 
for Profit Through Service.” The 
moderator will be Vern Richards, 

(Continued on Page 4, Col. 3) 
















A 10 months ago, a hard- 
driving veteran of auto sales 
battles moved out of the Midwest 
to liven things up on the island of 
Manhattan. That he did. He won 
the sales contests. He quadrupled 
volume. He had 30 salesmen going 
strong. And then, suddenly, he 
realized that he was licked. 

What beat him? 

Service. He couldn’t service the 
cars he sold. And the more he 
sold, the more grief he had. 
Remember the days when the 

sales strategists were talking of the 
supermarket trend? Some of the 
top executives of the industry were 
saying that, “well, maybe in the 
small towns the character and in- 
tegrity of the dealer count, but in 
the big cities, nothing counts but 
price.” 
= * + 

To the Big City 

O OUR friend moved into the 

biggest, busiest city of them all. 

“It seemed,” said Lynn Wertz, 

one of the founders of the National 
Independent Automobile Dealers 
Assn., later general manager of 
Don McCullagh Chevrolet in De- 
troit and then president of Sutton 


Cleveland Judge 
Voids Contract 


Given to Williams 


CLEVELAND. — Common Pleas 
Judge Victor H. Cohen last week 
voided a one-year, $50,000 parts con- 
tract which the city had awarded 
to Birkett L. Williams Co. (Ford). 
The action came in a suit against 
the city brought by LaRiche Ford, 
Inc. 

LaRiche was the low bidder, but 
did not get the contract. Williarns 
had guaranteed the city it would 
not have to pay more than a 10 
percent price increase on any part 
even if catalog prices went up 
more than that. LaRiche contend- 
ed that the specifications did not 
call] for such an assurance. 

During the trial, Walter L. Liese- 
gang, of the city’s division of pur- 
chases and supplies, testified that 
the price ceiling letter was attached 
to Williams’ bid when he (Liese- 
gang) forwarded it to Frank Cun- 
ningham, commissioner of vehicle 
maintenance. 

But Cunningham testified that the 
letter was not attached to the bid 
when he received and examined it. 
Cunningham had recommended 
that the contract be awarded to La- 
Riche. 


Neill Named to Head 
Winston-Salem Dealers 


WINSTON-SALEM, N. C.—Bob 
Neill, president of Bob Neill Pon- 
tiac Co., 840 N. Liberty St., is the 
new president of the Winston-Salem 
Automobile Dealers Assn., succeed- 
ing Odell Matthews. 

Other new officers are J. C. 
Parker (Dodge), vice-president, and 
Ed Owens, Motor Sales Co., secre- 
tary-treasurer. 
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Ford in New York, “that every- 
thing was in motion—millions of 
taxis, policemen, dogs and pigeons. 
But for all the teeming millions, it 
was really a hick town as far as 
people go—and that’s what counts. 

“You can’t sell ’em and forget 
’em on Manhattan any more than 
you can in Grand Rapids, Mich.” 

In explaining why he is now 
looking for something else to do, 
Wertz dropped some ideas on the 
problems involved in dealing in 
autos on Manhattan. 

- 


No Place to Go 


“"PYHE trouble is,” he said, “we 

had no place to go on service. 
You have to go up or down on this 
island. You can’t operate on the 
efficient one-story basis. There’s no 
room. We had to go to Long Island 
— to find room for a used-car 
ot. 

“So we'd sell a car in our beauti- 
ful showroom on Park Ave., and 
they’d ask: ‘Where do we take it 
for service?’ 

“When they found out our shop 
was on 95th, they’d think of the 
‘gun belt.’” 

“Even that wouldn’t have been 
so bad, if they could have gotten 
good service. They didn’t even 
wince at the $7.50 labor charge. 

“The killer was that a customer 
would come in for his warranty in- 
spection in June, find he couldn’t 
get on the schedule till August, 
and when he did get his car back 
from the shop he might find the 
shop had been so rushed that it 
overlooked some of the work. 

“I’ve seen customers get down on 
their knees and pray that they 
never had to come back to me for 
service. 

“And they not only told God, 
they told their friends.” 

The Manhattan dealer, Wertz 
found, sells only within a radius 
of a couple of miles of his location. 

“So if I sell a guy in New Ro- 
chelle, only 35 miles away,” he said, 
“the buyer finds that he can’t even 
get a grease job at home.” 

+ * * 


Old College Try 


RTZ is a man of tremendous 

energy. When he plays golf, he 
likes to go 36 holes, but he has to 
hold down to 18 because his 30- 
year-old friends (he’s 57) can’t 
stand more, He bowls six or seven 
games when he'd like to go 10. So 
he gave service the old college try. 
Teams of experts were flown in by 
the factory. They scoured the is- 
land for weeks, looking for better 
facilities. Now it appears that the 
only solution is a program of fac- 
tory assistance on underwriting the 
cost of modern service facilities on 
Manhattan. 

Manhattan, of course, is unique. 
So we’re not trying to relate 
problems there to the industry as 
a whole. 

But it does sharpen the perspec- 
tive on the new (or revived) think- 
ing of the industry—the conclusion 
that the hope of the industry is the 
Service dealer, not the volume 
dealer. 


* * 
Carry Service Load 
E new-car dealer is sometimes 
underrated in the service indus- 
try by those who look only at the 
surface. Yet the fact is that the 
33,000 new-car dealers carry the 
main service load of the nation. 
They are the men who carry the 
responsibility of servicing the cars 
they sell. And most dealers do an 
excellent job meeting that respon- 
sibility. 

The men in the dealer shops 
are specialists who know what 
they are doing, and who, in most 
shops, have the tools and equip- 
ment with which to do a credit- 
able job. 

Some of the minor jobs may go 
to the corner filling station, which 
gets business through convenience 

of location, but when an owner has 
real trouble, he looks to his dealer. 

This, we feel, is a truth that will 
become increasingly important 
rather than less important. 


* 





Fla. Chief for Compacts, 
Halts Big-Car Order 


TALLAHASSEE, Fla. — Gov. 
Farris Bryant, in the interest of 
saving the state money has di- 
rected state agencies to buy 
American compact cars whenever 
possible. At his first Cabinet 
meeting, Bryant held up the au- 
thorization for the purchase of 
five standard American cars for 
the state road department be- 
cause he believed “the cheaper 
compact cars would serve the 
purpose just as well.” 

Standard American cars are 
authorized for police cars and 
other purposes. The state owns 
53 compacts. 





Abuses in Selli 


Reviewed ... 





California Probers 
Report on Auto Study 


By William Carroll 
West Coast Editor 

SACRAMENTO, Calif. — A ten- 
month investigation into auto sales 
and financing by the Assembly In- 
terim Committee on Finance and 
Insurance has resulted in a 140- 
page report, which features ills of 
auto retailing. 

The committee held two one- 
day hearings, the first in Los 
Angeles last May and the second 








Crowning Washington Show Queen— 


Lowell Thomas, second from right, places a crown on the head of Kathleen Gray, 
queen of the Washington auto show. Looking on are Maurice Murphy, left, show 
manager, and Erle Kirby, chairman of the 32nd annual show. 


* * * 


Show Attendance Lagging 
But Buyers Turn Out 


TTENDANCE at the Buffalo 

auto show was down by 12 per- 
cent, from last year’s 87,338 to 76,- 
888, but few exhibitors were com- 
plaining. 

Marjorie M. Baker, show man- 
ager and executive secretary of 
the sponsoring Buffalo Autome- 
bile Dealers Assn., reported deal- 
ers were enthusiastic over the 
crowd’s interest in the exhibits. 


“One veteran salesman told me 
that this year’s was the best pros- 
pecting show that he could remem- 
ber,” she said. 

Many dealers reported an appre- 
ciable upturn in showroom traffic 
during the show and the first three 
days after its close, she added. 

One dealer, looking for a sharp 
boost in “clean” compact sales, 
noted that “a lot of compact-car 
shoppers are looking for a second 
car, and in most cases that means 
they don’t have a tradein.” 

Salesmen also reported a marked 
increase in interest in station wag- 
ons. 
* *x * 

VERYBODY had a circus at the 

32nd annual show staged in 
Washington by the Automotive 
Trade Assn.-National Capital Area. 
The big top provided the theme for 
this year’s event. 

Dealers and salesmen were 
dressed as clowns, there was a 
three-ring layout for auto exhib- 
its, a professional clown enter- 
tained on stage twice daily and 
there were the usual circus re- 
freshment stands throughout the 
hall. 


“The idea was very simple,” said 


Dealers Elect Harrison 
In Panama City, Fla. 


PANAMA CITY, Fla. — William 
H. Harrison, Harrison Motor Co. 
(Oldsmobile), has been elected 
president of the Panama City Au- 
tomobile Dealers Assn. for 1961. 

Other officers are: R. L, Lloyd, 
Lloyd Motor Co. (Pontiac-Cadillac), 
and Waldo W. Rowell, Rowell and 
Song Motors (Rambler). 


Maurice Murphy, show manager. 
“If the kids wanted to come, the 
parents had to bring them. We 
made sure this year that both the 
pe and their folks would like the 
show.” 


One salesman called it “the great- 
est show, from the standpoint of 
Sales, that we’ve ever had.” An- 
other said “we expected a bunch 
of kids, but instead we got people 
who were really interested in cars, 
and in buying cars. They really 
wanted to be sold.” 

A Dodge salesman said “we’ve 
written up six sales right here on 
the floor, not including twice as 
ae ‘in-the-baggers’ we’ve talked 

Attendance also was down in 
Washington—from 69,157 to 56,937 
for an 18 percent dip—but Murphy 
said this was more than offset by 

(Continued on Page 37, Col, 3) 


praisal ... 





Wemhoff 
much is enough; I have had it.” He was referring to drive to elect 


him to second term , 


Fame... 
Six New England states have 


refuse to license new cars . 


On the House. .. 


Would a holdback of 5 percent on dealer discounts 
solve the “profit-less prosperity” of dealers? John 
Lehman, manager of the Akron dealer group, be- 
lieves the factories should hold back 5 percent on 
each new car purchased by a dealer and then pay 
him in a lump sum at the end of the year. Most 
factories now hold back 1 percent . . . Does any- 
one today know exactly what the wholesale value 
of a used car really is? Milwaukee association con- 
ducted a survey on one car, found that six top used- 
car dealers varied as much as $150 on the ap- 


NADA President Birkett Williams says: “Too 


. . Body repair shops in many parts of Con- 
necticut are now charging $6 per hour to individual car owners; 
contend car makers and insurance companies will pay similar 
amount if shown individuals are charged that much . . . Johnny 
Lujack, former Notre Dame All-American and now a Chevrolet 
dealer in Davenport, Ia., has been elected to football’s Hall of 


mountings for license plates permit plates to be read easily, they will 
.. Erdie Turner, manager of Cincinnati 
association, points out that Charles Hassan, a Volkswagen dealer, 
headed that association in 1958, which was two years ahead of Port- 
land (Ore.) association’s election of an import dealer, Knute Qvale, 
also a VW dealer, as president of the West Coast group. 


in San Francisco in August. In 
addition to the public hearings, 
three conferences were held with 
an informal industry advisory 
group of Los Angeles dealers and 
finance executives. 

Included in the advisory group, 
in addition to committee members, 
were Martin Pollard (Chevrolet), 
Douglas Doan (Ford), Al Robbins 
(Chrysler), Nick Shamus (Chevro- 
let), and representatives from the 
Security First National Bank, Pa- 
cific Finance Co., and local dealer 
associations. ' 

Committee Chairman Thomas M. 
Rees told Automotive News, “This 
was a very informal group, I feel 
that there are problems in the 
(auto retailing) industry that are 
unique. Because I hate to legislate 
in a complicated area, without help 
of the people involved, this com- 
mittee was set up to review our 
efforts.” 

(He explained that the advisory 
committee has no official status, 
other than review and suggestion.) 

“We've not submitted anything 
to them yet. After we complete 
drafting our proposed legislation 
in a few weeks, we'll send drafts 
to the committee for their sug- 
gestions,” Rees said. “Of course, 
we are not bound to follow these 
suggestions in preparing legisla- 
tion to control the automobile 
business.” 

The Rees committee’s formal re- 
port listed these major areas of 
abuse and malpractice, and major 
areas of ambiguity and deficiency 
in existing law in California: 

Signing of blank contracts, in 
which auto sale contracts are 
signed by the purchaser before they 
are completely filled in as required 
by California law. 

Failure to deliver a fully exe- 
cuted copy of the contract at time 
of sale, which affords the unscru- 
pulous dealer a variety of oppor- 
tunities for “writing up” the paper. 

Misuse of purchase orders, in 
which the buyer believes he has 
completed purchase of a car, at 
a favorable price, when the pur- 
chase order is filled in and he (the 
buyer) is given a copy. 

Problems involving the sale of 
insurance, requiring the car pur- 
chaser to buy insurance from 
the dealer, misinformation as to 
type of insurance coverage sold, 
increasing finance charges 
through excessive insurance 
charges, and inept writing and 
servicing of insurance policies by 
dealer personnel not trained in 
handling insurance. 

Misuse of pickup and balloon 
payments, wherein the customer 
must make an unexpected payment 
either when he arrives to pick up 
his new car, or on conclusion of the 
contract. 

Public misconception of function 
and authority of an auto salesman. 

(Continued on Page 38, Col. 1) 

























warned car makers that, unless 








—Prre Wemuorr, Editor, 
Automotive News 
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Tags Reduced $200... 
Renault Chops Prices, 
Adds 12-12 Warranty 


(Continued from Page 1) 


the Renault Gordini in this coun- 
try, and because of the similarity 
between it and the Dauphine, the 
price spread had to be increased. 
The Gordini is expected to be pric- 
ed about $1,650. 

The new model looks like the 
Dauphine, but it has a Caravelle 
interior, a four-speed gearbox and 
a 40-horsepower engine. The Gor- 
dini will be displayed at the Chi- 
cago Automobile Show next month 
and probably will go on sale in the 
spring. 

Bosquet also announced a price 
reduction and increased discount 
on parts for both dealers and dis- 
tributors. 

“All these changes have been in 
the making for some time,” he 
said. “We felt that with the ar- 
rival of the Gordini and the an- 
ticipated upturn in business, this 
was the time to make our move.” 

Although he anticipates a slight 
decrease in imported-car registra- 
tions this year, Bosquet is not 
changing his estimate of 75,000 Re- 
nault sales. He feels that the price 
reduction will strengthen Renault’s 
market penetration. 

* * 













































































































ber, the Dauphine was reduced $60 
(to $1,585) at Eastern ports. 

Renault's 1960 sales in this 
country were about 27 percent 
below the 1959 level. With the 
exception of Volkswagen, most 
other economy-type imports suf- 
fered a similar fate. 

A big question in the minds of 
many observers was, “Who will be 
the next to cut prices?” Other im- 
ports are expected to follow Re- 
nault’s lead. 

Some auto men thought the Re- 
nault action might be a hedge 
against a small-small car from a 
United States manufacturer. A 
price cut is said to be Volkswagen’s 
“secret weapon” in the event that 
such a vehicle is introduced. 

There are reports that Volks- 
wagen has wanted to cut prices for 
some time, but its distributors have 
opposed the idea. 

7 


+ 
N ANNOUNCING the Dauphine 
price cut, Maurice Bosquet, gen- 

eral manager of Renault, Inc., said 
the dealer discount has been in- 
creased. In most cases, he said, 
dealers will make as much on the 
newly priced vehicles as they did 
at the old price. 

The Gulf Coast POE for the Dau- 
phine now is $1,398 (formerly $1,- 
599). The West Coast figure had not 
been established at press time. 









ing strikes. 
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Cadillac Dealers, Factory Officials Meet— 

Dean Coulter, from left, Coulter Cadillac Co., Phoenix, secretary of the 1960-61 
Cadillac Distributor-Dealer Council, and William M. Ryan, Ryan Cadillac Co., Seattle, 
the council's national chairman, recently attended the second meeting of the council 
in Detroit. Here they are shown with Cadillac's top officials, Harold G. Warner, gen- 
eral manager, and Fredric H. Murray, general sales manager. 


Exhibits Open Saturday 
At NADA Convention 


(Continued from Page 2) 


general manager Val Strough |tion Dance, Garden Court, Shera- 
Chevrolet Co., Oakland, Calif. ton-Palace Hotel. 
+ e + 


Panelists will be Jack Sullivan, 

vice-president and service manager, Wednesday, Feb. 1 
E BALAN, the new general| Oakmont Motors, Oakland, Calif,,| 9:30 a.m.—Address, “NBC-NADA 
sales manager, hag been with} and Larry Swim, general service| Auto Radio Network—How It 
Renault of France 13 years, serving|and parts manager for Korick| Works and What It Can Mean to 
in sales posts from the Far East| Buick, Erb Motors (Plymouth) and| Franchised New-Car and Truck 
to Africa. Carmichael Studebaker, all of Sac-| Dealers,” by Jess M. Johns, part- 
ner, Eisaman, Johns & Laws, Hol- 
















in the fall, 











































strikes. 





































11 a.m.— Nonsectarian, laymen- 
led worship service in Civic Audi-| Steel Corp. 
torium, Frank Yarnall, Chicago, 2:30 p.m.— Closing convention 
former NADA: president, will be| Session. Williams will introduce 
master of ceremonies, and Dr.| the 1961 NADA officers, and the 
George K. Schweitzer, University of} mew president will speak, 
Tennessee, will be the speaker. The a = aan Business- 
:30 p.m. — rese men cond-Class tizens?” will 
wie ee a ~ deuee be delivered by Arthur H. Motley, 
Dealership Profits.” The modera- president and publisher, Parade 
tor will be Arthur Kenny Vallejo Publications, Inc., and president, 
Calif. chairman of the 1961 Chamber of Commerce of the 
NADA Convention Committee. oe States. 

Panelists will be: Tom Costello,| 8:40 P-m.—The 1961 NADA Revue 
Costello-Kunze Ford, Jennings, in Civic Auditorium, featuring Bob 
Mo.; Henry Billion, NADA director | Hope, presented through the cour- 
for South Dakota and president of | *®Sy of Buick. 

Billion Motors (Oldsmobile-Ram- Pera, See at 

bler), Sioux Falls, and Pat Hynd- Cooke In Prison: 

man, vice-president and general 9 
D Le s > * 

manager, San Diego Auto Lesse,| Friend Kills Self 

8:40 p.m.— NADA Sunday Eve-| LOUISVILLE.—A sobbing Thur- 
ning Musicale in Civic Auditorium, | ston Cooke, who at one time headed 
featuring the Lawrence Welk show,/an automotive empire here, was 
presented through the courtesy of| jeg away to serve a four-year 
Dodge. saan at prison term imposed after forged 

auto liens and leases were uncov- 

ose ao ca ta _— ered when two Cooke auto dealer- 
ened rma ‘111 | ships closed last May. 

tet amas S00 NADA. pest | cooks, at for prton sume, hours 

a ’ er the y o arles Patrick, 

oa his report to the| 49 was found shot to death with 

. a pistol by his body. Patrick, an 

‘“ on a — —_ associate of Cooke, was to have 

Ge oe z isnt > by ‘Ar. | 2ccompanied Cooke to prison. His 

ja U = in , = of death wag ruled a suicide. 

Senin ue Be _— we Lesa One other Cooke associate went 

College, St. Paul. 8, to prison, one to go there March 1, 

2:30 p.m.—Address, “Why Trucks and another was put on probation. 
Are Moneymakers,” by John Nevin bn ee the gree f a 
Bauman, president, White Motor — ee 3 . - haoti 
Co. Sed tare hes bash we demer wort 

Address, “Daily Data—Its Im-|*” ms , 
portance to Knowledge and Prof- aasenae much of — rae 
its,” by Logan A, Boggs, manager e 1 covered by assets o e 
of automobile dealer sales, Bur-|COMPAantes. 
roughs Corp., Detroit. 

ok * * 


Tuesday, Jan. 31 
7:45 a.m.—NADA 30-year Club 

Breakfast in the Main Ballroom of 
‘| the Whitcomb Hotel. 

9:45 a.m.—Address, “The World’s 
Automotive Market,” by Raoul Per- 
meke, president, International Of- 
fice of Motor Trades and Repair, 
Antwerp, Belgium. 

Addresses, “You and Wage- 
Hour Legislation,” by Rep. Wil- 
liam Ayres, Ohio Republican, and 
Rep, A, Paul Kitchin, North Car- 
olina Democrat. 

2:30 p.m.—Address by Robert W. 
Sarnoff, board chairman National 
Broadcasting Co. 

Address, “The Golden Age of 


Touch Football,” by Whit Hobbs, 
vice-president and director, Batten,| New Home for Nodler Motors— 


that the market will not be as big 
as last year’s, but he declared, “‘It 
is up to Renault to take a good 
share of the 400,000 or so vehicles 
sold.” 

Although other imports have 
not officially adopted price cuts, 
heavy discounting was noted in 
some lines last week. 

On the West Coast, slightly dam- 
aged new Austins, Morris Oxfords 
and MG Magnettes were offered at 
$589 to $841 below the “regular Los 
Angeles delivered price,” and a 
Florida dealer was selling the 
Austin 850 for $995, which is $300 
below the POE price. 

Rootes Motors, Inc., is giving free 
trips to Europe to purchasers of 
Sunbeam models, and Simca has a 
rebate program with a top pay- 
ment of $325 for dealers. 

In Los Angeles, 100 Lloyd 600s 
were advertised by a dealer at $999, 
including sales tax and license 
plates. 


also has been boosted on the Cara- 
velle, although prices are unchang- 
ed. East Coast figures are $2,295 
for the Caravelle hardtop coupe 
and $2,395 for the convertible. 

Renault also has increased the 
warranty on its vehicles from six 
months to 12 months or 12,000 
miles, the same as is offered on 
U. S. autos. 

The 12-12 warranty is retroactive 
to July 21, 1960. This date was 
chosen because it was exactly six 
months before the effective date of 
the new policy. 

” * * 


Rows said that because of 
the imminent introduction of 


No Tax Relief 
Asked by Ike 
In Last Budget 


WASHINGTON. — President Eis- 
enhower’s last budget recommenda- 
tions to Congress—which will cer- 
tainly be modified by the Kennedy 
Administration—include a number 
of items of interest to the auto in- 
dustry. In addition to proposing 
new legislative ideas, the President 
repeated recommendations he had 
made in prior years. 

Present corporate, excise and 
personal tax rates should be ex- 
tended for another year, Presi- 
dent Eisenhower said. He sug- 
gested, however, that more 
flexible and liberal depreciation 
allowances be permitted. He re- 
peated his recommendation that 
gains on sales of depreciable per- 
sonal property be treated as or- 
dinary income instead of a capi- 
tal gain. 

The President barely mentioned 
minimum-wage legislation. He 
simply stated that “last year the 
Secretary of Labor endorsed ex- 
panded coverage and a moderate 
adjustment in the level of the min- 
imum wage under the Fair Labor 
Standards Act. This recommenda- 
tion is repeated.” 

The President urged Congress to 
raise highway fuel taxes to 4% 
cents per gallon and said this rate 
should continue through 1972. This, 
he asserted, is necessary to permit 
timely completion of the Interstate 
System. 

The President told Congress it 
should create a Cabinet-level De- 
partment of Transportation to 
bring together “the presently 
fragmented federal functions re- 
garding transportation activities.” 

He also urged that the position 
of the chairmen of the federal reg- 
ulatory agencies—including the In- 

(Continued on Page 8, Col. 5) 
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in contract talks, 
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Hammond Bankrupt 

SOUTH PITTSBURG, Tenn— 
Samuel Lee Hammond, individual- 
ly and doing business as Hammond 
Ford Co., filed a bankruptcy peti- 
tion in United States District Court 
at Chattanooga, listing total] liabili- 
ties of $294,684 as compared to 
assets of $83,569. 























expected.” 
















































Imports and Exports— 


This photo presents the dual role played 
by Saab in the international automobile 
market. Being loaded onto the M/S Brott 
in Edgewater, N. J., for shipment to the 
Swedish market are Dodge Lancers, back- 
ground, while Swedish-built Saabs for the 
United States are being unloaded. Saab's 
new marketing subsidiary in Nykoping, 
Sweden, handles distribution of Chrysler 
Corp. cars, in addition to Saab automo- 
biles. 














9 p.m.—Annual NADA Conven-| include a large parking area and a used-car lot. 








Seat for Public 
In Labor Talks? 


Kaiser, Steel Union 
Seek ‘Tranquilizer’ 


By Francis J. Gawronski 
Staff Writer 
HE United Steelworkers Union 
and Kaiser Steel Corp. have 
proposed that the public be repre- 
sented in future labor-management 
negotiations as a means of prevent- 


The union and Kaiser have rec- 
ommended that a 
nine-member com- 
mittee of manage- 
ment, labor and the 
public permanent- 
ly handle labor prob- 

lems, During contract negotiations, 

the committee would act as observ- 
ers and, if necessary, as mediators. 

The automobile manufacturers 
were noncommittal on the unique 

Kaiser-USW proposal. Labor con- 

tracts in the auto industry expire 


Edgar F, Kaiser, Kaiser Steel 
chairman, said he hopes the ar- 
rangement will eliminate the 
pressure of contract deadlines, 
which he called a prime cause of 


Kaiser and David J, McDonald, 
USW president, said they would 
urge ratification of the proposal by 
their respective organizations. If 
approved, the proposal would be- 
come an amendment to the pres- 
ent USW-Kaiser contract, 

The recommendation to bring the 
public to the collective bargaining 
table is an outgrowth of a commit- 
tee set up in October, 1959, as part 


ra es — Hubert rence = He noted that “Renault can make| ramento, Calif. lywood. Calif 

an, Renault's new general sales! pig moves in the import market in ee ywood, Calif. f th ttl f the 104-d 

manager, said the dealer discount|/this country.” He acknowledged Sunday, Jan, 29 10:30 a.m.—“Deal Me In,” a dra- Rai ok Ghent encode. : oe 
matic presentation by United States 


Composed of three public rep- 
resentatives and three each from 
the company and the union, the 
committee was to develop a formu- 
la for distributing economic gains 
of the company equally among em- 
ployes, stockholders and the steel- 


While the committee failed to an- 
nounce such a formula, it did rec- 
ommend that it function on a con- 


Kaiser said the committee so 
far has made no plans to take 
part in wage talks when the pres- 
ent contract is reopened in July. 
“I’m confident it won’t have to,” 


Instead of participating directly 
the committee 
said it would meet at regular inter- 
vals to consider labor problems. 
The committee could issue private 
or public reports stating the con- 
tract problems and could make 
nonbinding recommendations to the 













Public Sale of VW Stock 
Begins; Demand Is Off 


BONN, Germany. — Public sale 
of shares in the former state- 
owned Volkswagen firm began 
last week, but a bank official re- 
ported that the demand for them 
“was not nearly so great as was 


Sixty percent of the share cap- 
ital of $150 million is being of- 
fered to the public, with buyers 
limited to five shares each. The 
federal government and the State 
of Lower Saxony, in which Wolfs- 
burg, VW’s home, is located, will 
receive 20 percent each. 





Barton, Durstine & Osborn, Inc.,| Milt Nodler Motors (Dodge) has moved into its new $100,000 dealership in Meadville, 
New York. Pa. The new building provides a service entrance for each mechanic. Facilities als? 













Alan G. Rude, 
President of 
Universal C.I.7° 
Credit Corporation 


___CyJT REPORT 


GETTING SALESMEN TO SELL 


» Where can I find salesmen who know how to sell? We hear this 
question again and again as the competitive situation gets tighter. 
How can the supply of selling salesmen be increased? 

» Many successful dealers today feel that continuous training 
is the only answer to the problem. First, naturally, you've got 
to hire men who offer the best selling potential. 
» "Know how"—"Know when"—"Payoff"! Salesmen must be 
trained to know their product and how to sell it; they also must be 
trained to know when to stop selling and try for the close. 

Here's how U.C.I.T. can help. You can put C.I.T. 
time-tested training aids to work during your regular sales 
meetings. For example: 

» The "4 Star Program," a unique system that combines 
sales training with profit controls. 

» "Quality Sells," a film feature that shows how to overcome 
price objections. 

» "Approach-Close Formula," a no-frills film on how to close 
sales through the correct use of finance plans. 

» PFY "Profits for You," a veteran training program for both 
new and used car salesmen. 

Training films and other useful C.I.T. training materials are 
a vital part of our continuing service for C.I.T. dealers. Find out 
how they can help train your salesmen to be selling salesmen. Talk 
it over with your local Universal C.I.T. District Manager, today. 


Cordially, 


P.S. If you are attending the N.A.D.A. Convention, I want to 
extend a cordial invitation for you and your friends to visit with 
us in the Mural Room of the St. Francis Hotel, on Monday and Tuesday 
evenings, January 30th and 3lst, from 5:00 to 8:00 p.m. Our Chair- 
man, Walter Lundell, and Sales Vice-President, Charles O'Donnell, 
and many other C.I.T. executives will also be your hosts. 
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WASHINGTON.—Tax-relief bills 


for small business have strong 


Congressional support, with Sena- 
tor John Sparkman, Alabama Dem- 
ocrat, and Rep. Wright Patman, 
Texas Democrat, acting as leaders 
because of their positions on the 
Small Business Committees. Both 
have had a number of co-sponsors 
in the Senate and numerous com- 
panion bills in the House, 

One measure would allow small 
business to deduct from federal 
income tax for “additional invest- 
ment in depreciable assets, in- 
ventory and accounts receivable.” 

The bill, co-sponsored by 17 other 
senators, would permit a maximum 
deduction of 20 percent of net in- 
come or $30,000, whichever is 
larger. The tax credit would be 
available only to the extent that 
additional aggregate investments in 
modernization and inventories are 
made. 

In introducing the bill, Sparkman 
noted that the “rate of business 
failure, as well as the dollar losses, 
have soared.” 

His measure is intended to “serve 
the dual purpose of providing long- 
overdue relief to smali- and medi- 
um-sized businesses in financing 
their growth and expansion, and 
also providing a well-recognized 
counter-stimulant to the current 
economic ills of increased unem- 
ployment and greater unused in- 
dustrial plant capacity.” 

Legislation affecting deprecia- 
tion methods for both new and 
used purchases also has been 
introduced, The Treasury Depart- 
ment recently issued its prelimi- 
nary findings of the depreciation 
survey it undertook with the help 
of the Small Business Adminis- 
tration. 

Another measure which now 
looks as though it has a good 
chance would affect the business- 
man, and indirectly his business. It 
is aimed at small- or medium-sized 
businessmen who want to put funds 
aside to provide for their retire- 
ment. 

One Senate bill, with 11 sponsors 


Lancer Prices 
Cut $17-$28 by 
Equipment Shifts 


DETROIT.—Dodge last week cut 
Lancer prices by switching several 
standard-equipment items to the 
extra-cost category. The reductions 
amounted to $28 on the 170 series 
and $17 on the 770 models. 

Stripped from the 170 line were 
arm rests, right-hand sun visor, 
horn ring, dual horns, rear-seat ash 
tray and door-operated domelight 
switch. These items remain stand- 
ard on 770 models, but carpets have 
become an extra-cost option in the 
deluxe series. 

The above equipment is also in 
the extra-cost category on other 
compacts in Lancer’s price class. 

Under the new schedule, the 
Lancer 170 two-door sedan ($1,979) 
is only $26 more than the Valiant 
V-100 two-door. The Lancer model 
is $19 less than the Comet two-door. 
It formerly was $9 above Comet. 

The new Lancer prices are: 170 
series—four-door sedan, $2,041; two- 
door sedan, $1,979; four-door station 
wagon, $2,354. 770 series—four-door 


sedan, $2,137; two-door hardtop, 
$2,164; four-door station wagon, 
$2,449. 


Late Report... 
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Strong Backing ihisiee for Relief Proposals in Congress .. . 
Small Business Tax Cuts Sought 


already, would permit any person 
not now covered by a pension or 
retirement plan, to deduct up to 
10 percent or $1,000, whichever is 
less, for his retirement. 

During the last session, the self- 
retirement bill of Rep. Eugene J. 
Keogh, New York Democrat, 
passed the House and came close 
to a vote in the Senate. 

Senator Wallace Bennett, Utah 
Republican, has introduced the 
companion measure to the Keogh 
bill. It differs from the bill re- 
ported last year by the Senate 
Finance Committee in offering 





Questions on 12-12 Warranty 


Are Answered 


DEARBORN.—Some answers to 
scores of questions by buyers about 
the new 12-month, 12,000-mile war- 
ranty program have been provided 
by the Ford Division. 

Following are the answers to 
some of the most widely asked 
questions: 

Q. If I buy a new car every 
year at model-introduction time 
and drive less than 12,000 miles 
a year, would this warranty mean 
that I would never have any 
major repair bills? 

A. Yes, if the car is given proper 
care and maintenance. If the car is 
within the 12-month, 12,000-mile 
warranty period and receives 
proper maintenance, any failure, 
major or minor, resulting from a 
defect in workmanship or material 
would be covered. Repairs made 
necessary by neglect, abuse or ac- 
cident, and any adjustment or part 
replacement requested by you as 
normal maintenance, will be the 
responsibility of the owner. 

Q. Why was Ford first to an- 
nounce that its dealers had extend- 
ed their warranty to 12 months or 
12,000 miles on 1961 model Ford 
cars, Falcons and Thunderbirds? 

A. Ford Motor Co. and its dealers 
were confident of the quality, dura- 
bility and reliability built into the 
1961 model Fords. Among the items 
which back up the warranty are 
the 30,000-mile chassis lubrication 
for Fords, the 4,000-mile interval 
between oil changes under normal 
use, the new long-life muffler, and 
the finish that doesn’t need wax. 

Q. What happens if I'm away 
from home and require warranty 


service? 


A. You should make every ef- 
fort to have warranty work done 
by the dealer who sold you your 
car. However, if you change your 
place of residence, or are travel- 
ling, go to the nearest authorized 
Ford dealer. Be sure to have your 
service policy with you so the 
dealer will know you are within 
the warranty period. 

Bear in mind, however, that a 
dealer’s service department runs on 
a schedule. Most dealerships re- 
serve a portion of their service 
areas to customer-paid labor, an- 
other portion to warranty service. 


If your work is not scheduled and 


is not an emergency requiring im- 
mediate attention, there might be 
a short delay. 

Q. Exactly what is covered by the 
warranty? 

A. All component parts of the 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $22 last week to $1,075, according to Automotive News’ 
index. 


It was the first upward movement recorded by the index since 
mid-December. 

Much of the overall gain was provided by a $145 leap credited to 
61s, although ’58s went up $26, ’57s moved ahead $20 and ’59s ad- 
vanced $3. 

Losses were pegged at $2 on ’60s, $4 on ’56s, $7 on ’54s and $8 
on ’55s. All four of these models reached new lows as a result of 
the week’s adjustments. 

At a group of representative auctions last week, the sales ratio 
was 69.3 percent, compared with 67.5 percent a week earlier. 

Auction reports begin on Page 24. 









Dealers on the Move 















much greater latitude to owner- 
employers. 

Numerous highway bills have 
been introduced in Congress. Many 
deal with reimbursing states for 
toll roads. Others are aimed at a 
speedup in completion of the inter- 
state system and with financing 
methods. 

The new highway administrator, 
Rex. L. Whitton, has said that the 
nation needs the interstate system 
now and completion would help the 
economy ag well as save more lives, 

He also has indicated that there 
should be more coordination be- 
tween metropolitan sections of the 
road network and other metropoli- 
tan transit systems, 
































Designed for Efficiency— 

Braley & Graham Buick's sales and service building, costing more than $200,000 
and occupying a 3'-acre site in Sacramento Calif., is designed for efficiency as well 
as beauty. The building features a tri-story arrangement with management and general 
offices 4Y_ feet higher than the showroom floor, which in turn is nine feet higher 
than the service manager's office and service offices. As a result, the sales manager 
and others in the tower offices can see the showroom floor, offices, and all of the out- 
door sales area. Clark B. Graham is owner and general manager of Braley & Graham 
Buick, a branch of the Braley & Graham dealership which has been in business for 
40 years in Portland, Ore. The Sacramento branch will employ approximately 60 people 
and will operate a used-car lot. 


by Ford 


car except tirés and tubes are war- 
ranted to be free of defects in 
worknianship or material. This 
means that any part which fails 
because of a defect in workmanship 
or material except tires or tubes 
will be replaced free of charge dur- 
ing the warranty period. Appropri- 
ate adjustments on tires and tubes 
will continue to be made by tire 
manufacturers. 

Q. What is not covered by the 
warranty? 

A. Anything that comes under 
the heading of normal maintenance. 
The oil filter ig an example. We 
recommend that the oil filter be 
changed at 1,000 miles and at each 
subsequent 4,000-mile period. The 
oil filter does not become defective 
at these mileages, but has reached 
a point where it no longer effec- 
tively serves to provide the best fil- 
tering of the engine oil. 

The filter should then be re- 
placed by the owner as part of 
normal maintenance. Under these 
circumstances the filter is not de- 
fective and thus is not covered 
by warranty. However, if the fil- 
ter has to be replaced because of 
a defect such as improperly ma- 
chined threads or defective seal, 
it is covered by warranty, 

Q. What other items should the 
owner regard as normal mainte- 
nance? 

A. While normal maintenance re- 
quirements may vary depending on 
the season, terrain and type of use 
to which the car igs subjected, the 
following items will serve as a 
guide to the type of adjustment] : 
considered normal maintenance: 

Oil changes, brake inspection, 
engine tuneups, fuel-system clean- 
ing and wheel alignment and bal- 
ancing. 

Q. What about batteries? 

A. Batteries found to be defec- 
tive within the warranty period 
will be eligible for free replacement. 

(Continued on Page 8, Col. 1) 

























A Big Operation Even in Texas— 

Even by Texas standards, the new home of McAllister Mercury-Comet, Inc., is a big 
deal. The five-acre site on one of the busiest Dallas intersections includes a masonry 
and steel building with a showroom longer than a football field, according to E. C. 
McAllister, president. 


Luby Chevrolet Expands— 

This is an architect's sketch of the new Luby Chevrolet sales and service facility in 
Miami. The dealership is scheduled for completion by April 1, 1961. Located on a 
seven-acre site, the new plant covers two city blocks and is 400 feet deep. Buildings 


cover 72,000 square feet of operating space. 


‘Plug-in Tuneup’ 
Featured on 


Allen Analyzer 


DETROIT, — A new scope ana- 
lyzer and wiring harness for cars, 
trucks and tractors, featuring 
“plug-in-tuneup,” has been intro- 
duced by Allen Electric and Equip- 
ment Co., Kalamazoo, Mich. 

Previewed here and in Chicago 
last week, the Allen PB-881 ana- 
lyzer takes a new approach to serv- 
icing the automotive after-service 
market, A. S, Alton, general sales 
manager, said. 

The unit employs an exclusive 
plug-in connection which enables 
the mechanic to make one master 
connection on a prewired vehicle 
to set the electrical and ignition 
systems as well as an electronic 
compression test. 

The Allen analyzer features an 
eight-inch adjustable picture tube, 
with primary and secondary pat- 
terns. The unit also features se- 
quence testing, dynamic compres- 
sion test, volt-amp meters, ignition 





Stenger'’s Ford Goes Suburban— 

aivenhe thabameiee enn tna This is an aerial view of the new home of Stenger's Ford in Kettering, O., a Dayton 
The Allen PB-881 analyzer is part suburb. The dealership previously had been located in downtown Dayton. The new 

of the recently announced 1961 | building has a showroom 240 feet long and is large enough to display all of Ford's 

| Allen-tronic line of test equipment.|19 models together, the firm said. 











RAMBLER 
- 960 Calendar Year 
sales Greatest 
In Rambler History! 


434,104 


NEW RAMBLERS SOLD” 


17.98% MORE 
THAN IN 1959! 
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3 Director of Dealer Development 1 

We Have the Proved Product for the Exploding Detrolt'32,Michigen | 

| Compact Car. Market. . . There Are Still a Few indorndtns cieagh ber hactie Prestinn ¥ enseomens: Meat 1 
am under -no obligation and my inquiry will be held in the 
i 


Franchises Available in Select Markets... . strictest confidence. 


NAME 
TREE ee eee 
RI ieee a oe ee eae 


You Have The Opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 
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Clarifying 12-12... 
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Ford Answers Warranty Questions 


(Continued from Page 6) 
Beyond this period all adjustments 
will be based on the number of 
months of service on the battery. 

Q. Is the warranty I get with my 
car given by Ford Motor Co. or by 
the dealer? 

A. By the dealer. The dealer’s 
warranty is backed by the com- 
pany’s warranty to him. 

Q. If I sell my 1961 Ford before 
the warranty time or mileage has 
expired, is the warranty still in 
effect with the new owner? 

A. The sale makes the car a 
used one, which limits the war- 
ranty, but under certain circum- 
stances adjustments are made for 
failure of some functional com- 
ponents during unexpired war- 
ranty time or mileage. Your Ford 
dealer has full details. 

Q. Suppose a part of my 1961 
Ford becomes defective during the 
warranty period and costs only 15 
cents but the charge for installing 
it ig $7.50. Does warranty cover the 
labor charge? 


A. Yes. The cost of a part is 
smctenanainemaeani uit titanic enema othe teil telat indesign tenia daha iiaiihacaiinmelainiaate 





often less than the cost of installing 
it. This makes no difference as far 
as warranty is concerned. A defec- 
tive part is replaced and installed 
free, provided the work is done 
at an authorized Ford dealer. 

Q. What happens if I am on the 
road and need warranty service 
but have lost or misplaced my serv- 
ice policy? 

A. Although there is no intention 
to deny anyone warranty service 
because of the loss of a piece of 
paper, it is possible that the servic- 
ing dealer may be in doubt as to 
when the car was bought. The bur- 
den of proof in a case like this is, 
of course, with the owner. If the 
dealer feels it would be risky for 
him to perform the work without 
assurance that it is covered by the 
warranty, he may ask the owner 
to pay for the work and get 
reimbursement from his selling 
dealer. 

Q. What should I do if, during 
the warranty period, I have some 
mechanical trouble while travelling 
and have to be towed to a Ford 


Wile 


to drop 


arab d ieee 





service garage for repairs? Is tow- 
ing expense covered by the war- 
ranty? 

A. Normally, your insurance 
will cover the towing expense, re- 
gardless of whether the mechan- 
ical trouble is a warranty matter 
or not. If it does not, you should 
talk to your Ford dealer about it. 


Q. What happens if my car re- 


Suspension of Inspections 
Is Sought in Louisiana 


BATON ROUGE, La.—A resolu- 
tion proposing suspension of the 
mandatory statewide inspection of 
motor vehicles has been proposed 
in the House. The system went into 
effect Jan. 1, 1961. 

The resolution said the “overall 
purpose” of the law was good, but 
that it has worked a hardship in 
certain instances, for example, in 
log-truck operations. Suspension 
was asked until further considera- 
tion by the Legislature. 


; ; : 





‘used-car class, 


quires warranty service in Canada 
or Mexico? 

A. An American Ford bought in 
the United States gets the same 
warranty coverage in those coun- 
tries. Generally speaking, it applies 
to the whole world. For example, a 
Taunus dealer in Germany will per- 
form warranty work on your Amer- 
ican Ford. 

Q. If I were buying a 1961 Ford 
demonstrator from my dealer, 
would it be covered by the war- 
ranty? 

A. Such a car is known as a 
“new-used” car—that is, new be- 
cause it has never been sold, but 
used because it has mileage on it. 
Although this car is actually in the 
adjustments are 
made under certain circumstances 
for the failure of any functional 
component parts during the un- 


adjustment. Too often, tire wear 
is the result of hitting chuck 
holes or curbs. Such treatment 
causes wheels to get out of align- 
ment and tires will then wear 

quickly. This comes under the 
heading of maintenance, however, 
and is not covered by warranty, 
since the wear did not result 
from anything defective in the 
tire or the car. 

Q. Where should I get warranty 
work done if the dealer who sold 
me the car is no longer in busi- 
ness? 

A. Only a few dealerships change 
hands in the course of a year, and 
even fewer discontinue business en- 
tirely. The new owners of the deal- 
ership will welcome your business 
and will usually honor all warranty 
obligations incurred by the previ- 
ous owners. If, however, there 


expired warranty period. Your; should not be a replacement dealer 


dealer will have full details. 

Q. One of my tires shows signs 
of considerable wear at 10,000 miles. 
I don’t believe this is my fault, be- 
cause all the other tires are in ex- 
cellent shape. Does the warranty 
cover replacement? 

A. Only if the wear was the re- 
sult of a defective part of your 
Ford car. If there was a defect 
in the tire itself, the tire manu- 
facturer should be asked for an 





SAY STROMBERG-CARLSON & CLINCH THOSE SALES! 


Your prospects will jump at the chance to own a 


There’s no sales-clincher like a high-prestige accessory. 
When it comes to prestige in radios—Stromberg-Carlson 
wrote the book. Stromberg-Carlson engineering has 
created a line of custom and universal auto radios that 
are unrivalled for tone, for wide-range performance, for 
razor-sharp tuning, and for trouble-free operation. Radios 
that are manufactured to the highest Quality Control 
standards in the business. Radios that live up to their 


name, and then some. 


Stromberg-Carlson . . . to enjoy the incomparable tone and 
performance on this—the console of car radios. 


For the substantiating facts on the quality and reliubility 
of Stromberg-Carlson custom auto radios; to learn all 
about the easiest installation yet, the generous warranty, 


and the Stromberg-Carlson 


“one-trip” Service Program 


for auto radio owners—write: Commercial Products, Box 
BC-4, 1401 North Goodman Street, Rochester 3, N. Y. 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 


a oivision or GENERAL DYNAMICS 



















immediately available, you should 
contact the nearest district sales 
office of Ford Motor Co. The serv- 
ice manager there will tell you how 
to proceed. 

Q. Sealed-beam headlights are 
not directly connected with the way 
the car runs. Are they covered by 
the warranty? 

A. Yes. The original sealed-beam 
light is covered for 12,000 miles or 
12 months, whichever comes first. 

Q. My son wishes to install a 
highlift camshaft in his 1961 Ford. 
Will this affect the warranty? 

A. It could affect the warranty 
insofar as the camshaft and 
power train performance are re- 
lated to one another. If a con- 
version has been made on the 
car and the dealer feels that this 
has affected performance or re- 
liability adversely, the warranty 
is void in that specific area of 
the car, 

Of course, a conversion on the 
engine does not affect warranty on 
the paint. But before doing a con- 
version, make sure through your 
dealer how the warranty is affect- 
ed. The installation of non-Ford 
parts could affect the warranty. So 
could a high-speed rear axle, man- 
ual choke, floor shift or lowering 
blocks. 

Q. Can I be reimbursed for work 
done during the warranty period 
by an independent garage? 

A. Your warranty does not apply 
to work done at independent ga- 
rages or other dealerships, but if 
emergency warranty work is re- 
quired where there is no Ford deal- 
er or on a day when the Ford serv- 
ice garage is closed, an adjustment 
may be made by your Ford dealer. 
Naturally, you must satisfy the 
dealer that the work was paid for 
and that it is covered by the war- 
ranty. 


No Tax Relief 
Asked by Ike 
In Last Budget 


(Continued from Page 4) 


terstate Commerce and Federal 
Trade Com missions—should be 
strengthened. 

As a part of his budget message, 
President Eisenhower gave a brief 
progress report on the interstate 
highways system. He noted that al- 
most 10,000 miles are now open to 
traffic, that work is actively under 
way on another 14,600 miles with 
about 1,600 more miles expected to 
be open to traffic by the end of this 
year. 

The President repeated three rec- 
ommendations for strengthening 
the antitrust laws: Premerger noti- 
fication by large businesses; em- 
powering the Attorney General to 
issue civil investigative demands in 
antitrust cases under civil proceed- 
ings, and authorizing the Federal 
Trade Commission to seek prelim- 
inary injunctions when it is likely 
that a proposed merger would vio- 
late the law. 

A substantial boost in funds for 
the FTC—from this year’s $8,010,000 
to $9,640,000—is asked by Mr. Hisen- 
hower. 

The $33.8 million budget for the 
Bureau of Public Roads contem- 
plates continuing highway research 
with greater emphasis on the prob- 
lems of urban highway develop- 
ment. Funds also are provided for 
operation of the National Register 
of Revoked Motor Vehicle Opera 
tors’ licenses. Fiseal 1961 estimated 
expenditures of $2,868 million 
require a supplemental federal aP- 
propriation of $92 million. On June 
30, 1961, the highway trust funds 
balance will be $108 million. 
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United States Steel Corporation 


cordially invites you to its live musical comedy 


DEAL ME IN 


A FEATURE OF THE WADA COKRVENRTION 


Civic Auditorium 40:30 am | Wea. ¥eb.1 





How to deal yourself in on more car sales 


One good way is to take advantage of the sales ideas from United States Steel that you’ll see at the NADA Convention in San 
Francisco. A “must”: United States Steel’s original musical comedy ‘‘Deal Me In,” which is a scheduled part of the convention 
program (Wednesday, February 1, 10:30 a.m.—Civic Auditorium). This entertaining show tells in song and fantasy how an auto 
dealer learns to boost sales with ideas from ‘‘Mr. Steelman.” 


Put on your own show with a sales kit containing a record and visuals that you can use to 
present ‘Deal Me In” to your salesmen in your own dealership. It’s designed to help your salesmen become 
better closers through improved knowledge of your cars. Be sure to reserve your free kit by filling out the 
order card you’ll find in your NADA registration packet, and turn the card in at United States Steel’s 
Exhibit—Booths 323-326 and 419-422—at Brooks Hall (you can fill out order cards there, too). The kit will 
be mailed to your dealership. It’s a sure way to deal yourself in on more sales. When you see “Deal Me 
In,” you’ll know exactly what we mean. 


United States Steel 


TRADEMARK 
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Coming 
Events 


% Evrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 










Dealer Conventions 


Jan, 28-Feb, | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—1 daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-15—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

%& May 21-23—Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


Jan, 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-1l—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. !1-18—Philadelphia Auto Show, Phila- 
delphia. 
















“Which one would you folks like to try out?" 































Letterhox 
‘Boys in Business. ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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Dealer at 19 637 Eden Park Blvd., McKeesport, 
Pa. 


I would like to throw my hat in ee gee 
the ring as the youngest Chevrolet 
From Scratch 


dealer. I doubt if it is official be- 
cause I was too young, 19, to have| Being in my forties and a dealer 
only 1% years. I do not mind ad- 


the selling agreement in my name. 
mitting I envy such young dealers 


My father, a Chevrolet dealer, 
died suddenly in 1938 and Chevrolet} as Alan Peterson and Bob Lucas jr. 
Without meaning to detract from 


gave the agreement to my mother 
for a one-year trial period—making| the abilities of both these gentle- 
men—for I am sure they are both 


me general manager, sales manager 
very capable—I would be tremen- 


and used-car manager and sales 
force. dously interested in reading about 
“young” dealers who started strict- 















* * ® 












General 
Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 












































Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 

Feb. 13-15—Annual Convention Automotive 
Service Industries Assn., Hotel Biltmore, 
Los Angeles. 

Feb. 16-19—International Automotive Serv- 
ice Industry Show, Los Angeles Memorial 
Sports Arena, Los Angeles. 

March 13-16— Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 







Capsule Comment 


Automotive bills pending in Congress embrace minimum 
wage, finance disclosure, divestiture and a “bill of rights 


for stockholders.” 
Pocketbook issues flare on Capitol Hill. 












New Year’s inventory of new domestic cars rises to the 


one-million level—a 53-day ary 
Where does that leave the 45-day “rule of thumb” advo- 












My brother Dick, 17, the present 
dealer in Freeport, Pa., (our ori-|ly on their own without taking 
ginal deal) was wash boy, grease|over the reins from father, uncle, 
boy, service manager and painted|brother, etc., and who received 
used cars at night. their experience in positions which 

My brother Bill, 14, the present | they acquired on their own at deal- 
dealer in Vandergrift, Pa., quit |¢™ships of complete strangers.— 
high school to help us both. Jerry De Marco, Gerard Pontiac- 

Buick, Inc., Westfield, Mass. 

Our biggest concern in those days a ee 
wasn’t volume or profits but Bill 
driving without a license (Pa.-Age 
16) as he was our head “car jock- 
ey.” 

We actually cut our teeth on box 
wrenches as my father started with 
a Studebaker franchise in 1923, and 
I am sure his greatest “claim to 


‘Fine Piece’ 

I have just read the article you 
wrote, following our interview, and 
I want to thank you for a very fine 
piece. 

I sincerely appreciate the warm 


cated by some? 





* * * 


Sharp increase is reported by University of Michigan .Sur- 
vey Research Center in consumer’s plans for buying new 


cars. 
Compacts and pricing stability are credited with restor- 


ing John Q. Public’s market confidence. 
* * * 


Unethical advertising is fatal to profits, agree dealers in 


an NADA survey. 
Thus dies the fiction that wheel-deal car ads induce 


worthwhile sales. 
* * K 


Discount-house birddogging of new cars expands, particu- 
larly in Texas and on West Coast. 
Some dealers caused this one and dealers must clean it 


up before it gets out of hand. 


* * 


Michigan’s Rep. Ted Machrowicz sees a “good chance” 
for repeal of auto excise taxes this year. 
A most familiar prediction. 


and friendly tone of the interview, 
and I am deeply gratified to see 
such an article appear in the pages 
of Automotive News as I close more 
than 40 years in the automobile 
business. 

Please accept my very best wishes 
to you and your associates at AUTO- 
MOTIVE News for every success in 
the new year and all the years to 
come.—-E. C. Row, first vice-presi- 
dent, Chrysler Corp., Detroit. 

* of * 


fame” was winning a contest sell- 
ing Essex in 1929.—Pau.t J. Dever- 
EAUX, 41, Devereaux Chevrolet, Inc., 





April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


The building of the 1% millionth Dodge was completed this week, 
11 years and two months after the first car bearing the name rolled 
off the assembly line . .. While the auto industry was experiencing 
a trend toward lighter and smaller cars, an automotive executive 
predicted there will never come a time when the larger six and eight 
will not have a great following. 


20 Years Ago—1941 


The 1941 National (New York) Auto Show was cancelled by the 
Automobile Manufacturers Assn. so that the industry might devote 
its entire efforts toward the national defense program. 


10 Years Ago—1951 


United States plants produced 121,578 cars and 29,061 trucks for 
a total of 150,639 vehicles this week in 1951. At this rate the industry 
would produce nearly 8 million vehicles. 









American Led 


There’s a boob in my story 
“Faulty Cars from Makers” on 
Page 44 of the Jan. 2 edition. 

My colleague, Gerry Barker, say§ 
he had a call from American Mo- 
tors here, pointing out the leading 
United States car was AM’s Amer- 
ican in the Star economy contest, 
not the Falcon as I have it in the 
Automotive News story. I check 
American was the leader. 

When I wrote “Falcon,” I must 
have been thinking of sales. Sorry: 
—Gorvon McCarrery, Toronto. 




































Everybody has a 


long-term warranty’ 
but only Ford 
built the car 


to back it up! 


On September 29, Ford announced your 
new extended warranty for twelve full 
months or twelve thousand miles on the 
61 Ford. It raises the question of how 
we were able to do it—and, just as im- 
portantly, how we were able to be first 
with it. 
Here’s the answer. 


The 1961 Ford was deliberately de- 
signed to be as carefree as a car can be. 
It will go 30,000 miles between chassis 
lubrications. It adjusts its own brakes— 





automatically. Mufflers are aluminized to 
last three times longer. All vital under- 
body parts are specially processed to resist 
rust and corrosion, even to galvanizing 
the body panels beneath the doors. 


But this is only part of the story. Long 
months of testing proved this car was so 
soundly built, so well engineered, and 
constructed with such quality that the new 
warranty was justified. And we haven’t 
stopped there. Continuing quality control 
checks are assuring us that the ’61 Ford 


is not only beautifully built, it is beauti- 
Sully built to take care of itself! 


As you might expect, when we an- 
nounced your new warranty, the com- 
petition was startled into following suit. 


Now they, too, have a warranty. But 
there’s a big, big difference . . . a sales 
advantage for you! 


Only you offer the car built to back a 
long-term warranty. 


*Extended Warranty—Each part of 61 Fords, except tires, is dealer warranted 
against defects in materials or workmanship for 12 months or 12,00 miles, 
whichever comes first. Owners remain responsible for normal maintenance service 
and routine replacement of maintenance items, such as filters and ignition parts. 





FORD DIVISION backs you best 
Tard Metor Company, 
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The Man Bekins the Wheel... 


Sales Testing the ‘61 


headlining fitted close underneath 
the roof. This reduced the dis- 
tance between headlining and 
roof panel, to increase headroom 
inside the car. Chrome strips are 
used to hold the perforated panel- 
ing in place. 

Both sun visors, made of similar 
perforated material, had (at their 
wiggly ends) plastic rods and 
latches to hold them securely in 


place, Certainly a welcome reduc- 
ok * * 








Eprror’s Note: This is one of a 
series of articles designed to ex- 
plore the selling features of Amer- 
ican cars, * * 

By William Carroll 
West Coast Editor 

ee, styling and plenty of high 

performance, associated with 
Chrysler-b uilt products, puts the 
1961 Plymouth on the road as a 
pretty package with plenty of “go 
power” to keep everyone happy. 

The Automotive News test car, a 
Fury, two-door hardtop, was equip- 
ped with the 305-horsepower Golden 
Commando engine and heavy-duty 
12-inch brakes. A real combination 
of fly and park, if there is such 
a thing. 

A quick walk around Plymouth 
finds many restyling features 
which update the car. Wide open- 
ing doors make it a snap to pop 
in and out, and you'll soon notice 
the front seat floor area has been 
dropped a good inch and one-half 
to provide extra leg room. 

It seems logical that every sales- 
man should pitch the fact that the 
front seat, even of the least ex- 
pensive model, has a simple nut- 
bolt adjustment to set the cushion 
in a variety of positions, It can go 
up, down, or be slanted. 

There are six ways to adjust the 
seat, none of which costs the buyer 
an extra penny. All front seat cush- 
ions are foam rubber padded, which 
adds to comfort and reduces noise 
level inside the car. 

+ * * 

NEAT trick we noticed in the 

owner’s manual, is a self-stick- 
ing identification label. It identifies 
the car, owner and selling dealer. 
When stuck under the hood, it car- 
ries all necessary information for 
warranty service. 

Visibility in the coupe igs excel- 
lent in all directions. The windshield 
is high into the crown and rear and 
side windows extend quite a dis- 
tance upward. 

Interior treatment of the hard- 
top included a hard, perforated, 

* * * 


Car Tested: 
PLYMOUTH 


Model: 1961 Fury two-door 
hardtop. 

Engine: Golden Commando 
V-8; carburetion, single four- 
barrel; displacement, 361 cubic 
inches; bore and stroke, 4.13 x 
4.25 inches; compression ratio, 
9.0 to 1; horsepower, 305; horse- 
Power per cubic inch, 0.84; 
torque, 395 Ib. ft. @ 3,000 RPM. 

Test weight, 3,515 pounds with- 
out driver; power-weight ratio, 
11.5 pounds per horsepower. 

Transmission: Torqueflite. 

Rear axle ratio: 3.31 (an op- 















































Plymouth Power— 


This is the Golden Commando V-8 en- 
gine which powered the Plymouth test car. 
The engine has a displacement of 361 
cubic inches and develops 305 horsepower. 


tion of driver irritation from those 
sun visors which bounce about like 
they were out of their minds. 

Both rear quarter trim panels of 
the hardtop were equipped with 
armrests, A dropped rear floor 
(about four inches below the sill) 
added knee room for tall passen- 
gers, 

* * * 


Adequate Padding 


eee the rugs, we 
found adequate padding to im- 
prove sound control. In addition, 
there is a plastic insert on the driv- 
er’s side to reduce shoe wear. 

There’s plenty of knee room be- 
neath the wheel rim. The power 
brake pedal is so wide you could 
put a couple pair of feet on it, yet 
it’s low enough that you can swing 
a toe to handle both throttle and 
brake. 

A “step-on” parking brake at 
the left is released by pulling the 
lever outward and pushing it 
down. Such a double motion is 
usually beyond talents of a child 
who might otherwise release the 
brake and allow the car to roll 
downhill. 

A second advantage to Plym- 
outh’s parking brake is its complete 
independence from the regular 
braking system. It operates on a 
drum on the drive shaft. 

New owners might be advised 
that the Plymouth temperature 

























tion). 
Steering: 3.5 turns lock-to- || gauge may stop in the center of 
lock, the dial after turning off the en- 





gine. They shouldn’t be concerned. 
This does not indicate a malfunc- 
tion but is just the place in which 
the electrical gauge usually comes 
to rest. 

aK of * 


us glove box has depth for most 
packages with a narrow side 


Dimensions: O v er all length, 
209.5 inches; width, 80.0; height, 
aan wheelbase, 118.0; tread, 

Springs: Front, torsion bar; 
rear, leaf. 

Tires: 8:00 x 14 (an option). 







* * * * * * 





Plymouth Test Car— 
This is the 1961 Plymouth that was test driven by Automotive News. It is a Fury 
two-door hardtop with a Golden Commando V-8 engine. 
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strength under the Plymouth hood, 
Take a look at the massive welded 
frame rails and radiator shrouding 
which includes shims and buffer 
plates to provide a perfect fit. Even 
the hood is double rimmed to make 
a sturdy unit which reduces shect 
metal weave and adds to life of the 
car. 



















Plymouth 


area that would be just right to 
hold “strip” maps for long trips. 

There is plenty of power in most 
Plymouths, including the little 

Slant-Six. The model tested by 
AvUTOMOTIVE News (Plymouth’s next- 
to-most powerful), did a great job 
of moving from zero to 60. 

The transmission was solid and 
shifted tightly at full throttle. 
During moderate applications of 
throttle, its shift pattern was as 
smooth as more conventional 
torque converter units. 

Handling Plymouth cars, equip- 
ped with power steering, is extreme- 
ly quick and may cause a small 
amount of difficulty for first-time 
drivers. Once drivers become used 

to it, it is a delightful way to drive 
because it requires only moderate 
steering wheel movement to turn 
the car. 

Manual stéering Plymouths re- 
quire slightly more turns of the 
wheel to guide the car, although 
they are not any different in this 
respect than cars of other makes. 
Braking was good and solid with 
the torsion bar suspension holding 
the car level under the most severe 
applications, 

As usual with Chrysler torsion 
sprung prodticts, handling was ex- 
cellent and roadability could cer- 
tainly be considered the best of 
American-made production sedans. 

” * * 


Stub Frame Used 


7; 1961 Plymouth has a unit- 
type body construction, with en- 
gine and front suspension mounted 
to a stub frame attached below the 
cowl. Many drivers noted that sol- 
idity of this assembly is so great 
and the design so well handled there 
is no sheet metal weave and an ab- 
solute minimum of body noise in 
the car on rough roads. It’s a credit 
to Chrysler engineering that a solid 
feeling should be carried down to 
the least expensive standard. 

A unique interior treatment found 
on Plymouth are untrimmed ventil- 
ator panes in the front doors. Each 
glass is holed through for the 
center-mounted hinge with only a 
chrome base at the bottom to turn 
it. This means there is no chrome 
rim on the glass to interfere with 
vision, no matter in what position 
the vent panes may be placed. 

Interestingly enough, when the 
front door is open, you can see 


* % * 


oa spacious Plymouth trunk 
has a rubber floor mat extend- 
ing completely over the floor. Even 
the rear quarter wells are paper 
lined to prevent damage to luggage. 
There is plenty of depth and width 
here for a full load of luggage or 
cargo. 

Here is an old, but good, demon- 
stration point: Just put the key in, 
turn it, stand back and let the lid 
rise by itself. Most impressive to 
women who are faced with trying 
to open a trunk lid while holding 
an armful of groceries. 

Sales points could be made by 
showing prospects the rear under- 
body section of a Plymouth, point- 
ing out the tremendous stub 
frame which supports the rear 
spring shackles. Though Plymouth 
is a unit-body car, use of a stub 
frame reduces shock and noise 
loads to the point where they find 
it difficult to echo in the car. In 
addition, there is a great safety 
factor in the event of a rear-end 
collision. 

There is a good quality story un- 
derneath the front of a Plymouth, 
Here, huge antisway rods can be 
seen, mounted in thick rubber 
blocks. These are the two rods 
which go from the front frame 
member, backward to the lower 
“A” arm. Most people are impress- 
ed by the size of these rods, and the 
generous rubber bushing in which 
they are supported, 

Prospects may be interested to 
learn that the Plymouth has only 
two fuses. The radio has a 7%-amp 
fuse attached to the radio chassis, 
while the heater uses a 20-amp fuse 
in the feed wire. 

* * Ok 






Open Wide— 

The doors swing wide open on the Plym- 
outh two-door for 1961. The doors are 
styled for easy entrance and exit and the 
interior features plenty of legroom for 
comfortable riding. x 










* 


























Rear View— 

This is the rear of the test Plymouth, a 
Fury two-door hardtop. Most noticeable is 
the absence of fins on the 1961 model. 
The rear window goes up well into the 
roof. 









* * 2 
buried in an almost inaccessible 
position. 

Hood opening is wide on the ’61 
Plymouth, which makes servicing 
inexpensive and easy. Although 
spark plugs are beneath the exhaust 
manifold, they are in the open and 
can be easily replaced. 

* * * 


Fuel-Line Filter 
i> THE fuel line, just above the 
fuel pump, is the fuel-line filter. 
It’s a replaceable, throw-away unit 
which will do much to increase the 
life of carburetor jets and eliminate 
possibility of ice or water stalls 
during winter months. 

Even the maze of hose and wires 
under a Plymouth hood is well 
routed. The 12-volt battery is 
mounted high to the left of the en- 
gine, behind an opening in the radi- 












Circuit Breakers 
A other electrical components 
in the Plymouth are protected 
by circuit breakers built into the 
headlamp switch. Should a short 
develop, the circuit breakers would 
protect wiring until the short could 
be repaired. 

It may be worth pointing out 
that there is a metal treatment 
preceding painting, which in- 
cludes six chemical sprays, seven 
anticorrosion dips; followed by 
four prime paintings, a wet sand- 
ing, and two oven bakings of the 
final finish. 

Station wagon prospects may be 



















a metal rim on the door frame 





ator shroud. Here, it will remain 








rearward of the top hinge. It’s 
there to catch water that might 
possibly seep through. This would 
be particularly important to own- 
ers of ’57 or ’58 Chrysler products, 
some of which were plagued with 
front-door water leaks. 

In many places around the doors, 
there is double sealing, including 
sponge-filled interior windlace 
around door frames. Front doors 
have a two-position latch, which 
holds them either half or fully open. 
Two and one-half turns of the win- 
dow crank will fully lower the front 
windows. 










* * * 


diaper is an optional piece of 
special equipment for Plymouth 
four-doors and station wagons that 
sounds pretty dandy. It’s a rear- 
door safety lock which latches doors 
so they cannot be opened from the 
inside. All you do is lock the door 
in the normal manner and then 
press the plunger down until a red 
indicator disappears. 

At this point, the door cannot be 
opened from either inside or out- 
side. However, should you want to 
unlock it, stick the car key in the 
slot and push the plunger back 
which releases the locking tab. 

A more expensive, but equally 
useful device, is the automatic 
door lock controlled by a switch 
on the dash near the driver. By 
pulling a knob outward from the 
dash, all doors are automatically 
locked. They can be unlocked by 
pushing, the knob into the panel. 
This feature includes the rear 
door safety locks. 

In going under the hood, it seems 
prospects might appreciate the care 
taken to conceal the hood latch. 
On the ’6] Plymouth it’s behind a 
small, moveable portion of the grill: 
In contrast with other cars which 
have the hood iatch exposed, or 


cool and last longer than were it 
in an area of greater heat. 


It’s worth pointing out that the 
timing chain cover of the ’61 
Plymouth V-8 is aluminum, a 
move by Chrysler to lighten the 
engine and increase economy. 

There’s an impressive story of 





WASHINGTON, — A report on 
national transportation policy made 
to the Senate Interstate and For- 


eign Commerce Committee urges 


that costs be considered in setting 
rates and that transportation be 
coordinated at a high level. 

The three-volume report is the 
result of two years of study by a 
staff under the direction of re- 
tired Air Force Maj, Gen. John 
P. Doyle. 

The report recommends estab- 
lishing a department of transporta- 
tion in the Cabinet and setting up 
a Federal Transportation Commis- 
sion to take over most of the work 
of the Interstate Commerce Com- 
mission, the Civil Aeronautics 
Board and the Federal Maritime 
Board. 

Senator George Smathers, Flor- 





Black Shares Profits 


ALBUQUERQUE, N. M. — Ed 
Black’s Chevrolet Center has inau- 
gurated a plan Jan. 1 to insure 
income for retired employes. A 
trust fund has been set up and, 
under a profit-sharing plan, a cer- 
tain percentage of the firm’s profits 
will be invested in the fund. 









Senate Gets Suggestions ose 
Transport Policy Sifted 


well advised when you call to their 
attention that Plymouth station 
wagons are different from sedans. 
Wagons have more head room, front 
and rear; larger brakes, stronger 
torsion bars and rear springs, 
heavy-duty shock absorbers and 
larger wheels and tires. 






















ida Democrat, has already intro- 
duced legislation to establish a new 
Cabinet post. It would “pull to- 
gether activities now parcelled out 
among a number of government 
agencies which, all too often, work 
at cross purposes.” 

He claims the reorganization 
would free the ICC and CAB from 
“detailed administrative labors, en- 
abling them to discharge more ef- 
fectively their regulatory duties.” 

The Doyle study group also 
suggested the formation of @ 
joint congressional committee on 
transportation and a transporta- 
tion circuit court of appeals. 

Among other recommendations 
are these of interest to auto deal- 
ers: Encourage piggybacking in 
general and give highway users 
credit for federal automotive taxes 
and put them into a trust fund. 

The report found a need for bet- 
ter cost information and sugges 
that a qualified group be author- 
ized by Congress to study costs 
The report says that “it is becom 
ing clear that the relative import- 
ance of cost factors in transporta- 
tion rate-making must increase. 
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By Leo T. Parker 


Attorney-at-Law 


‘Q‘HE law is well established that} 


the term “attractive nuisance” 
means something that will attract 
children and cause their injury. The 
higher courts 
hold that auto 
dealers are liable 
in damages for 
injuries to chil- 
dren resulting 
from any “attrac- 
tive nuisance.” 
This rule of law 
is applicable to 
all things that 
naturally attract 
children. In a late 
case, an auto 





Leo T. Parker 
dealer was held liable for injuries 
to a 10-year-old boy who ignited 
gasoline in an auto left on a vacant 
lot near the children’s playing 
grounds. 

A few weeks ago in the case of 


Johnson v. Wood, 21 So. (2d) 353, 
it was shown that a corporation 
had on *t premises a mortar box 
in which there was a mixture of 
lime, sand and other ingredients 
and which was unguarded and un- 
protected. This mortar box was 
near the street. 

One day a boy threw some of the 
contents of the mortar box into the 
face and eyes of another child, 
whereby the latter lost the sight 
of one eye. The injured child’s par- 
ents sued the corporation for dam- 
ages. 

Although the lower court held the 
corporation not liable, the higher 
court reversed the verdict, saying: 

“It is a well known fact that a 
mortar box will lure children of 
tender years while it would repel 
those of more mature years... In 
a case like this, it ig no answer 
to say that appellant (child) had 
no business there or that her par- 
ents should have forbidden her 
going on the premises.” 

The legal motto of this decision 
is: While a danger may be apparent 
to an adult, it is not so to children. 
Therefore, no dangerous thing “at- 
tractive” to children should be left 
in a location likely to be frequented 
by children. 


* * * 


Law of Floor-Plan Mortgages 


AST month a higher court clear- 

ly held that a floor-plan mort- 
gage on autos purchased by good 
faith by an innocent purchaser is 
void. 

In Mutual Finance Co, v, Mu- 
nicipal Local Employes, 165 N. E. 
(2d) 435, the testimony showed 
that Mutual Finance Co, is en- 
gaged in the business of financing 
automobiles, One category of its 
business is known as wholesale 
or floor-plan financing in which 
capital is advanced to auto deal- 
ers on their inventory of motor 
vehicles. The finance company fi- 
nanced all the inventory, both 
new and used late model autos of 
one Popovic, a dealer holding a 
franchise from the Chrysler Corp. 
Under the floor-plan arrange- 

ment, the finance company usually 
received a note and mortgage ex- 


Sheller Names 
2 Top Officers 


DETROIT.—Directors of Sheller 
Mfg. Corp, have elected Earl J. 
Cosgrave chairman of the board. 
Januarius Arthur Mullen was elect- 
ed president, a director of the cor- 
poration and a» member of its ex- 
ecutive committee, 

Both men fill vacancies caused 
by the death of Tom Bradley, who 
had served as president, chairman 
and member of the executive com- 
mittee, 

Cosgrave, associated with Sheller 
for more than 30 years, is a direc- 
tor of the company, vice-president 
and sales manager. Mullen has 
been associated with the automo- 
tive industry for more than 20 
years. 





Morock Ford to Build 
ALEXANDRIA, La.—Morock 
Ford Co., Inc., hag received a low 


bid of $150,800 for construction of 
its new building. 


Lawsuits Affecting Dealers... 
Court Decisions 








ecuted by Popovic in exchange for 
the money paid by it to Chrysler 
Corp. These instruments designated 
the motor vehicles by number and 
the amount of money loaned on 
each, 


One day, by permission of the fi- 
nance company, Popovic sold four 
new autos to Municipal Local Em- 
ployes, and Popovic received full 
payment for these four Chrysler 
autos through a tradein of four 
used autos and cash provided under 
the retail mortgages by the finance 
company. ‘ 


Popovic, under the floor-plan 


mortgages, wag obligated to deliver 
this cash immediately and the cer- 
tificates of title of the tradeing to 
the finance company. He did trans- 
fer the certificates of title, but failed 
to deliver the cash. The floor-plan 
mortgage, therefore, is in default. 

The finance company sued the 
Municipal Local Employes to recov- 
er possession of the four autos. 

, * * 


Repossession Denied 


DeeNe the trial, the Municipal 
Local Employes proved that 
when it purchased the autos it 
had no knowledge that the autos 
were mortgaged. Therefore, the 
higher court held that the finance 
company could not repossess the 
autos from the Municipal Local 
Employes, and said: 
“Municipal Local Employes 
bought these automobiles in the 
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usual course of business from an 
authorized dealer which exhibited 
them for sale on the floor of its 
automobile establishment with the 
express permission of the mort- 
gagee. It had no notice whatever 
that the automobiles were mort- 
gaged when it paid for their pur- 
chase. 

“It, therefore, maintains that it 
was a bona fide purchaser without 


notice and as such entitled to have 
the floor-plan mortgage declared 
null and void as to it. Under the so- 
called ‘Floor-Plan Doctrine,’ a floor 
plan ‘* * * mortgage is void as 
against a bona fide purchaser with- 


out notice.’” 
ok * 7 


Ford Sued for Cars 
Damaged in Flood 


CINCINNATI. — Nationwide 
Mutual Insurance Co, has filed suit 
against Ford Motor Co. to recover 
$13,550 it paid to repair 44 autos 
damaged in a flash flood. 

The 44 cars were owned by Ford 
employes and were damaged when 
heavy rainfall flooded a_ parking 
area. The suit accuses Ford of 
negligence in refusing to let the 
employes move their cars to higher 
ground and in failing to warn the 
workers of the rising water. 





NOW...the 


new 


VMcCQUAY-NORRIS 


The MI-IOOO engine bearing has an “extra thin” 
babbitt lining only .001 of an inch thick, electrolytic- 


ENGINE BEARING 


EXTRA 


Durability 


Conformability 


Imbedabi 


the new MI-IOOO 


ENGINE BEARING 
1. Precision Steel Back 


Th a's 


2. Sintered Copper-lead Lining 


3. Barrier Plate 


4. One thousandth of an inch 
Babbitt Overlay 


5. Pure Tin Flash 





ally applied on a hard and durable sintered copper- 


lead base. The MI-IOOO has the fine anti-friction 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet. won't pound 


out under the most severe service. 


The combination of the MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 


longer, but also cuts gas and oil costs. 


Let your McQuay-Norris Wholesaler supply you with 


the new MI-IOOO engine bearing! 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS « TORONTO 


McQUAY- 
NORRIS 











NTERNATIONAL HARVESTER 

is bidding for a share of the 
small truck market with its new 
Scout, a compact 100-inch-wheel- 
base unit, that went on sale last 
week in 5,000 dealerships and fac- 
tory branches across the country. 

The Scout is a four-cylinder job 
with a five-foot-long pickup body, 
and it is available with two- 
wheel or four-wheel drive. The 
two-wheel-drive unit is priced at 
$1,750.84, including federal tax 
and assembly handling charges, 
and the four-wheel-drive model is 
$2,128.84. 

IH also introduced its new C-line 
light-duty trucks last week. They 
are three to five inches lower than 
last year’s and feature restyled ex- 
teriors and a choice of new suspen- 
sions and frames. 

C-line models range from 4,200 to 
8,800 pounds gross vehicle weight. 
Standard and Bonus-Load pickup, 
panel, Travelette and Travelall 
models are offered, as are chassis 
with stake, platform, dump and 
service-utility bodies. 

+ * ok 
= Scout has a_ three-person 
passenger compartment with 
removable steel] top, fold-down 
windshield, removable doors and 
removable door glass. 

Optional equipment includes a 
full-length, one-piece steel Travel 
Top that encloses both driver com- 
partment and body. 

“The Scout represents a new 
concept in automotive versatil- 
ity,” said D. F. Kuntz, sales man- 
ager of IH’s Motor Truck Divi- 
sion. 

“It can be quickly and easily 
converted from a completely en- 
closed passenger runabout, small 
pickup or panel truck to an open 
model without top, windows or 
doors.” 

The company envisions a wide 
variety of family, commercial, 
sporting and agricultural] uses for 
the new vehicle. 

* Ok ok 
EELBASE is 100 inches, and 
the Scout is 154 inches from 
bumper to bumper. Loaded overall 


N.Y. Assn. Wins 
State Relaxation 


On License Loss 


ALBANY. — An important revi- 
sion in dealer suspension and revo- 
cation procedure in New York 
State has been initiated, thanks to 
the New York State Automobile 
Dealers Assn. 

At the fall meeting of the state 
association’s board of directors, 
John Evers, executive secretary, 
was instructed to confer with the 
State Commissioner of Motor Ve- 
hicles to seek a solution to a prob- 
lem that affects every dealer and 
his license to do business in the 
State of New York. 

At that time, under the then 
established procedure, if it was 
determined that a dealer’s license 
to do business was to be suspended 
or revoked for an alleged violation, 
the dealer was directed to turn in 
immediately his license to do busi- 
ness, his dealer plates and his 
book of MV-50s. In other words, 
he was out of business and couldn’t 
sell a car. 

As Evers pointed out, in most 
cases, a dealer’s franchise or sales 
agreement provided that a suspen- 
sion or revocation is grounds for 
the manufacturer to terminate the 
dealer's franchise. The unpleasant 
possibilities for dealers are obvi- 
ous, 


Chevy Enrolls 75 Men 


In Top Grad Class 


DETROIT.—The largest class in 
the 22-year history of Chevrolet’s 
Post-Graduate School of Modern 
Merchandising and Management, 
has opened a three-week training 
session here. 

Included among the record 75 
students are Chevrolet wholesale 
men and members of GM Overseas 
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you keep them reminded 
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... the most effective way is 
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Light-Duty C-Line Is Redesigned .. . 


I-H Scout Bids for Compact Sales 


height of the two-wheel-drive unit 
is 67 inches. 

The Scout is powered by a four- 
cylinder Comanche engine which 
displaces 152 cubic inches and de- 
velops 90 horsepower, The engine 
incorporates many of the features 
of International’s V-304 eight-cylin- 
der unit. 

The newcomer has a three-by- 
four-inch welded box frame with 
two cross-members and two chan- 
nel cross-members, Other fea- 
tures are a 4.27 rear-axle gear ra- 
tio, three-speed syncromesh 


* * * 






























Z. | addition, 


. PSS ae ae 


Travelette Seats 


The International Travelette, which com- 
bines a six-man cab with a pickup body, 
has been restyled for '61 and is five inches 
lower than last year's model. The standard 
engine is a 155-horsepower V-8. 


Additional Seating— 


The International Scout has a five-foot- 
long pickup body, and wheel housings are 
designed to provide additional seating. 
The Scout is sold by 5,000 dealers and 
factory branches throughout the country. 





transmission, 11-gallon fue] tars 
and 12-volt electrical systems. 
Front-axle capacity is 2,000 pounds 
at the ground, and rear axles are 
rated at 2,300 pounds. The 4x2 
* * * 





Room for Three— 


The passenger compartment of the Scout 
seats three persons. The shift lever is floor- 
mounted, and brake and clutch pedals are 
suspended. The compartment has a fold- 
down windshield and removable steel top, 


door glass and doors. 
a * * 


model has 15-inch disk wheels, and 
the 4x4 has 16-inchers. ~ 
Optional equipment includes ra- 
dio, heater, Powr-Lok differential 
and dual 1l1-gallon fuel tanks, In 
the 4x4 model may be 
ordered with front-wheel locking 
hubs, front-mounted winch, power 
takeoff and snow plow. 
ok + * 
NTERNATIONAL’S C-line mod- 
els include conventional two- 
wheel and four-wheel-drive chassis. 
V-8 engines are standard, and 


valve-in-head sixes with gasoline or 


liquefied-petroleum-gas fuel sys- 
tems are optional. 

Although the trucks are lower 
than last year’s, Kuntz said cab 
headroom remains the same and 
ground clearance has been im- 
proved. Wheelbases have been in- 
creased, but overall lengths have 
not been altered. 

C-100 models are five inches 
lower than last year’s and have 
torsion-bar front suspensions and 
welded box-section frames. 

C-110, C-120 and C-130 models are 
three inches lower and have I-beam 
front suspension and channel steel 
frames, C-120 (4x4) units are five 
inches lower and are equipped with 
leaf-type spring suspension. 

Other advancements include new 
hydraulic clutches, new exhaust 

(Continued on Page 31, Col, 2) 





Travel-Top Covers All— 


Optional equipment for International's new Scout includes a one-piece steel Travel- 
Top which encloses the passenger compartment and the pickup body. It has side and 
rear windows. Both the Travel-Top and the standard top are removable. 





International's Travelall Wagon— 


The Custom model of International's four-door Travelall station wagon features @ 
staff from the United States, Can-|fold-down second seat and tailgate with electrically operated window. A removable 
ada, Peru, Venezuela, Germany, | third seat is optional. The Standard model is equipped with front seat only and has 
two side-hinged rear doors. Cargo capacity is 124 cubic feet. 
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Unemployment Total 
Past ‘Danger’ Level 


By William Ullman 
Washington Bureau Chief 
Oe ae for the moment current Congres- 
sional squabbles over rules committees, filibusters and 
various pet legislative projects, the Department of Labor 


has let it be known that un- 
employment shot critically 


skyward last month and seems to 
be still climbing. 







































In cold, hard— 
and frightening— 
terms, the num- 
ber of jobless in 
the nation stood 
at 4,540,000 at the 
end of December, 
1960, the greatest 
number for any 
December since 
the close-out of 
the depression of 
the 1930s. 

William Uliman According to the 
department, the rise in unemployed 
over November, 1960 was by 509,000, 
three times the normal increase. 
According to economists in both 
camps, the new figure is consider- 
ably higher than the generally- 
accepted “danger sign” mark. 

Based on past performances, the 
number of jobless usually jumps by 
about 1 million in January—which 
means the new president is bound 
to be inheriting a work-force situa- 
tion in which some 5.5 million 
people are unemployed. The brunt 
of this figure is, and will continue 
to be, borne by factory production 
workers. 

To the new administration, this 
critical state of labor forebodes 
immediate bad, but perhaps ulti- 
mate good from the standpoint 
of Kennedy-tailored legislation. 
Liberal forces are making use of 
the slump in their efforts to get 
immediate backing from diverse 
factions on minimum-wage pro- 
posals, social security plans and 
other broadened programs. 

Further, they’re saying that Pres- 
ident Eisenhower, before taking 
leave of the White House, painted 
a much-too-rosy picture of the na- 
tion’s economy, and that Americans 
had better wake up to the truth— 
as reflected in the unemployment 
problem recession symptoms and 
recently-revealed gold losses. 

7 


* 
Time Is Short 


UT, on the other hand, Presi- 

dent Kennedy also has fallen 
heir to the responsibility for the 
problems his lieutenants are dram- 
atizing. His administration, wheth- 
er it made these troubles or not, 
has got to solve them. In a few 
short months, the public will no 
longer feel like blaming the just- 
past administration for its current 
ills. 

Right now, Kennedy has prob- 
ably more support for his liberal 
projects than at any time past— 
even some Southern Democrats 
and Republicans who tradition- 
ally have opposed such projects 
are enthusiastic about giving 
these ideas a chance in hopes 
they'll solve “everything.” 

If the new chief executive and 
his backers make sure that their 
proposals are considered ones—not 
just rash attempts, “cure-alls” 
which could ultimately work to the 
detriment of small business, and 
finally the economy—he stands a 
good chance of keeping so-called 
“conservatives” in his corner on 
most major issues. But if the new 
liberals, in their enthusiasm to heal 
the nation’s sore spots “right 
away,” forget that there are ex- 
ceptions to every rule, and that 
every sector of our economy must 
be afforded room to operate in its 
own way, they may find themselves 
being brought up short in coming 
months by a disappointed, disillu- 
sioned opposition that will never 
give the administration another 
chance. 





7. . * 
Battles Toned Down 
REFLECTING the growing sup- 


port on all sides for the new 
President’s five-point program last 





week, Congress hag taken positive 


action to stall over-long battles 
over revision of Senate debate rules 


and revamping of the House Rules 
Committee, 
In the Senate, a rather weak 





compromise arrangement has al- 
lowed the debate issue to be tabled 
for further action at some later 
date—much later, according to Sen- 
ate observers. By lending their 
tacit approval to this action, Sen- 
ate Democratic liberals, who had 
hoped to revise the filibuster rules 
so as to control by a smaller ma- 
jority the length of debate on any 
given bill, think they are assured 
of greater support from the right 
when their platform’s proposals 
reach the floor. 


In the House, Speaker Sam 
Rayburn has finally come forth 
with a plan to set the Rules Com- 
mittee up in favor of liberal legis- 
lation, The speaker’s plan, for 
which he claims support from all 
sides, would enlarge the commit- 
tee by three members—two of 
—— presumably would be lib- 
erals, 
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no opposition to his plan, the fight 
in the House is virtually over, and 
the chances for immediate passage 
there of liberal legislation have 
shot up again, 

* * + 
Six from Multer 


IX bills aimed at “bettering” the 
auto industry have been intro- 
duced by Abraham J. Multer, Dem- 
ocratic Representative from New 
York and a member of the Select 
Committee on Small Business. 
Though most of them are con- 
cerned with car safety, registration, 
and similar sidelights of the busi- 
ness, one is worth noting. It pur- 
ports, in the words of the Congres- 
sional Record, to do the following: 
“. ., amend the Federal Trade 





Porter Rambler Bows 
IRVING, Tex. — Porter Rambler 


If, as Rayburn claims, there is| has opened at 222 E. Irving Blvd. 
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Commission Act with respect to 
certain contracts and agreements 
between manufacturers of motor 
vehicles and their franchised 
dealers, to permit the establish- 
ment of exclusive representation 
by dealers and to restrict fran- 
chised dealers from reselling to 
certain unauthorized persons...” 

Copies of the proposal, which 
was introduced to the House Com- 
mittee on Interstate and Foreign 
Commerce, have not yet been made 
available—this, of course, is also 
true of the majority of the 2,000- 
odd resolutions presented in the 
House to date. 

Interested parties, however, are 
keeping an eye open for details 
of the bill and any indication of 
action on it. Most particularly, 
they want to know which “certain 
contracts and agreements” are in- 
volved and who those “certain un- 
authorized persons” are. 











gia re as 
Studebaker Also Up . 





GM Trucks Pace Gains 
In 1960 Production 


By Martin L. Whitmyer | 
Staff Writer 
CALS OAR output rose 

to its highest level in five years 
during 1960. Four makes were able 
to show percent-of-industry gains 
over 1959. 

The 11 commercial-car makers 
plus the miscellaneous group, 
composed of Corbitt, Marmon- 
Herrington, Federal, FWD, etc., 
turned out 1,200,298 trucks in 
1960, compared with 1,123,742 
units assembled during 1959. The 
last time truck output topped the 
1960 total was in 1955, when 
1,245,794 commercial vehicles 
were built. 

Makers showing  percent-of- 
industry gaing over 1959 were 
Chevrolet, up 3.81 percentage 
points; GMC, up 1.66 points; Stude- 
baker, up 0.07 points, and the mis- 
cellaneous group, up 0.04 points, 

Losing ground from the previous 
year were International, 2.77 
points; Ford, 1.23 points; Dodge, 
0.52 points; White, 0.45 points; 
Mack, 0.31 points; Diamond T, 
0.27 points; Willys, 0.02 points, and 
Diveco, 0.01 points. 

* * + 
MERICALLY, five makes 
showed declines in 1960, while 

six other makes and the miscel- 
laneous group reported gains. 

Biggest loser was Diamond T, 

* * * 































Final Standings 
By Volume 


1960 1959 
Pos. Make Pos. 
1— 394,044 Chev. 326,102— 2 
2— 339,239 Ford 331,348— 1 
3— 122,466 Willys 114,881— 4 
4— 119,696 Int'l. 143,199— 3 
5— 100,521 GMC 75,411— 5 
6— 70,305 Dodge 71,680— 6 
i— 15,921 White 20,018— 7 
8— 14,529 Mack 17,027— 8 
9— 12,316 Stude. 10,779— 9 
10— 5,221 Misc. 4,399—11 
1l— 3,572 Divco 3,539—12 
12— 2,468 Diamond T 5,359—10 
1,200,298 Total 1,123,742 





Chevrolet Adds 
13 to Field Staff 
Of Dealer Aides 


DETROIT. — Appointment of 13 
additional business management 
specialists in large metropolitan 
centers was announced last week 
by K. E. Staley, Chevrolet general 
sales manager. 

They bring to 20 the total num- 
ber of business management rep- 
resentatives in metropolitan areas, 
he said. 

The cities in which the special- 
ists serve are Detroit, Chicago, 
New York, Boston, Philadelphia, 
Los Angeles, Toledo, Cleveland, 
Akron, Providence, Baltimore, 
Washington, Cincinnati, Dayton, 
St. Louis, Dallas-Fort Worth, San 
Francisco-Oakland, Long Island, 
N. Y., Columbus, O., and Newark, 
N, J. 

“The enlarged business-manage- 
ment field staff will have as its 
primary purpose the strengthening 
of dealer profit opportunities by 
imparting the latest techniques in 
capital and expense management, 
more efficient sales practices and 
improved owner relations,” Staley 
said. 

The business managers, he con- 
tinued, will conduct training pro- 
grams for dealers and their depart- 
ment heads, contact dealers need- 
ing business-management assist- 
ance and aid dealers in the use of 
proper management “tools.” 


1961 Vespa "400" 
@ Choice of Colors 
@ Liberal Discounts 
Factory Distributors 
MONTGOMERY, INC. 


2210 North Main, Houston, Texas 
. Phone CA 8-5108 







394,044 trucks and in so doing took 


mercial-car makers. 
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year ago, increased its production 
24 percent from 331,348 assem- 
blies in 1959 to 339,239 trucks in 
1960. 

Studebaker increased its output 
14.3 percent from 10,779 trucks in 
1959 to 12,316 units in 1960. 

Willys, the industry’s third big- 
gest commercial-car maker, turned 
out 122,466 trucks and Jeeps in 
1960 for a 6.6 percent increase over 
the 114,881 vehicles produced a 
year earlier. 


which declined 53.9 percent from 
5,359 assemblies in 1959 to 2,468 
trucks built in 1960. 

Other makes that showed numer- 
ical declines were White, off 20.5 
percent from 20,018 to 15,921 as- 
semblies; International, off 16.4 
percent from 143,199 to 119,696; 
Mack, off 14.7 percent from 17,027 
to 14,529, and Dodge, off 1.9 per- 
ecent from 71,680 to 70,305. 

Maker showing the biggest gain 
was GMC, which increased its out- 
put 33.3 percent from 75,411 as- 
semblies in 1959 to 100,521 trucks 
turned out in 1960. 

cm + * 


Cerner upped its output 
20.8 percent from 326,102 to 


of * o* 
prec showed a 0.9 percent in- 
crease with 3,572 assemblies in 
1960, compared with 3,539 trucks 
built in 1959. 

The miscellaneous group 
jumped 18.7 percent from 4,399 
assemblies in 1959 to 5,221 trucks 
built last year. 

Ford and Chevrolet were not the 
only makers to end 1960 in a higher 
or lower position than the previous 
year. 

Willys climbed from fourth to 
third place; replacing Interna- 
tional, which dropped into fourth 
place; the miscellaneous group 
climbed from 11:to 10th place; Div- 
co jumped from 12ta to 11th posi- 
tion, and Diamond T dropped from 
10th to 12th place, 





WILLYS 
MISCELLANEOUS .. 


Total Trucks, U.S. 1,200,298 


122,466 
5,221 


Detroit Buys 257 
From Plymouth 


over first place among the com- 


Ford, which was on top a Plymouths 


NOW! BIGGER AND BETTER 





MILLIONSSS 


GIVEAWAY 





‘ITS WORTH CHANGING 
FILTER LINES FOR,” SAY 
DEALERS EVERYWHERE: 


NEW, EXCITING, VALUABLE 
GIFTS ABSOLUTELY FREE: 


Here’s how it works! 


1. Forevery 24 Fram Filters you buy, your 
Fram supplier will give you two gift certifi- 
cates ABSOLUTELY FREE. 


2. You redeem your gift certificates for 
nationally advertised merchandise. Gifts 
are shipped directly to you...freight prepaid. 


3. You get these valuable gifts with two or 
more gift certificates. 


4. You can redeem your certificates 
immediately or save them and get gifts in 
higher value categories. 


SPECIAL NOTE: GIFT CERTIFICATES 
MARKED VOID AFTER DEC. 31, 1960 
ARE NOW GOOD UNTIL JUNE 30, 1961! 





Start saving valuable Fram Gift Certificates today and 
get your share of FRAM’S MILLION $$$ GIVEAWAY! 


ORDER FROM YOUR 
SUPPLIER TODAY! 


FRAM CORPORATION, PROVIDENCE, BR.I. 


DETROIT.—This city has pur- 
chased 257 new Plymouth and 
Valiant cars. The sale includes 20 
Valiants—the first sold to Detroit. 

Of the total cars purchased, 159 
have been designated 


Each Truck Maker's Share of Output... 
How They Fared—'60 vs. ‘59 


Total 
Output, 
1959 


Pet. of 
1960 
Output 
32.83 
0.21 

0.30 


Pct. of 
1959 
Output 
29.02 

0.48 

0.31 
6.38 
29.49 
6.71 
12.74 
1.52 
0.96 
1.78 
10.22 
0.39 


326,102 


5,359 
3,539 
71,680 
331,348 
75,411 
143,199 
17,027 
10,779 
20,018 
114,881 
4,399 
1,123,742 100.00 





for police department use, This in- 
cludes 61 Suburban station wagons, 
which will replace sedans as patrol 
cars. 

When all the cars have been de- 
livered, Plymouths will constitute 
approximately 40 percent of the 
city’s entire fleet. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3 





Any of these gifts can be yours” 
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Dodge Details Campaign a 45 





| Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Dodge has revealed plans for a 
strong first-quarter advertising 
campaign highlighted by a heavy 
schedule in more than 1,600 news- 
papers, 

W. D, Moore, Dodge director of 
advertising, emphasized that the 
program also embraces Sunday 
supplements, magazines, television, 
radio and direct mail. 

“This new campaign reinforces 
our 1961 model introductory ad- 
vertising theme by continuing to 
place heavy emphasis on the 
Dodge family name and on all 
Dodge dealers,” Moore explained. 
“Although our new program pro- 
jects separate identities and per- 
sonalities for our various cars, 
the Dodge name and the Dodge 
dealership remain the underlying 
base. 

“Our first-quarter newspaper 
campaign utilizes a two-car—Dart 
and Lancer—approach,” Moore said. 


“Basically, our copy theme is this: 
Standard or compact, you get a 
great deal with Dodge.” 

More than 1,600 newspapers 
across the nation will receive a 
minimum of two insertions month- 
ly, with certain major markets re- 
ceiving weekly advertisements. The 
newspaper campaign will run 
through March, 

In addition, four-color Sunday 
supplement advertisements are 
scheduled monthly in 110 news- 
papers in approximately 90 major 
markets. These half-page spreads 
feature the Dart and the Lancer 
separately. 

Individual four-color, full-page 
Dart and individual four-color, full- 
page Lancer ads will run in Life, 
Saturday Hvening Post, Time, 
Newsweek, Sports Illustrated, and 
Sunset. 

A special campaign has been de- 
signed for sports car enthusiasts in 
Motor Trend, Motor Life, and 
Sports Car Illustrated. This opens 


in February and continues beyond 
the first quarter. 

Throughout the first’ quarter, a 
number of trade magazines will re- 
ceive specialized advertisements 
covering the police car and taxicab 
fields. These include the California 
Highway Patrol, Law and Order, 
Police Chief, National Sheriff, ATA 
News, and Taxicab Industry. 

In radio, 60-second saturation 
spots on Dart and Lancer are 
scheduled in the top 100 Dodge 
markets from coast to coast, This 
campaign began Jan. 22 and fea- 
tures approximately 75 spots a 
week in top markets, 

In television, Dodge has come up 
with a totally new series of com- 
mercials for the Lawrence Welk 
show on ABC-TV. Moore said the 
basic approach on these commer- 
cials also is entertainment, but that 
there also is a strong sell on Dart 
and Lancer product advantages, 

A series of direct mail pieces 
also are scheduled for release be- 
ginning in March and will tie in 
with Dodge’s spring promotion. 

+ * 


Spot TV Moving Ahead 


Spot television with a 71 percent 
increase in expenditures since 1956, 
is growing twice as fast as any 
other major medium of the nation’s 


leading advertisers, according to a 
study, “Trends In The Selection of 
Media By the Top 100 Advertisers— 
1956-1959” released by the Televi- 
sion Division of Edward Petry and 
Co., Inc, 

Among the Big Four media of 
these largest advertisers—network 
television, spot television, news- 
papers and magazines—the spot 
medium hag climbed from a distant 
fourth in 1956 into a close race for 
second in 1959. 

The report points out that spot 
television, with a net increase of 
13 major advertisers in the three- 
year period, is the only leading 
medium>which has broadened the 
base of its support among the Top 
100. 

om * * 


Williams Heads PR Group 


John D. Williams, executive sec- 
retary of the Wayne County (De- 
troit) Republican Committee, has 
been elected president of the Mich- 
igan Chapter of the Public Rela- 
tions Society of America. 

Other officers elected were Paul 
L. Penfield, advertising director for 
Detroit Edison Co., vice-president; 
Raymond E. Hayes, director of field 
relations and special projects for 
General Motors Corp., secretary, and 
Dana Rose, assistant vice-president 
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at Michigan Bell Telephone Co., 
treasurer. 
* * * 


United Metal Picks Randall 


United Metal Products Corp., De- 
troit, has appointed Fred M. Ran- 
dall Co. as advertising, merchandis- 
ing and public relations counsel. 

United Metal Products supplies 
metal stampings to the auto indus- 
try. 


* * * 


Personnel Changes 


Robert P. Budler from city editor 

of the Aurora (Ill.) Beacon-News to 
public relations director of Thor 
Power Tool Co., Aurora... 
W. Atwood, who has been on special 
assignment in Europe, to assistant 
national advertising manager of the 
New York Times ... Howard E. 
Ottley from account executive at 
Grey Advertising Agency, Inc., New 
York, to account executive at Geyer, 
Morey, Madden & Ballard, Inc., New 
York. 


Daniel E. Wagner, who joined the 
agency last May, to merchandising 
representative on the Plymouth ac- 
count at N. W. Ayer & Son, Inc., 
Detroit . . . Don O’Connor from 
Washington bureau chief of the 
now defunct Detroit Times to pub- 
lic relations staff of the Automobile 
Manufacturers Assn., Detroit . 
Virgil LaMarre, with the agency for 
four years, to director of commu- 
nity relations for MacManus, John 
. — Inc., Bloomfield Hills, 

ch. 


Max R. Shohet, public’ relations 
counsel to the association since its 
formation, to public relations direc- 
tor of the Automotive Service In- 
dustry Assn. ... Dan Stall, former 
Detroit manager 
of Time magazine, 
to manager in 
charge of Michi- 
gan area oper- 
ations of Sports 
Network, Inc., and 
its subsidiary, Na- 
tional Video-Tape 
Production, Inc. 
Named vice- 
President at 
is © Campbell - Ewald 
Dan Stall Co., Detroit, were 
Harold N. Duda, who heads the 
truck department on the Chevrolet 
accounts, and Charlies F. McLaugh 
lin, in charge of the sales promotion 
department on the Chevrolet ac- 


count. 


Hayman E. Miller from national 







































advertising department to New 
York advertising manager of the 
European edition of the New York 
Herald Tribune ... Four changes 
at Petersen Publishing Co., Los An- 
geles: Donald Watkins from Cooper 
Motors to advertising sales staff; 
Robert Green from promotion man- 
ager for Radio Station KUAM. on 
Guam to promotion director for cir- 
culation; Thomas Medley from ad- 
vertising manager of Hot Rod to 
advertising manager of the publish- 
ing firm and Doris Anderson 
assistant for Dr. Shoi Balaban 
Dickinson Research to advertising 
coordinator. 

Charles M. Kinsolving jr. from 
National Broadcasting Co. to mar- 
keting consultant with the Bureau 
of Advertising of the American 
Newspaper Publishers Assn. .. . 
as Mueller from assistant to 
the president to director of mer- 
chandising and public relations for 
Seiberling Rubber Co., Akron .. . 
Frank McWilliams from Cleveland 
sales staff to Cleveland advertising 
manager for Look magazine. . 
Douglas T. McClure from sales 
promotion coordinator in the divi- 
sion’s car sales promotion and 
training department to car sales 
hai manager for Ford Divi- 
sion. 
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absolutely free when you stock and sell Fram Filters! 
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Highways & Safety... 
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$231 Million Awarded 
To States for Roads 


WASHINGTON, — Secretary of | 
Commerce Frederick H, Mueller! 
has apportioned $231.25 million of | 
federal highway aid to the states, 
comprising the remainder of the 
$3.1 billion authorized by Congress 
for the fiscal year 1962 (which 
begins July 1,) to continue the ex- 
panded national highway program. 

The secretary had announced 
apportionment of $2.89 billion to 

the states last July 26, including 
$2.2 billion for the national sys- 
tem of interstate and defense 
highways, and $693.75 million for 
the federal-aid primary and sec- 
ondary highway systems and 
their urban extensions (the so- 
called ABC program), 

In his July 26 statement, Mueller 
pointed out that while $925 million 
had been authorized for the fiscal 
year 1962 for the ABC program, 
25 percent of the total was being 





| 


alain 


~~ 
Cre 





withheld temporarily, pending 
availability of population figures of 
the 1960 Census. Population is one 
of the elements involved in appor- 
tioning ABC funds among the 
states. 

With the 1960 Census figure now 





Traffic Fatalities Boost 
Vermont Seat-Belt Sales 


Vermont’s automobile death 
toll has caused an increase in the 
installation of safety belts, ac- 
cording to several dealers in this 
area. 

Some dealers said they sold 
more seat belts during the last 
few weeks than in the preceding 
several months. One retailer de- 
clared it is difficult to understand 
why all motorists do not have 
safety belts installed. 
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available, it has become possible to 
recompute the apportionment and 
distribute the 25 percent of ABC 
funds previously withheld. 

California received the largest 
allocation for the ’62 fiscal year, a 
total of $273.56 million. The state 
Was awarded $24.5 million under 
the delayed apportionment an- 
nounced by Mueller, 

The next largest amount went 
to Ohio, a total of $174.3 million. 
New York received $157.25 mil- 
lion and Texas got $148.28 mil- 
lion, Rounding out the top five 
was Illinois with $147.69 million. 

Other states and their total al- 
lotment follow: 

Alabama, $58.7 million; Alaska, 
$36.9 million; Arizona, $41.1 million; 
Arkansas, $32.6 million; Colorado, 
$29.8 million; Connecticut, $33.7 
million; Delaware, $11.3 million; 
Florida, $74.9 million; Georgia, $72.7 
million; Hawaii, $16.4 million. 

Idaho, $23 million; Indiana, $82.5 
million; Iowa, $38.2 million; Kan- 
sas, $36.4 million; Kentucky, $51.9 
million; Louisiana, $70.6 million; 
Maine, $16.9 million; Maryland, 
$58.7 million; Massachusetts, $74.7 
million; Michigan, $116.3 million. 

Minnesota, $62.5 million; Mis- 
sissippi, $37 million; Missouri, 
$83.8 million; Montana, $37.3 mil- 


If you 








lion; Nebraska, $26.7 million; 
Nevada, $19.4 million; New 
Hampshire, $16 million; New Jer- 
sey, $86.7 million; New Mexico, 
$37.4 million; North Carolina, 
$31.8 million. 


South Carolina, $29.4 million; South 
Dakota, $19.1 million; Tennessee, 
$80.7 million; Utah, $28.9 million; 
Vermont, $23.9 million. 
Virginia, $108.3 million; Wash- 
ington, $53 million; West Virginia, 


North Dakota, $18.5 million, Ok- | $35.3 million; Wisconsin, $41.8 mil- 


lahoma, $35.2 million; Oregon, $49.7 | lion; Wyoming, $30.2 million; Dis- 


million; Pennsylvania, $125.2 mil-! trict of Columbia, $26 million, and 
lion; Rhode Island, $14.6 million; | Puerto Rico, $5.7 million. 


Auto Group Notes Success 
Of Holiday Safety Program 


WASHINGTON, — Results of a 
concerted campaign by the auto- 
motive industry to promote safe 
driving throughout the holiday sea- 
son were announced last week by 
M. R. Darlington jr., managing di- 
rector, Auto Industries Highway 
Safety Committee. 

Auto and tire manufacturers 
and their dealers cooperated in 
the “Drive for a Safe Holiday” 
effort by mailing safe-driving let- 
ters to customers and employes, 
by including safe-driving mes- 
sages in their advertising and by 
marking outgoing holiday mail 
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were in your 


customers’ shoes, we 
het vou would go for 
the belt with the 

Caprolan® nylon tag. 


WHY? 


probably seen it advertised 
—in Parents’ Magazine 
and in promotions coast- 
to-coast, as the symbol 

of top quality nylon. 

And the Parents’ seal of 
approval right on the tag 
would help you clinch 
your choice. 
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with a “Drive for a Safe Holi- 
day” stamp, 

In expressing appreciation for 
the cooperation rendered by com- 
panies and dealers, Darlington 
noted that holiday traffic deaths 
failed to reach predicted totals 
over both the Christmas and New 
Year’s weekends. 

He said there were fewer traffic 
deaths during the year-end holiday 
periods this year than were regis- 
tered for those holidays a year ago, 
in spite of increased holiday high- 
way travel. 

“Although no individual organ- 
ization or program should take the 
credit for such a saving, we feel 
the ‘Drive for a Safe Holiday’ com- 
paign contributed significantly to 
an overall national effort urging 
motorists to be particularly careful 
when driving during the holiday 
season,” Darlington declared. 

“The credit should go to the 
vast number of American motor- 
ists who accepted the personal 
moral responsibility to be extra 
careful in their holiday driving, 
thereby safeguarding the lives of 
their families and others using 
our streets and highways,” he 
continued. 

Preliminary reports indicate that 
the campaign was effectively pro- 
moted in all states. 

It was the second year that such 
a program has been sponsored by 
the Auto Industries Highway Safe- 
ty Committee, with the cooperation 
of the automobile and tire manu- 
facturers, the National Automobile 
Dealers Assn, and the National 
Tire Dealers and Retreaders Assn. 

Many dealers have expressed an 
intention to use the “Drive for a 
Safe Holiday” theme in local safe 
driving promotions during other 
holiday periods throughout the 
year. 


61 to Beat ’60, 
Knudsen Says; 
Rips Gloom Talk 


DENVER.—S. E. Knudsen, Pon- 
tiac general manager, in an inter- 
view here said, 1961 will be another 
banner year for the automotive 
industry nation- 
ally. What is 
more, he predict- 
ed that 1961 will 
be even better 
than 1960. 

He said new- 
car sales in the 
United States will 
hit the 6.1 million 
mark this year. 
He stated that 
regular size Pon- a 
tiac sales are do- Semen E. Knudsen 
ing well and that the compact 
Tempest is giving Pontiac the 
“plus” business it was designed to 
obtain. 

Among the results of this year’s 
business, he said, are the ’61 Pon- 
tiac line, which “is being well ac- 
cepted all over the country,” and 
the new Tempest, which he said 
is winning sales because of its 
combination of room and economy. 

Knudsen opined that there is 
more recession talk in the United 
States than there is recession. 

“It appears the American public 
has grown to expect the auto indus- 
try to set new sales records each 
year,” he said. “If it doesn’t, the 
cry goes up that the industry is 
leading the nation’s economy into 
a recession.” 

Knudsen said it will take at least 
another 18 months for’ the public 
to determine whether the compact 
or the big car will be the mass pro- 
duction automobile of the future. 
He expects a “period of confusion 
on the part of the auto buying pub- 
lic for the next year and a half, oF 
until the public decides if it wants 
the big cars or the compacts. 
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| TURNINGS ... 


Europe Takes Shine 
| To Air Conditioning 


By Joseph M. Callahan 


Engineering Editor 
A= CONDITIONING, until now a sort of luxury found 
principally in American cars, is coming to Europe, ac- 
cording to Rene Bouquet, director of research and develop- 
ment for Peugeot. 


Bouquet, passing through 
Detroit from a Texas air condition- 
ing conference, said that many 
European auto 
makers now have 
air condition- 
ing studies under 
way because “peo- 
ple, European as 
well as American, 
want more and 
more comfort in 
their cars.” 

Commenting on 
the matter of 

2 : heat dissipation 

J. M. Callahan and the other 
problems associated with air condi- 
tioning, he said that there would 
be no trouble with the Peugeot 403, 
but that some changes would prob- 
ably have to be made in the newer 
404, a car with a lower bonnet 
(hood) and a tilted engine with 
horsepower increased from 53 to 65. 

He indicated that there probably 
was a need for air conditioning be- 
cause of the high temperatures 
sometimes reached in Southern 
France, and even higher tempera- 
tures in Africa, which represents 
a segment of the Peugeot market. 


Although the engineering in the 
Peugeot is quite conventional by 
U. S. standards, it does have one 
unique feature for lowering the 
drive line and the transmission 
hump. 

This is a worm drive at the back 
axle. In the development of this 
arrangement, Peugeot engineers 
had considerable trouble because 
the steel ring gear and pinion had 
a tendency to seize. 

After trying out many metals and 
alloys, it was discovered that seiz- 
ing could be avoided by using a car- 
bon steel pinion and a tin-bronze 
ring gear. 











































was preeminent in racing until 1955 
when it withdrew after one of its 
cars left the track and killed 80 
persons at LeMans. 

Conversations with some of the 
top Daimler-Benz people indicate 
that, while there are no plans to 
return to racing, there may be a 
softening of this resolve as time 
goes by, partly because of the de- 
sire of engineers below the man- 
agement level. 

European auto makers and es- 
pecially Daimler-Benz have reap- 
ed many benefits from automobile 
racing. It’s generally recognized 





* * * 


Facilities Impressive 


BOvevrs. making his second 
visit to the U. S., said he was 
quite impressed with the new engi- 
neering facilities of the U. S. auto 
makers and with the automobile 
engineering generally. 

He added that one dividend of 
his trip was that he found the solu- 
tion to one of his company’s peren- 
nial problems—how to produce a 
single explosion in a single cylinder. 

Another thing that impressed 
him about the automotive engi- 
neering here was the way in 
which certain types of informa- 
tion are exchanged by the engi- 
neers of the various companies 
through such organizations as the 
Society of Automotive Engineers. 


“We don’t exchange information 
like this,” he asserted, “although 
I would be very much in favor of 
it. However, we do meet sometimes 
with the Renault people, although 
Citroen is very much of a closed 
shop.” 


* * * 


ASKED about the impact thus far 
of the Common Market in 
France, Bouquet said that there had 
been little effect as yet, although 
there are many more car companies 
in Europe serving a market com- 
parable in size to the U. S. and that 
he expects to see some of the Euro- 
pean auto makers merging. 

Bouquet heads a staff of about 
130 people, including 20 engineers 
and 70 technicians at the Peugeot 
research and development labora- 
tories in Montbeliard, France, near 
the Swiss border, The main plant 
is in LaGarenne, a Paris suburb. 

+ * * 


A Racing Question 


A UESTION of considerable in- 

terest in European engineering 
and racing circles is, “Will Daimler- 
Benz return to racing?” Daimler 
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that racing has provided a nice 
sales impetus. 

However, Daimler-Benz and pre- 
sumably other European car mak- 
ers have also used racing as a 
means of attracting promising 
young engineers (whose supreme 
goal in life often is to build a cham- 
pion auto racer) and as a means of 
inspiring these engineers to greater 
achievements by arousing their 
competitive instincts, 

of * * 


ROFESSOR FRITZ NALLING- 

ER, the company’s influential 
chief engineer, told Automotive 
News, “Naturally, for a company 
like ours that lays so much impor- 
tance on the car-building tech- 
niques, racing is very interesting. 
The engineers here are very inter- 


ested in racing and we learn a lot|! 


in getting an engineering task done 
quickly. 

“But a firm like ours has to be 
successful in this field. To do this, 


Peugeot Engineer— 


Rene Bouquet, director of research and 
development for Peugeot, recently visited 


we have to put our best men on the| Detroit. 


racing cars and we now prefer to 
keep these engineers On our regular 
cars. 


“We didn’t stop racing because 
we had reached the limits of its 
possibilities, but we couldn’t carry 


ANY POSITION. 


ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 


£asy-to-handle, fast- 
acting AUSCO 
SACKS speed 
Upp Service ih 
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IT GOES TO WORK FAST. 

THE HANDLE OPERATES IN 


= * ok 
transmit considerable engineer- 
ing knowledge from our racing 
cars to our regular cars, often 
unconsciously.” 
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private drivers who take part in 

rallies with the regular production 

Mercedes, to see how they perform. 
* + * 


On the Decline 


OMMENTING on the same mat- 

ter, Rudolf Uhlenhaut, the com- 
pany’s research director and for- 
mer head of the racing program, 
said that factory participation is 
declining. 

However, he also commented, 
“When you’re in racing, your engi- 
neering has to be very quick. Many 
little deficiencies in a car aren’t 
noticed in normal driving, but with 
racing, you learn of your problems 
quickly and you learn to solve them 
quickly because the cars are im- 
mediately driven to their limit.” 

Asked about the European 

thinking about the problem of the 
transmission hump, he said, “It’s 
no problem here because we sel- 
dom sit three people in the front 
seat of our cars. One reason for 
this is that we drive fast here, 
causing the driver to do a lot of 
leaning and a third person in the 
front seat would interfere.” 

He did add, however, that there 
is a growing awareness among en- 
gineers of the hump, largely be- 


Nallinger added that Daimler-| cause of the growing consciousness 
on with the same vigor. We did | Benz does give a little assistance to| of it among Americans, 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 222 OF A SERIES 


i) 


FROM RAW 
MATERIAL TO ROAD 

—A FORMULA 

FOR QUALITY 


At Ford Motor Company we make more 
of our own parts than anyone else in the 
industry; we do our own research in 
metal alloys, plastics—practically every 
other material of which our cars are made. 


Glass is made at a plant in Nashville, 
Tenn.; steel is poured at the Rouge plant 
in Dearborn; paint is manufactured at 
Highland Park. 


It is this intimate concern for every detail, 
however small—the Total Car idea—that 
spurs us toward our goal: the highest 
possible quality in every car we build. 


Here a critical eye is 
kept on textiles in the 
industry’s only labora- 
tory devoted exclu- 
sively to that purpose. 


It’s new—the indus- 
try’s largest wind 
tunnel, typical of the 
exhaustive test facili- 
ties that enable us 
to build better cars. 


In Ford Motor Com- 
pany’s unique Quality 
Control Center, parts 
are subjected to critical 
inspection with special 
instruments. 








THE 
TOTAL CAR 


Ford Motor Company’s unique 
concept of car building is aimed 
toward quality never before believed 
possible in a mass-produced car. 





THE TOTAL CAR CONCEPT—WHAT IS IT? 


@ It’s a way of looking at a car, not as 17,000 separate parts, but a single 
unit—as integrated, compéete and functional as the human body. 


@ It’s a formula for quality—from raw material to road. It’s why we’re 
the only car builder that makes steel. It’s why we make glass, paint, and 
other basic materials. It’s a way of setting “impossible” standards and 
then proving they can be met by doing the job ourselves. 


@ It’s an attitude toward quality that allows no neglect of details. There 
are no “unimportant” parts. There are no “little” things. There is only ‘ 
the total car. Either it is right—or it is wrong. 


@ It’s a means of total control over quality—in every car that comes off 
every assembly line in every Ford Motor Company plant. 


@ It’s the reason for such industry “firsts” as our Structures Committee, 
charged with coordinating design, engineering, manufacture—even shipping 
—from a model’s earliest stages to completion . . . for our Pilot Plants, 
where proving-out of parts and assembly-line techniques begins 20 months 
ahead of actual production . . . for our Quality Audit Program with its teams 
of quality control inspectors monitoring production at unannounced inter- 
vals in plants all over the country. 


@ Finally, it’s a never-ending quest for total quality—a search calcu- 
lated to keep the Ford Family of Fine Cars permanently ahead on the 


American Road. 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 

Ford « Faicon « Thunderbird « Comet « Mercury « Lincoin Continental 

English Ford Line « Ford Trucks « industrial Engines « i 
Farm and industrial Tractors and Equipment « : 
Aeronutronic—Products for the Space Age « Ford Motor Credit Company 
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MOTOR COMPANY 






The American Road insurance Company 


The American Road 
Dearborn, Michigan 





Bonds for Rambler Customers— 


George Romney, right, American Motors president, presents $25 United States savings 
bonds to the first three Rambler customers who benefited under the company's progress- 
sharing plan in Honolulu. They are, from left, Peggy Morgan, housewife; L. Ashby Wills, 
trust company official, and Madeleine Chang, school teacher. Some 34,971 buyers of 
Rambler and Metropolitan models received bonds when December sales topped the 
same month last year by 13.8 percent, exceeding the 10 percent increase required 
under the program. Romney was in Honolulu to speak before the 110th annual Honolulu 
Chamber of Commerce luncheon. 
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Capsule Reports... 


Auto News in Brief 


AKRON.—Goodyear Tire & Rub- 
ber Co. will invest $2.8 million to ex- 
pand its subsidiary Argentine plant 
at Buenos Aires, according to F. T. 
Magennis, president, Goodyear In- 
ternational Corp. The plant pro- 
duces tires, tubes, industrial prod- 
ucts and shoe products. 

* * ok 


Dow to Add Facilities 


MIDLAND, Mich.—Facilities to 
produce polyethylene foam, one of 
the newest of the plastic foams, will 
be constructed at Dow Chemical 
Co.’s Hanging Rock plant, Ironton, 
O. Completion is scheduled for 
June, 1961. : 


* * * 


Goodyear Office Building 


Going Up in Chicago Suburb 
AKRON, O. — Construction has 


been started on a $1,250,000 district 
office and warehouse building in 
Elk Grove, Ill., for Goodyear Tire 
& Rubber Co. Executive Vice-Pres- 


On the 1961 Lark—Housing and lens 
are a one-piece Plexiglas molding! 


The 1961 Studebaker Lark one-piece tail light 
“assembly”’ shown above is produced by double- 
molding red and crystal-clear PLEXIGLAS® acrylic 
plastic. The combined lens-and-housing is a first- 
time part in the automotive industry. 


The advantages? An all-acrylic unit with hand- 
some appearance, great strength and weather re- 
sistance, and a gleaming metallized section that 
stays bright . . . at a cost reduction of approximately 
30% over the traditional assembly of lens, die-cast 
housing and gaskets. 


There are many opportunities for obtaining im- 
proved performace at lower cost in today’s cars, 
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ident Victor Holt jr. said the new 
building should be completed by 
next May. 

The one-story brick and porce- 
lain-and-glass curtain-walled struc- 
ture, with 150,000 square feet of 
office and warehouse space, is being 
built on an eight-acre tract at 
2175-2349 Greenleaf St., in the Chi- 
cago suburb, Holt said. 

ok * * 


Goodrich Plans Ont. Plant 

AKRON.—A _ multimillion-dollar 
tire plant will be erected in Kitch- 
ener, Ont., by B. F. Goodrich Cana- 
da, Ltd., if negotiations for a pro- 
posed 100-acre site are successful, 
according to R. V. Yohe, president 
of BFG Canada. 

* * * 


Chemical and Plastic Firms 


Are Consolidated by Frank 


NEW YORK.—The chemical and 
plastic companies headed by J. P. 
Frank have been consolidated 


































by using parts molded of PLEXIGLAS (and Rohm & 
Haas IMPLEX®, the high impact acrylic). Our de- 
sign staff and technical representatives will be 
pleased to discuss specific parts with you in detail. 


PHILADELPHIA S, PA. 





Detroit Representative: R. C. Oglesby, Nor-Way Building, 20211 Greenfield 


Road, BRoadway 3-0674. 


in Canada: Rohm & Haas Company of Canada, Lid., West Hill, Ontario. 
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under the name of J. P. Frank 
Chemical & Plastic Corp. 

Presto Plastic Products Co., 
manufacturer of vinyl] film and 
sheeting and polyethylene film, and 
J. P. Frank Chemical Corp., manu- 
facturer of resins, stabilizers and 
plasticizers, will operate under the 
new name, 

*” * * 


California Car Wash 


Sponsors Sales Clinic 

NORTH HOLLYWOOD, Calif.— 
Eighteen distributors from through- 
out the United States attended a 
four-day “sales-headache clinic” 
staged by California Car Wash 
Systems, Inc. 

The company’s products include 
a@ new automatic wheel washer and 
a new multistage volume-pressure 
drying system. Representatives of 
Stran-Steel Division, National Steel 
Corp., explained a new purchase- 
program for the construction of 
car-wash systems and buildings. 

* * * 


Promotion-Creation Award 


Again Is Won by Wolf 

OKLAHOMA CITY.—For the sec- 
ond straight year, John E. Wolf Co. 
has been presented the Mail Adver- 
tiser Service Assn’s. D. Stuart Webb 
Memorial Award for the best pro- 
motion creation for a client. 

It is the first time that a com- 
pany has won the award two years 
in a row, said a spokesman for 
the firm, which originates customer- 
development programs for author- 
ized dealers. The announcement 
was made at Wolf’s 28th annual 
sales conference, attended by rep- 
resentatives from 48 states. 

* * oe 


Schilling Brings Memphis 
First Air-Conditioned Deal 


MEMPHIS.—_Memphis has its 
first fully air-conditioned dealer- 
ship— Schilling Parkway Motors, 
Inc. (Lincoln-Mercury-Comet), 2144 
Lamar. 

Neal F. Schilling, president, said 
the building has 50 tons of air-cool- 
ing equipment for zone-controlled 
comfort. There are 15 tons in the 
showroom, five in the office and 30 
in the service department, he 
added. 

* ok of 


4 Baltimore Salesmen 


Enter L-M ‘100 Club’ 


BALTIMORE. — Four Lincoln- 
Mercury salesmen in the Baltimore 
area have won membership in the 
“100 Club,” according to William B. 
Grete, Washington district sales 
manager. 

They are John Ashby, Melvin L. 
Schriefer and Richard Swann, of 
Thompson Motor Sales, and R. 
Newberry, of Moyer Motor Co. 


* * * 


Delman Buys Plastics Firm 


DETROIT.—Acquisition of For- 
tune Laboratories, Inc., Des Moines, 
producers of injection-molded plas- 
tic parts, by Delman Co., Cooke- 
ville, Tenn., manufacturers of auto- 
motive parts and accessories, has 
been announced by Chuck Bach- 
rach, Delman president. 

+ oo * 


Rubbermaid Is Building 
$1.3 Million Factory Addition 


WOOSTER, O.—Ground has been 
broken and construction will soon 
be underway on a new factory and 
office building for Rubbermaid, 
Inc. It is expected to be completed 
June 1. 

The building, an addition to the 
Wooster company’s present factor- 
ies and offices, will have 120,000 
square feet of floor space. Cost is 
estimated at $1,300,000. It will be 
located on a 104-acre tract on 
Route 5 one mile east of the pres- 
ent plant, and will house Rubber- 
maid’s expanding plastics manu- 
facturing operations. 

+ + - 


Bohn Aluminum Expanding 


Plants in Three States 

DETROIT.— Bohn Aluminum & 
Brass Corp. is expanding three 
its plants, Terry W. Kuhn, presi- 
dent announced. The major item is 
an addition to the Danville (IL) 
plant, which produces heat trans 
fer equipment. 

In the Foundry Division, the But- 
ler (Ind.) and South Haven (Mich.) 
plants are being expanded. 
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Exports Exceed Imports 


Import-Car 


NEW YORK. — Latest Commerce 
Ivepartment figures on United 
States trade with Great Britain in 
automotive and other products 
“sive dramatic evidence that new 
import restric- 
tions in this coun- 
try would hurt 
the nation’s econ- 


omy,” a British 
car importer be- 
lieves. 


Alan F. Bethell, 
president of 
Standard - Tri- 
umph Motor Co., 
Inc., cited Com- 
merce figures for 

Alan F. Bethell October, showing 
that overall U. S. exports to Britain 
approached an all-time record, and 
topped imports from that country 
by two to one. 

The figures revealed shipments 
to the United Kingdom of $145.9 
million, compared with imports 
of $72.8 million. In October, 1959, 
United States exports were $89.5 
million and imports $94.0 million. 
The export figure for October was 
only slightly under that of the 
September, 1960, figure of $152.3 
million. This, in turn, was bested 
only during the boom of January, 
1957. 

Bethell said that the hundreds 
of commodities on the export list 
included many products ordered by 
the British automotive industry 
from United States plants. These in- 
clude dies, tire building machinery, 
stainless cold rolled steel sheets, 
spray painting equipment, spark 
plugs, bearings, ignition parts and 
hardware. : 

“Therefore, any plan to help 
the American economy by curtail- 
ing the import of British cars,” 
he said, “would probably have the 
reverse effect. It would reduce the 
demand for American-made ma- 
terials and components for cars.” 
All the figures refute the argu- 

ment that “too many imports” are 
responsible for the gold crisis and | 
rising unemployment, Bethell said. | 

On the contrary, he added, the| 
crisis is caused by payments for 
foreign aid, maintenance of armed 
forces abroad, private investment, 
tourist expenditures and other “in- 
visible’ drains on United States 
gold. 





ok * 


Warchouse Sale’ 
Staged in West by 
BMC Distributor 


LOS ANGELES. — Nearly 750 
British Motor Corp. vehicles are 
being offered at or near distributor 
cost in a “port-of-entry warehouse 
sale” staged by Gough Industries, 
Southern California distributor for 
BMC. 

John Beazley, a Gough execu- 
tive, tld Automotive News, 
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News Notes 


Morris 1000 sedans the Austin- 
Morris 850 economy car. 

Gough officials told AUTOMOTIVE 
News that neither BMC nor Ham- 
bro Automotive Corp. (importer of 
BMC vehicles) has made any move 
to buy out the Gough distributor- 
ship, 

“We're not anxious to get out,” 
said Wared Listenwalter, Gough 
vice-president. “We still think 
there’s a substantial future in im- 
ported cars. There hasn’t even been 
a feeler by BMC in the direction 
of a buyout.” bee 

* 


Volvo 


RECENT search for used and 
abused automobiles has turned 
up eight veteran Volvos with close 
to a million miles on their speed- 
ometers, it is announced by Jack 
Foreman, executive vice-president 
of Auto Imports, Inc., Sherman 
Oaks, Calif. 
Auto Imports is western United 
States distributor for the Swedish 
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OPEN FOR BUSINESS 


import, and the most-mileage hunt 
was made only in its area. 

Foreman said an Auburn 
(Wash.) insurance salesman with 
150,000 miles of travel had his 
engine overhauled at 145,000 
miles after being broadsided by 
a loaded truck and trailer. 

Not far behind was a La Can- 
ada (Calif.) department store chain 
owner at the 140,000 miles mark, 
who reported no use of oil or loss 
of performance even though the en- 
gine head of his Volvo has never 
been removed. Sole significant re- 
pair has been overhaul of low gear 
and his '56 model gave 33 miles per 
gallon while bettering 60 miles per 
hour on trips, Foreman said. 

* * ae 


Saab 


NCREASED Saab sales in de- 

pressed markets in both the 
United States and Sweden have 
been reported by Saab Motors, Inc., 
U. S. importer of the Swedish-built 
auto, 

Saab, which gained 25.9 percent, 
was one of only three of the top 
25 imported makes which sold 
more units in October, 1960, than in 
the same month in 1959, the firm 
said. The other makes were Volks- 
wagen and Sunbeam, 

In Swedish registrations for the 


SNOWED-IN 








January-November period, the firm 
continued, Saab was up from 8,495 
in 1959 to 12,458, an increase of 
46.7 percent, 

Volvo, Renault and VW were the 
only other makes showing increases 
during the 1960 period, in which 
total registrations dropped from 
151,514 in ’59 to 145,138, a decline 
of 4.2 percent, Saab Motors said. 


* * * 


Renault 


OHN W,. ARENT has been ap- 

pointed merchandising manager 
of Renault, Inc.. New York, Mau- 
rice Bosquet, president and general 
manager of the 
automobile mar- 
keting company, 
has announced. 

In this capac- 
ity, Arent will 
have direct su- 
pervision over 
the advertising, 
sales promotion, 
truck merchan- 
dising and sales 
training de- 
partments, Bos- 
quet said. Managers of these de- 
partments will report directly to 
him, 

During his 11 years in the auto- 
mobile business, Arent has served 


John W. Arent 
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Stay open for business 365 days! Ask other dealers how Childers Car- 
ports boost their sales. Phone long distance free. (See offer below): 
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in various sales and management 
posts with American car manufac- 


turers. 
Sy ae ee 


Kramer Tractor 


PPOINTMENT of four more dis- 

tributors, three of them automo- 
bile dealers, has extended distribu- 
tion of the German-made Kramer 
tractor line into eight additional 
states, 

Ernest V. Chavis, general sales 
manager of Kramer-American 
Corp., 3932 Wilshire Blvd., Los An- 
geles 5, Western Hemisphere dis- 
tributor of the tractor, announced 
the following new distributors and 
their territories: 

McPeak Motor Co., Compton 
(Calif.) Studebaker dealer, serving 
seven southern California counties; 
Bob Fuchs Pontiac, Livermore, 
Calif., 14 northern California coun- 
ties; A. C. Caldwell Motor Co., Salt 
Lake City Chrysler dealer, Utah, 
Idaho, Montana and Wyoming; 
Titan, Inc., Denver, Colorado, New 
Mexico and western Nebraska. 

Each distributor is responsible 
for establishing a dealer organiza- 
tion and providing parts and serv- 
ice training in his territory, Chavis 
said. Earlier appointments estab- 
lished distribution in Oregon, 
Nevada and South America. 











You're out of business when snow, sleet, rain or hail keep away 
prospects. “If you want them to buy, keep their feet dry!” 
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Now! CHILDERS Carports Keep Your Cars Springtime Clean On Winter’s Dirtiest Days 


.-- and make your lot a more inviting place to stop, look and deal! 





“Many of these cars have been 

stuck in our warehouse for 

months, pending. settlement of 
transportation damage claims, 

“We need this space for incom- | 
ing shipments of ’61 sports cars. 
In order to sell these warehoused 
cars without hurting our dealers, 
we bought all retail stocks of the 
Same models. Now we're selling 
them out.” 

Included in the sale are about 
130 MG sedans, 30 Morris Oxford 
Sedans, 150 Austin A-55 sedans, 140 
Austin A-40 sedans and nearly 200 
Morris half-ton trucks. 

All are being sold “as is,” with 
Shipping damage unrepaired. They 
carry the BMC 12-month factory 
warranty. Gough has halted whole- 
Sale selling of BMC cars for 90 days 
to concentrate on the warehouse 
sale, 

The “as is” cars were purchased 
from dealers at net invoice, exclud- 
ing freight and handling. They 
are priced about one-third below 
the regular Logs Angeles delivered 
price. In some cases, the price in- 
cludes Sales tax and ’61 license. 

: preemie. is offered through lo- 

al banks, and Go i 
aeioe d ugh is accepting 

In the future, BMC dealers 
served by Gough are expected to 
concentrate on MG, Austin- 
Healey and Sprite sports cars, 


One of the car lots in the photos above 
made money last winter. The other did not. 
Can you tell which was the profitable lot? 

Sure! It was the lot protected by Childers 
Carports. And Childers Carports may be 
the difference between your lot losing money 
or making a profit this winter. 


Open every day. You see, Childers Car- 
ports turn your lot into an attractive, 365- 
day outdoor showroom. With Childers Car- 
ports protecting your stock, even the heavi- 
est snow can’t cover your cars and put you 
out of business. 


Pay for themselves. And because Childers 
Carports cost only pennies per car per day, 
they quickly pay for themselves in savings 
on clean-up costs alone. In addition, Childers 
Carports cut your costly winter light bills 
50% and more because they concentrate 
your lights directly onto your cars . . . let 
you use fewer lights for a more attractive 
night display. 


Year-round protection. And best of all, 
Childers Carports increase your sales and 
cut your overhead, all-year-round—not just 
in the winter! Dealers everywhere in the 
United States have erected Childers Car- 
ports and are enthusiastic about them. Here 
are a few reasons why: 


1. Every day is a selling day. With your 
cars protected from rain, snow, sleet, and 
blistering hot sun, you can depend on 365 
selling days a year, whatever the weather. 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers Special 


payment plan for car dealers. Pay for 
your Childers Carports in easy 
monthly payments! 





2. Big savings on labor cost. Cars protected 
from dust, rain and glaring sun don’t need 
as much cleaning and polishing. Savings 
on labor costs alone will pay for your 
Childers Carports. 


3. Higher prices for cars that are kept 
clean and attractive to buyers. 


4. Cuts light bills 4% or more—because light 
is more easily directed to the cars on display. 


5. More sales and faster turnover. Expert 
dealer accountants say it costs $3 to $4 a 
day to “board” a car—yet Childers Carports 
cost as little as 5 cents per car per day! 


6. Architect-designed to harmonize with 
existing buildings and displays. 


7. Easy to install. Your own men can do 
it with ordinary tools. 


8. Easy to move if you are on leased 
property ... or if you want to rearrange 
your outdoor display. 

Childers Carports offer you four styles 
of roof trim: Panorama in a choice of at- 
tention-compelling colors, distinctive Conti- 


nental, neat Skyline, or conservative Thin- 
line. Choose the style of roof trim you 
prefer—then, as you wish, add whatever 
signs, lights, banners, etc., you feel are 
appropriate for you. 


Call Two Dealers, Free! 
Childers will send you a list of 500 happy 


dealers who have turned their lots into 
year-round, all-weather showrooms, in- 
creased sales and decreased costs with 
Childers Carports. 


After you receive this list, call any two 


dealers. Let them tell you about Childers 


Carports in their own wo 


rds. Send the bill 


for these calls to Childers. You’ll be reim- 
bursed promptly. No obligation. 


You still have time to protect your 
cars this winter with Childers Carports. 
Mail coupon below, today! 
WE PAY FREIGHT TO ANY DEALER IN 
CONTINENTAL U. S. MAIL THIS COUPON TODAY 


1 
Childers Manufacturing Co., Dept. AN-13 F 
3620 West 11th Street, Houston 8, Texas l 
Send me complete information and list of 500 ; 
dealers who have installed Childers Carports. 1 

i 
Firm i 
Name & ; 
icihtintidittinkicmiibhanicibiesinienscaataiieiaim | 
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Childers’ representatives located in a!! principe es 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


’ 59 760 
March 


"58 760 
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"59 °60 
May 


"69°60 
April 


°69 
duly 
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"59 °60 
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°59 60 
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"59 °60 
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Prices of '61s added and '53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. rs 
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LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


Auction. 

for sale of Jan. 10. 

BUICK—’59 LeSabre 2-dr. hardtop, $1,645* 
(ps); 2-dr., $1,510* (ps). 

'S7 RM 4-dr. Riviera, $735* (ps); Spe- 
cial conv., $645* (ps). 

’56 Special 2-dr. Riviera, $320*. 

’55 Century 4-dr. Riviera, $400*, $385* 
(ps); 2-dr. Riviera, $285* (ps); Spe- 
cial 4-dr. Riviera, $310* (ps); RM 4- 
dr., $290* (ps). 

CADILLAC — '60 de Ville 4-dr. hardtop, 
$4,700* (ps), $4,100* (ps); 2-dr. hard- 
top, $4,100* (ps); (62) conv., $4,295* 
(ps); 4-dr., $4,100* (ps). 

‘59 (60) Special 4-dr., $3,480* (ps); 
Ville 4-dr. hardtop, $3,350* (ps), 
250* (ps); (62) 4-dr., $3,250*° (ps), 
$3,185* (ps), $3,035* (ps); 2-dr. hard- 
top, $3,050* (ps). 


'5S (62) Sedan de Ville, $2,250* (ps), 
$2,200* (ps); 2-dr. hardtop, $2,080* 
(ps). 

’57 (62) conv., $1,555* (ps), $1,000* 
(ps). 

’55 (62) Coupe de Ville, $1,075* (ps); 


2-dr. hardtop, $1,040* (ps). 
‘54 (60) Special 4-dr., $660*° (ps). 
'53 (62) 4-dr., $295* (ps). 
CHEVROLET—'61 Corvair 900 (6) 
$2,350. 

60 Impala (8) sport sedan, $1,980* (ps); 
conv., $1,950* (ps); Parkwood (8) 4- 
dr., $1,935* (ps). 

‘59 Impala (8) sport coupe, $1,785* (ps). 
$1,725* (ps), 2 at $1,710* (ps), $1,695* 


2-dr., 


(ps), $1,560* (ps); sport sedan, 2 at 
$1,580* (ps); Brookwood (6) 4-dr., 
$1,325* (ps); Brookwood (8) 4-dr., 


$1,325*; Bel Air (8) 4-dr., $1,325* (ps). 
$1,235*, $1,205*, $1,150*; Biscayne (6) 
4-dr., $1,060; Biscayne (8) 4-dr., $1,- 


060. 

’58 Impala (8) conv., $1,270* (ps), $1,- 
210* (ps); sport coupe, $1,095*; Bel 
Air (8) sport sedan, $1,160* (ps); 
Brookwood (8) 4-dr., $1,065*; Biscayne 
(8) 4-dr., $935*, $925*; 2-dr., $895*; 
Biscayne (6) 4-dr., $775; Delray (6) 
4-dr., $685. 


Sale every Tuesday. Prices are 

























$775*; (6 pass.), $730*, $600* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $775* 
(ps), $650*; 4-dr., $610* (ps); Del Rio 
(8) 2-dr., $700*; Custom 300 (8) 4-dr., 
$635*, $530°; 2-dr., $585*; Custom 
(8) 2-dr., $380*. 

’56 Country Sedan (8) 4-dr., $450* (ps); 
Custom (8) 4-dr., $400*, $370*, $355; 
Fairlane (8) Crown Victoria, $390*; 

$285* (ps); Main (6) 4-dr., 
$385. 


'655 Thunderbird (8) conv., $1,085* (ps); 
Fairlane (8) 4-dr., $325*; Custom 
(8) 4-dr., $285*; Main (6) 2-dr., $200. 

’54 Ranch Wagon (8) 2-dr., $285*; Crest 
(8) 2-dr. Victoria, $190*. 

’53 Custom (8) 4-dr., $130; Ranch Wag- 
on (8) 2-dr., $120. 

’52 Ranch Wagon (8) 2-dr., $165. 

‘51 Custom (8) business coupe, $125. 

IMPERIAL — ’60 LeBaron 4-dr., $3,750* 
(ps); Crown conv., $3,660* (ps); Im- 
perial 4-dr., $3,385* (ps). 

’54 Imperial 4-dr., $115* (ps). 

LINCOLN—’60 Continental Mark V conv., 
$3,800* (ps). 

’53 Capri 2-dr. hardtop, $245*. 

MEROURY—’'61 Meteor 600 2-dr., $2,250. 

‘59 Monterey 2-dr., $1,515* (ps). 

’57 Turnpike Crusier conv., $740*; Mon- 
terey 4-dr., $685* (ps), $605* (ps). 

‘56 Monterey 2-dr. hardtop, $385* (ps). 

‘55 Montclair 2-dr, hardtop, 2 at $435*; 
Monterey 2-dr., $320*. 

’53 Monterey 2-dr. hardtop, $210*; Cus- 
tom 4-dr., $180*. 

OLDSMOBILE—'60 (98) 4-dr. Holiday, $2,- 
780* (ps); (88) Super 2-dr. Scenic, $2,- 
595* (ps); conv., $2,580* (ps), $2,570* 
(ps); (88) 4-dr. Holiday, $2,140* (ps). 

‘59 (88) Fiesta 4-dr., $2,090* (ps); 2-dr. 
Scenic, $1,720* (ps); (88) Super 4-dr. 
Holiday, $1,825* (ps). 

ae _ Super 2-dr. Holiday, $1,210* 


ps). 
‘57 (88) 2-dr, Holiday, $535* (ps). 
’56 (88) Super 2-dr. Holiday, $585* (ps). 
‘55 (88) Super conv., $540* (ps); 2-dr., 
$305* (ps); 2-dr. Holiday, $270* (ps). 
"54 (98) 4-dr., $190* (ps). 
PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
top, $1,325* (ps), $1,200*; Fury (8) 4- 
dr. hardtop, $1,260* (ps); Savoy (8) 
4-dr., $985*. 
’58 Suburban (8) Custom 4-dr.. $855*; 
Belvedere (8) 4-dr. hardtop, $745* (ps). 
‘57 Belvedere (8) 2-dr. hardtop, $640*; 
4-dr. hardtop, $580* (ps); Suburban 
(8) Custom 4-dr., $625* (ps); Suburban 
(6) 4-dr., $425; Savoy (8) 4-dr., $415*. 
’56 Savoy (8) 2-dr., $365*. 
'53 Cambridge 4-dr., $185, $150. 


*57 Corvette (8) conv., $1,285; Bel Air PONTIAC—’60 Catalina 4-dr., $2,100* (ps). 


(8) sport coupe, $850*; sport sedan, 
$840*; Two-ten (8) station wagon, 


$785*, $625; 4-dr., $775*, $675*, $610*; 


Delray, $740*; 2-dr., $685*; One-fifty 
(8) 2-dr., $650*. 
'56 Two-ten (8) Delray, $635*; station 


wagon, $490*; sport sedan, $450*; One- 
fifty (6) 2-dr., $520, $365. 

’55 Bel Air (8) conv., $645* (ps); sport 
coupe, $555*; 2-dr., $435*; Bel Air (6) 
sport coupe, $445*; Two-ten (6) sta- 
tion wagon, $460; 4-dr., Two- 
ten (8) Delray, $425*, $390. 

‘54 One-fifty station wagon, $295; Bel 


Air 2-dr. hardtop, $275*; Two-ten 2- 
dr., $270. 

53 Bel Air 2-dr., $275*; 4-dr., $145*, 
$130; Two-ten 2-dr., $175*. 


'52 Deluxe 2-dr., $180*, $165. 
CHRYSLER — '57 Saratoga 4-dr., 
(ps); Windsor 4-dr., $450* (ps). 
’55 Windsor 2-dr., $290*. 
54 NY Town & Country, $250* (ps). 
’51 Windsor 4-dr., $100*. 
COMET—’'60 Comet station wagon, $1,785*; 
2-dr., $1,600. 
DeSOTO —'60 Adventurer 4-dr., $2,135* 
(ps). 
56 Firedome 4-dr., $415* (ps). 

’55 Firedome 2-dr. hardtop, $285°*. 
DODGE—’59 Custom Royal (8) 4-dr., $1,- 
400* (ps); Coronet (8) 2-dr., $985*. 
‘57 Royal (8) 4-dr. hardtop, $825* (ps). 
‘55 Royal (8) 2-dr. hardtop, $410 (ps); 

Sierra, $315*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,675* (ps), $4,650* (ps), $4,225* 


(ps). 

*60 Thunderbird (8) 2-dr. hardtop, $2,- 
985* (ps); Galaxie (8) Starliner, $1,- 
770* (ps); 4-dr. Victoria, $1,685* (ps). 

59 Thunderbird (8) conv., $2,570* (ps); 
2-dr, hardtop, $2,555* (ps), $2,350* 
(ps); Fairlane (8) 4-dr., $1,470* (ps), 
$1,175*, $1,060*, $1,055*, $925*; Gal- 
axie (8) 2-dr. Victoria, $1,435* (ps); 
conv., $1,375* (ps); 4-dr. Victoria, $1,- 
365* (ps); 4-dr., 


$675* 


Sedan (8) 4-dr., $1,385* (ps), $1,335*; 
Fairlane 500 (8) 2-dr. Victoria, $i,- 
285* (ps), $1,200* (ps). 

*58 Thunderbird (8) 2-dr, hardtop, $1,- 
600* (ps); Fairlane 500 (8) Skyliner, 
$1,150* (ps); 2-dr. Victoria, $955* 
(ps); Del Rio (8) 2-dr., $810; Fair- 
lane (8) 2-dr., $725*; Custom 300 (6) 
2-dr., $705*; Custom 300 (8) 2-dr., 


$625*; Ranch Wagon (6) 2-dr., $690. 
’S7 Thunderbird (8) conv., $1,485* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 


SR 












"59 sees conv., $1,730* (ps), $1,555* 
(ps). 

"58 Chieftain 4-dr., $885*. 

’57 Star Chief 2-dr. Catalina, $835* (ps), 
$535*; Chieftain 2-dr., $585. 

'56 Chieftain 2-dr. Catalina, $520*; Safari 
4-dr., $405*. 

'55 Chieftain 2-dr, Catalina, $405* (ps); 
4-dr., $290*, $285*; 2-dr., $240*; Star 
Chief 2-dr. Catalina, $340*, 

"54 Chieftain 4-dr., $145*. 

’53 Chieftain 4-dr., $165*; 2-dr. Catalina, 
$150*. 

’52 Chieftain Safari, $140*. 

os agua American (6) 4-dr., $1,- 

’59 Super (6) Cross Country, $1,425*. 

’56 Super (6) Cross Country, $1,415*. 

"55 Custom 2-dr. hardtop, $430; Cross 
Country, $385*. 

STUDEBAKER—’59 Lark (6) station wag- 
on, $950; 4-dr., $825. 

’56 Flight Hawk (6) 2-dr., $350. 
VALIANT—’60 Valiant 4-dr., $1,380. 
MISCELLANEOUS — ’60 Chevrolet (6) El 

— $1,600*; (8) El Camino, $1,- 

"58 Chevrolet (6) %-ton pickup, $800. 

’57 Chevrolet (8) %-ton pickup, $775; 
(6) delivery sedan, $470. 

*56 Chevrolet (8) %-ton pickup, $735*. 

’55 Chevrolet (6) 4400 cab & chassis, 
$580; (6) %-ton pickup, $480; Ford 
(8) F-100 %-ton pickup, $555; (6) %- 
ton panel, $350; Dodge (8) %-ton pick- 
up, $435*. 

’53 Chevrolet %%-ton pickup, $260; Dodge 
%-ton panel, $105, 

’48 Chevrolet %-ton pickup, $240. 


ALBANY 


Tim Anspach Dealer's Auto Auction. Sale 
every Monday. Prices are for sale of Jan. 9. 
Bidding was brisk and prices better than 
at the close of 1960. Sold 125 cars from 


$1,250* (ps); Country | 160 consignments. 


BUICK—’58 Super 2-dr. Riviera, $910*. 
"56 Special 4-dr., $470* (ps); 4-dr. Rivi- 
era, $420*; RM 4-dr. Riviera, $400* 
(ps); 2-dr. Riviera, $350*; Super 2-dr. 
Riviera, $230* (ps), $200*. 
’54 Super conv., $180* (ps). 
CADILLAC—’61 (62) 4-dr., $4,935* (ps). 
'59 (62) 4-dr., $2,700* (ps). 
"58 (62) conv., $2,200* (ps); 
Ville, $2,050* (ps). 
ST (62) Sedan de Ville, $1,550* (ps). 
"5S (62) 2-dr., $675* (ps), 


Sedan de 





"53 (62) 4-dr., $100* (ps). 
CHEVROLET—’59 Parkwood (6) 4-dr., $1,- 
175; Bel Air (8) 4-dr., $1,150*; Bel Air 
(6) 4-dr., $1,050; 2-dr., $910 (ps); 
Brookwood (6) 2-dr., $990. 

"58 Yeoman (6) 4-dr., $950; Bel Air (8) 
4-dr., $875*; Biscayne (8) 2-dr., $850*; 
Delray (6) 4-dr., $735. 

’57 Two-ten (6) station wagon, $810; 
Two-ten (8) 2-dr., $710*; Bel Air (8) 
Station wagon, $750*; sport coupe, 
$700*. 

’56 Bel Air (6) 4-dr., $575; Bel Air (8) 

coupe, $500*; Two-ten (6) 4-dr., 

$360; 2-dr., $350; Two-ten (8) 

, $390; One-fifty (6) station wag- 
on, $400. 

’55 Bel Air (8) sport coupe, $450*; 4-dr., 
oaeee $310*; Bel Air (6) sport coupe, 


© 1961, by Automotive News 


’54 Two-ten station wagon, $350. 
‘53 Two-ten 4-dr., $180. 
CHRYSLER—’57 Windsor 4-dr., $500* (ps); 
4-dr, hardtop, $500* (ps). 
'56 NY 4-dr., $620* (ps). 
’55 Windsor 2-dr. hardtop, $310*; 4-dr., 


$200*. 
DeSOTO — ’'58 Firesweep 4-dr. hardtop, 
$650*. 
'57 Firedome 4-dr., $670* (ps), $520* 


(ps); Firesweep 4-dr., $520* (ps). 
DODGE — '57 Coronet (8) 4-dr., $636*, 
$580; Coronet (6) 4-dr., $530*. 
’56 Royal (8) 4-dr., $570*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,660* (ps). 
’58 Fairlane 500 (8) 2-dr. Victoria, $850; 
Custom 300 (6) 4-dr., $800. 
’57 Fairlane 500 (8) 2-dr., $775* (ps); 
2-dr. Victoria, $600*; conv., $510* (ps); 





Country Sedan (8) 4-dr., $650*, $620* 
(ps); Fairlane (8) 4-dr., $590*; Del 
Rio (8) 2-dr., $525*%; Ranch Wagon 
(8) 2-dr., $435; Custom (6) 4-dr., $260. 

56 Country Sedan (8) 4-dr., $650* (ps); 

Fairlane (8) 4-dr., $600*, $375*; 2-dr. 
Victoria, $535*, $430*; Parklane (8) 
2-dr., $460* (ps); Main (8) 2-dr., $200; 
Custom (8) 4-dr., $200 (ps), $110*. 
’55 Country Sedan (8) 4-dr., $490*; Ranch 
Wagon (6) 2-dr., $280; Fairlane (8) 
4-dr., $260*. 
LINCOLN—’'59 Continental Mark IV 4-dr., 
$2,280* (ps); Capri 4-dr., $1,950* (ps). 

’58 Premiere 4-dr., $1,450* (ps). 
MERCURY — ’57 Turnpike Cruiser 4-dr., 

$700* (ps); Commuter 4-dr., $685*. 

'56 Custom 4-dr., $380*. 

54 Monterey 4-dr., $140*. 
OLDSMOBILE—’57 (88) Super 2-dr. Holi- 

day, $310* (ps). 

’56 (88) 2-dr. Holiday, $590* (ps); 2-dr., 

$400*, $380*. 

’55 (88) 2-dr. Holiday, $300*. 
PACKARD—’55 Patrician 4-dr., $160. 
PLYMOUTH — '59 Belvedere (8) 2-dr., 

$900*. 

’58 Suburban (8) 4-dr., $660 (ps). 

’57 Savoy (6) 4-dr., $500. 

"56 Savoy (8) 4-dr., $600* (ps); 2-dr., 

$370*; Plaza (6) 4-dr., $340; Suburban 
(6) Deluxe 2-dr., $330*. 
55 Belvedere (8) 4-dr., $260; Suburban 


(6) Deluxe 4-dr., $190; Savoy (8) 
4-dr., $180*. 

PONTIAC—’59 Catalina Safari 4-dr., $1,- 
400°; 4-dr., 2 at $1,200*; Star Chief 
4-dr. Vista, $1,400* (ps); 4-dr., $1,250* 
(ps). 

’57 Chieftain Safari 4-dr., $850*; 4-dr., 


$500*; Star Chief 4-dr. Catalina, $700* 
(ps); 4-dr., $430* (ps). 
’56 Chieftain 2-dr. Catalina, $450; Safari 
4-dr., $425; 2-dr., $360*; 4-dr., $350*. 
’55 Star Chief 2-dr. Catalina, $360* (ps). 
’54 Chieftain conv., $110*. 
STUDEBAKER—’59 Lark (6) station wag- 
on, $660. 
MISCELLANEOUS—’61 Willys Jeep 2-dr., 
$2,200 


60 Willys Jeep 2-dr., $2,025. 
’57 Chevrolet delivery sedan, $410*. 
’55 Chevrolet cab & chassis 1%-ton, $360, 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan, 11. Prices 
were stable. Buyers still need and want 
good clean cars. Sold 209 cars from 360 
consignments. 

BUICK—’60 Invicta 4-dr. hardtop, $2,300* 
(ps); LeSabre conv., $2,300* (ps); 4- 
dr. hardtop, $2,275* (ps), $2,215* (ps), 


(Continued on Page 26, Col. 1) 
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column—maximum 
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$3.50, 52-times. Dis- 


1-time; $4.00, 13-times; $3.50, ‘ 
inches on 2 columns.) For display Rates contact Want Ad 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorade 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our /4th year 
continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 





WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


Crossroads 


- . » where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion .. . and on the pages of 
Automotive News. 





MARYLAND 


 ° —— Air fats some Ti- 
les, guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday af Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


mace 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
ously. 
Conveniently located in the heart of the 
automobile world, 


Ten acres of completely fenced parking 
area, 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manage: 
3711 Western Road Phone CEdar 2-3/8! 








NEW JERSEY 


N-A-D-E 
Every WEDNESDAY 11 A.M. 
OME: | 


TT | tae 


EVERY WEEK wt 3) 


x 





NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
TR LEA TE TR a ESOT A AEE 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 


Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 


LAFAYETTE—Syracuse Auto Ana 
Center of Empire State. Check an 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


nn, 
L U C A D, the Dealers’ Directory 


to Leading Auto Auctions. 
a i 
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; POINTERS 


| timely, interesting, always useful—another extra service from Associates 













This is the first page of the latest issue of “Profit Pointers,” a four-page letter that we 
a mail free to dealers all over the country. It’s mostly advice and comment (plus a few 
8) predictions) on the aspects of our business that we all think about a lot but never discuss 
ce much. Everybody tells us they like it, and we’d be glad to send you a copy. 

One more offer: we’d also like to show you the Associates’ brand of financial service— 
fast, complete, and experienced—that has been so well received in the past. ‘Profit 
. Pointers” and full details can be had from our local representative. Call him today. 


ASSOCIATES 222 
SOUTH BEND, INDIANA 


ASSOCIATES DISCOUNT CORPORATION +* ASSOCIATES DISCOUNT (CANADA) LTD. » EMMCO INSURANCE COMPANY 
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ho prove to be able ee continue to grow. There's no escaping it! only 
: ed car merchants can expect to prosper. 
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© dozens of "little t " t by themselves 
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© difference between success, mediocrity. profit, — 


Questions 
on t 
Most of them ieaiy pages will be helpful reminders for such an analysis: 
’ Oo every dealer operation — large, small, old, new: 
- OUR USED CAR POLICY 


Do we hay 
| ea 
Does it legit that spells out how we do business? Is it simple, clear? 
Does our Polic a guarantee, driving trial; policy or price, service, otc.” 
Y provide adequate retail financing, insurance? 


, Is our se ; 
‘ Does our eit policy reduced to writing? Do we publicize it regularly? 
policy protect us, the customer — or both? 


i 
| Do our 
Salesmen fully understand and use our policy in selling? 


Is i s 
Do ict eee Does anyone else in town have a better policy? 
« Can and do oe consider our company easy to do business with? 
Do we trade - oe to promises made in our selling promotions? 
Do we know Or units we can sell fast? Project or forecast our mon 
few our daily operating expense and keep it under control all 
every bit of waste, unnecessary expense been eliminated from our ope 


thly sales? 
the time? 
ration? 


2. BUYING OR APPRAISING USED CARS — TRUCKS 

Do we know, keep up to date continuously on the market value of used © 
Is our information about our reconditioning costs adequate, accurate, 
Do we make a complete inspection of every car-—truck offered us in trade? . 
Does someone actually ride and road test every trade-in before we buy ser. . Mne 


ars? 
current? 


ASSOCIATES INVESTMENT CO.-ASSOCIATES 
DISCOUNT CORP -ASSOCIATES OISCOUNT 
(CANADA) LTO.-EMMCO INSURANCE CO. 


Visit our Hospitality Center in the St. Francis Hotel during the National Automobile Dealers Association ( ‘onvention. 











Used-Car A 


950°, 

59 Electra 22 conv., $1,870* (ps); 
4-dr., 2 at $1,420* (ps); LeSabre 2-dr., 
$1,385* (ps), $1,115*; 2-dr. hardtop, 
$1,385*; conv., $1,300* (ps). 

’58 Limited conv., $1,200*; 
tate Wagon 4-dr., $1,125*° (ps); 4-dr., 
$735* (ps); Super 4-dr. Riviera, $1,- 
030* (ps). 

’57 Super 2-dr. Riviera, $800* (ps); Es- 
tate Wagon 4-dr., $715* (ps); Special 


4-dr., $705*° (ps); 2-dr., $480. 

"56 Special 4-dr., $520*%, $430*, $320°*; 
Super 4-dr., $400* (ps), $250*° (ps); 
Century conv., $210* (ps). 


CADILLAC—’60 (62) conv., $3,760* (ps). 

'59 (75) 4-dr., $2,990*% (ps); Eldorado 
Seville, $2,990* (ps). 

’5BS (62) conv., $1,800* (ps). 

OHEVROLET—’61 Impala (8) conv., $2,- 
700* (ps); 2-dr. hardtop, $2,475*; Cor- 
vair (500) (6) 2-dr., $2,140*. c 

60 Impala (8) 4-dr. hardtop, $2,010 
(ps), $1,820%; 4-dr., $1,975* (ps); 
2-dr. $2,000, $1,800*; Parkwood (8) 
4-dr., $1,920* (ps); Parkwood (6) 4- 
dr., $1,720* (ps); Biscayne (6) 2-dr., 
$1,500*; Corvair (500) (6) 2-dr., $1,- 
095, 

’59 Kingswood (8) 4-dr., $1,500* (ps); 
Impala (6) 2-dr., $1,390* (ps); Impala 
(8) 2-dr. hardtop, $1,360; Eel Air (8) 
4-dr, hardtop, $1,350*%; 4-dr., $1,175* 
(ps), $1,030; Brookwood (6) 4-dr., 
$1,120*; Biscayne (6) 2-dr., $1,085*; 
4-dr., $1,025"; Biscayne (8) 4-dr., $1,- 
000* 


58 Brookwood (8) 4-dr., $885*; Brook- 


wood (6) 4-dr., $875*%; Biscayne (8) 
2-dr., $865*; 4-dr., $685*; Biscayne 
(6) 4-dr., $500; Bel Air (8) 4-dr., 


$780*; Delray (6) 4-dr., $625*. 

’57 Bel Air (8) 2-dr., $860* (ps), $680°; 
4-dr., $635*; Bel Air (6) 2-dr., $650*; 
Two-ten (8) station wagon 4-dr., $675*; 
Two-ten (6) 4-dr., $550; 2-dr., $455*, 
$400; One-fifty (6) 2-dr., $335*. 

‘56 Two-ten (6) station wagon 4-dr., 
$355, $350; 2-dr. hardtop, $315*; One- 
fifty (6) 2-dr., $275; One-fifty (8) 2-dr., 


245. 
CHRYSLER — '5S7 Saratoga 4-dr., $575* 


(ps). 

56 NY 4-dr., $500* (ps). 

’55 Windsor 4-dr., $270*. 
DeSOTO—’59 Firedome 4-dr. hardtop, $1,- 

390* (ps). 

’57 Firedome 2-dr., $495* (ps). 

DODGE—’60 Matador (8) 4-dr., 
(ps). 

"58 "Sorenet (8) 4-dr., $685*. 

'57 Coronet (8) 2-dr. hardtop, $350*. 

’56 Coronet (8) 4-dr., $320*. 
EDSEL—’58 Ranger (8) 4-dr., $400*. 
FORD—’61 Falcon (6) 2-dr., $1,675. 

*60 Thunderbird (8) 2-dr, hardtop, $2,- 
705* (ps); Fairlane (6) 4-dr., $1,335", 
$1,300* (ps); 2-dr., $1,265, $1,230*. 

’59 Thunderbird (8) conv., $2,200* (ps); 
Galaxie (8) 2-dr. Victoria, $1,465* 
(ps); 4-dr. Victoria, $1,305* (ps), 
$1,255 (ps); 4-dr., $1,175* (ps); 
Country Sedan (8) 4-dr., $1,275*, $1,- 
140; Ranch Wagon (8) 2-dr., $1,070*; 
Custom 300 (8) 4-dr., $995, $990°*, 
$925; 2-dr., $910*, $830, $640*; Custom 
300 (6) 2-dr., $845*. 

58 Country Sedan (8) 4-dr., $835*; Fair- 
lane 500 (8) as $690°; Custom 
300 (8) 2-dr., $455, $485°*. 

’57 Country Sedan (8) 4-dr., $770*, $515; 
Custom (6) 2-dr., $430; Custom 300 
(8) 2-dr., $430*, $375*. 

’56 Country Squire (8) 4-dr., $560* (ps); 
Fairlane (8) 4-dr. Victoria, $370* (ps); 
Main (6) 4-dr., $295; Custom (6) 2-dr., 

75* (ps). : 
mPSRiAL 57 Imperial 2-dr., $1,050* 
(ps); 2-dr. hardtop, $1,050*. 
MERCURY—’56 Monterey 4-dr., $210* (ps). 
OLDSMOBILE—’60 (88) Super 2-dr. Scenic, 
$2,240* (ps); (88) 2-dr. Scenic, $2,- 
085* (ps). 

*59 (88) Toeare:. $1,615* (ps); 4-dr., $1,- 

290* (ps), $1,290*. 


$1,575* 


















’58 (98) 4-dr., $1,075* (ps); (88) 4-dr. 
Holiday, $990* (ps); 4-dr., 2$90°, 
$815*. a 

°57 (88) 2-dr., $800* (ps); 4-dr., $540°*; 
(88) Super 4-dr., $785* (ps); 4-dr. 
Holiday, $785* (ps). 

’56 (88) Super 4-dr., $525* (ps); (98) 
4-dr., $405* (ps). 

55 (88) 4-dr., $320* (ps); (88) Super 


4-dr., $200*. 
PLYMOUTH 59 Belvedere (6) 2-dr., $800; 
$590: Savoy (6) 4-dr., $775. 

’58 Suburban (8) 4-dr.. $845*; Belvedere 
(8) 4-dr. hardtop, $700* (ps); 4-dr., 
$565* (ps), $450*; Savoy (8) 2-dr. 
hardtop, $565*. 

57 Belvedere (8) 4-dr., $500* (ps); Savoy 
(6) 2-dr., =, as oat 

Ki lvedere ) 4-dr., } 

PONTIAG'60 Star Chief 4-dr., $2,360* 
(ps); Catalina 4-dr., $1,805* (ps), $1,- 
700* (ps). 

"59 Catalina 4-dr., $1,585* (ps), $1,335* 
(ps), $1.280* (ps). 

’58 Chieftain 2-dr., $760*. 

’57 Star Chief conv., $745* (ps). 

'55 Chieftain 2-dr., $140*; Star Chief 
2-dr. Catalina, $125*. 

RAMBLER—’60 Deluxe (6) 4-dr., $1,120. 

*59 Custom (6) 4-dr., $925*. 

58 Suver (6) 4-dr., $730*; Cross Coun- 
try 4-dr., $345. 

STUDEBAKER—’56 Champion 2-dr., $165. 
VALIANT—’60 V-100 4-dr., $1,270*. 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday. Prices are for sale of Jan, 12. 
Despite beautiful day, consignments a little 
off. Percent of selling very good. Big de- 


mand for clean and ready cars. Sold 52 

cars from 83 consignments, 

BUICK — ‘54 Super 2-dr., $160*; 4-dr., 
$125°*. 

CADILLAC—’'52 (62) 4-dr., $175*. 


CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 


640* (ps). 

59 Bel Air (8) 4-dr., $1,085*. 

*58 Bel Air (8) 2-dr. hardtop, $920*; Bis- 
cayne (6) 4-dr., $825*; 2-dr., $700. 

’S7 One-fifty (6) 4-dr., $650*. 

'56 Two-ten (6) station wagon 4-dr., 
$700*; 2-dr., $375*; Bel Air (8) 2-dr. 
hardtop, $625*. 

DGE — ’55 Coronet (8) 2-dr. hardtop, 
$300*. 

FORD — ’59 Galaxie (8) 2-dr., $1,080*; 
Ranch Wagon (8) 4-dr., $1,055*. 


5. MPa es 2 mesic non 








$2,195* (ps); Estate Wagon 4-dr., $1,- 


In- 
victa 4-dr., $1,455* (ps); Estate Wagon 


Special Es- 




























uction Prices 


(Continued from Page 24) 


’58 Fairlane (8) 4-dr., $675. 






300 (6) 2-dr., $400, 






lane (8) 2-dr. Victoria, $340*. 







MERCURY—’57 Monterey 4-dr., $350. 





































day, $775* (ps). 
PLYMOUTH—’59 Savoy (8) 2-dr., $830*. 
’57 Suburban (6) 2-dr., $440. 
’56 Belvedere (8) 4-dr., $280*. 








’58 Chieftain 4-dr., $725* (ps). 
‘57 Star Chief conv., $610* (ps). 
’56 Chieftain 2-dr., $225 









rack, $175. 


ARMONK, N. Y. 













Sold 73 percent of consignments, 








$610* (ps). 
’5S Special 4-dr., $450*. 
’54 Special conv., $175*. 








455. 
’59 Parkwood (8) 4-dr., 
cayne (8) 4-dr., $970*; 2-dr., 





$1,170*; 
$885*. 





Air (8) 4-dr. hardtop, $910*, $890*. 
‘57 Bel Air (8) 2-dr, hardtop, $870*; 
4-dr. (taxi), $390*. 
CHRYSLER—’58 Windsor 2-dr, hardtop, 
$450* (ps). 
DeSOTO — '58 Firedome 4-dr. hardtop, 
$860* (ps). 


DODGE—’57 Sierra (8) 4-dr., $500* (ps); 
Coronet (8) conv., $480* (ps). 
’56 Coronet (8) Suburban 2-dr., $320. 
FORD—’60 Falcon (6) 2-dr., $1,205. 
’59 Fairlane (8) 2-dr., $915. 
’57 Country Sedan (8) 4-dr., $505* (ps); 


tom (6) 4-dr., $350*. 

‘56 Country Squire (8) 4-dr., $445*; 
Fairlane (8) 2-dr. Victoria, $355* 
(ps); Custom (8) 2-dr., $350* (ps); 
4-dr., $165*, 

OLDSMOBILE — '59 (98) 4-dr., $1,410* 
(ps). 

"58 (88) Super 2-dr, Holiday, $1,005* 

(ps). 


'57 (88) 4-dr., $690* (ps). 
’56 (88) 4-dr., $300* (ps). 
’55 (88) 4-dr. Holiday, $295* (ps). 
'54 (98) 4-dr., $200* (ps). 
PLYMOUTH — '59 Belvedere (8) 2-dr., 
$790*; Savoy (8) 4-dr., $755*. 


’57 Savoy (6) 4-dr., $500* (ps); 2-dr., 
$365*. 
"655 Savoy (6) 4-dr., $140*. 
PONTIAC—’59 Star Chief 4-dr, Vista, 


$1,460° (ps). 
RAMBLER—’55 Custom (6) 2-dr., $100. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every. Tues- 
d*y. Prices are for sale of Jan. 10. 
BUICK—’59 Electra 4-dr., $1,570* 

Invicta 4-dr., $1,375*, 

’57 RM 4-dr., $635* (ps); Special 2-dr. 
Riviera, $630*. 

’56 RM 4-dr., $605* (ps). 

CADILLAC ’56 (62) Coupe de Ville, 
$990* (ps); 2-dr. hardtop, $815* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
000* (ps); Parkwood (8) 4-dr., $1,- 
810*; Biscayne (8) 2-dr., $1,505*. 

‘59 Bel Air (8) 4-dr., $1,335* (ps), 
$940; Impala (8) sport coupe, $1,300* 
(ps); 4-dr., $1,220*; Parkwood (8) 
4-dr., $1,300*. 

’58 Biscayne (8) 4-dr., Bel Air 
(6) 4-dr., $785. 

’57 Corvette (8) conv., 


(ps); 


$800"; 
$1,460; Bel Air 






Dealers Laud Bond Plan— 


About 1,000 Rambler dealers sent tele- 
grams praising American Motors Corp.'s 
“progress-sharing program” to Roy Aber- 
nethy, left, executive vice-president. Here 
he shows a stack of the wires to E. B. 
Brogan, Rambler advertising manager. Un- 
der the plan Rambler buyers will receive 
United States savings bonds ranging up 
to $125 if sales rise between Dec. 1 and 
March 31. Abernethy said the program 
“has drawn a dealer and customer reaction 
unparalleled in my 35 years in the auto- 
mobile industry.” He said several thousand 
letters and cards from the public have 
been received, “and they're still pouring 
in." Bonds of $25 denominations have 
been mailed to 34,324 customers who took 
delivery of Ramblers in December. 





‘57 Fairlane 500 (8) 4-dr., $485; Custom 
’56 Country Sedan (8) 4-dr., $420*; Fair- 
LINCOLN—’56 Premiere 4-dr., $775* (ps). 
OLDSMOBILE—’57 (88) Super 2-dr. Holi- 


PONTIAC—’59 Catalina 4-dr., $1,310* (ps). 


MISCELLANEOUS—’51 Chevrolet (6) 2-dr. 


Banksville Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Jan. 10. 
Only the weather was cold here today, as 
both buyers and sellers were hot to do 
business. All years and models moved well 
with the exception of late model heavies. 


BUICK—’59 Electra 4-dr. hardtop, $1,325* 
(ps). 
’57 Special 4-dr., $705* (ps); conv., 


CHEVROLET—’60 Biscayne (6) 2-dr., $1- 
Bis- 








’58 Impala (8) conv., $1,150* (ps); Bel 

































Country Squire (8) 4-dr., $470*; Cus- 

















































(8) sport coupe, $815*; station wagon, 


$800*; One-fifty (6) station wagon, 
$570. 
CHRYSLER—’57 NY 4-dr., $460*. 
COMET—’60 Comet 2-dr., $1,660*. 
DeSOTO—’'55 Fireflite 4-dr., $415* (ps). 
EDSEL—’58 Pacer 2-dr. hardtop, $500*; 


conv., $350*. 

FORD—’60 Fairlane 500 (8) 2-dr., 
415*; Ranch Wagon (8) 2-dr., $1,- 
260, $1,250; Falcon (6) 2-dr., §$1,- 
250. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
400* (ps), $2,245* (ps); Country Se- 
dan (8) 4-dr., $1,200*%; Galaxie (8) 
4-dr., $1,135* (ps). 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
650* (ps), $1,595* (ps); Country Se- 
dan (8) 4-dr., §$775*; Fairlane 500 (8) 
2-dr., $695*; Fairlane (6) 2-dr, Vic- 
toria, $630*. 

"57 Custom 300 (6) 4-dr., 2 at $400. 

’56 Fairlane (6) Crown Victoria, $400 
(ps); Country Sedan (6) 4-dr., $390*; 


$1,- 











































Ranch Wagon (8) 2-dr., $390* (ps), 
$390*, $340°, 

IMPERIAL—’55 Imperial 2-dr. hardtop, 
$555* (ps) 


LINCOLN—’'56 Capri 4-dr., $850* (ps); 
Premiere 4-dr., $580* (ps); 2-dr. hard- 
top, $415* (ps). 

MERCURY—’59 Commuter 4-dr., $1,300* 


(ps). 

’58 Park Lane 2-dr, hardtop, $960* 
(ps); Monterey 2-dr., $600* (ps). 
OLDSMOBILE — ’57 (98) 4-dr. Holiday, 

$855* (ps); (88) Super 4-dr., $850* 
(ps); (88) 4-dr., $810* (ps), $615*. 
’52 4-dr., $155°. 
PLYMOUTH — ‘59 Belvedere (8) 4-dr., 
$990* (ps); Fury (8) 2-dr. hardtop, 
00 


$800. 
"58 Belvedere (8) 4-dr., $700* (ps). 
’57 Savoy (8) 4-dr., $395*. 
PONTIAC—’'59 Star Chief 4-dr., $1,545* 


(ps). 
’57 Chieftain 2-dr. Catalina, $655*, 
’56 Chieftain 2-dr., $215*. 
RAMBLER—’59 American (6) 2-dr., $340. 
’58 Ambassador (8) Cross Country, 
$975. 
’57 Deluxe (6) 4-dr., $460. 
STUDEBAKER—’60 Lark (6) 4-dr., $9590 
‘56 Champion (6) station wagon, $240*. 
MISCELLANEOUS—’58 Chevrolet %-ton 
truck, $775, $765. 
’57 Chevrolet %-ton truck, $650, $585; 
Ford %-ton truck, $540, $535. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Jan. 12. Market 
showed tremendous activity for this time 
of year. Prices firming. Clean cars attract- 
ing very active bidding. Sold 172 cars from 
246 consignments. 

BUICK—’59 LeSabre 4-dr. hardtop, $1,650* 
(ps); 4-dr., $1,355* (ps); Electra 2-dr. 
hardtop, $1,575* (ps). 

’58 RM 4-dr. Riviera, $1,390* (ps), $605* 
(ps); Special 4-dr. Riviera, $1,250*; 
2-dr. Riviera, $860*. 

57 RM 2-dr. Riviera, $965*; Special 2-dr. 
Riviera, $820* (ps); Century 4-dr., 
$815* (ps). 

‘56 Century 2-dr. Riviera, $680* (ps); 
Special 4-dr. Riviera, $500* (ps); Super 
4-dr, Riviera, $235* (ps). 

CADILLAC—’59 (62) 4-dr., $2,800* (ps); 
de Ville 4-dr, hardtop, $2,595* (ps). 





"58 (62) 2-dr. hardtop, $2,240* (ps); 
conv., $2,000* (ps); Coupe de Ville, 
$1,775* (ps) 


4-dr., $1,160* (ps). 
CHEVROLET—’59 Impala (8) sport sedan, 

$1,450* (ps); 4-dr., $1,345* (ps), $1,- 
(ps); sport coupe, $1,- 
350* (ps); conv., $1,150* (ps); Park- 
wood (6) 4-dr., $1,220*, $1,155; Bel 
Air (6) 4-dr., $1,160* (ps), $1,115*, 
$1,090*, $1,080*, $960*, $930, $870: Bel 


Air (8) 4-dr., $1,140* (ps), $1,130*, 
$1,115* (ps), $1,105*, $1,100, $1,095* 
(ps); 2-dr., $1,070*; Brookwood (8) 


dr., $590. 

‘58 Biscayne (6) 4-dr., $910*; 2-dr., $750. 

‘57 Two-ten (6) 4-dr., $690*, $350; Two- 
ten (8) 4-dr., $360. 

’56 Bel Air (6) 2-dr. hardtop, $610*; 
Two-ten (8) 4-dr. hardtop, $400*; One- 
fifty (6) 2-dr., $225. 

CHRYSLER — '58 Windsor 2-dr. hardtop, 
$965* (ps); Saratoga 4-dr., $780* (ps). 

"56 NY 2-dr. hardtop, $220* (ps). 

’5S NY 4-dr., $450* (ps), $230* (ps). 
DeSOTO—’55 Firedome 4-dr., $230* (ps). 
DODGE—’'59 Sierra (8) 4-dr., $1,240*% (ps). 

"58 Coronet (8) 2-dr. hardtop, $1,015* 
(ps). 

57 Custom Royal (8) 4-dr., $835*; Cor- 
onet (8) 4-dr., $735* (ps), $300*. 

"56 Coronet (8) 4-dr., $465* (ps). 

EDSEL — ’58 Ranger (8) 4-dr. hardtop, 
(ps); Citation (8) conv., $495* 


(ps). 

"59 Custom 300 (8) 4-dr., $1,180* (ps), 
$935*, $915, $860, $850, $840, $820*, 
$810*; 2-dr., $745; Country Sedan (8) 
4-dr., $1,030, $910*; Fairlane (8) 2-dr., 
$925*, $865*; 4-dr., $840* (ps). 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
065* (ps); Fairlane (8) 2-dr., $625*; 
Custom 300 (8) 4-dr., $455. 

"57 Ranch Wagon (8) 2-dr., $770* (ps); 
Country Sedan (8) 4-dr., $700, $625* 
(ps); Fairlane 500 (8) 4-dr., $640* 
(ps); Custom (8) 2-dr., $420*; Custom 
(6) 4-dr., $395. 

’56 Fairlane (8) 2-dr., $420; Custom (8) 
4-dr.. $200. 

LINCOLN—’5S4 Capri 4-dr., $120* (ps). 

’52 Capri 4-dr., $100*. 

MERCURY—’59 Montclair 4-dr., $1,600* 
(ps). 
"58 Monterey 4-dr., $940*. 
’57 Montclair 2-dr. hardtop, $970*. 


55 Custom 2-dr., $200* (ps). 
OLDSMOBILE — '59 (88) 4-dr., $1,610* 
(ps): (98) conv., $1,605* (ps); 4-dr. 


Holiday, $1,550* (ps). 

’58 (88) Super 4-dr., $1,310* (ps); 
2-dr. Holiday, $1,150* (ps). 

57 (88) Super 2-dr. Holiday, $1,000* 
(ps); (88) 4-dr., $905* (ps); 2-dr. 
Holiday. $590* (ps), 

"56 (88) 2-dr. Holiday, $430* (ps). 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
160* (ps); Savoy (8) 4-dr., $1,120* 
(ps), $820*, $740; Belvedere (8) 4-dr. 
hardtop, $975* (ps); 4-dr., $925*, $905*, 
$790*; 2-dr. hardtop, $895* (ps). 

’58 Plaza (8) 2-dr., $625*; Suburban (8) 


(88) 


4-dr., $610*; Savoy (8) 4-dr., $605, 
$570, $430*; 2-dr., $505*; Belvedere 
(8) 4-dr., $555* (ps). 

’57 Belvedere (8) 4-dr., $730; 2-dr., $265* 
(ps); Savoy (8) 4-dr., $525* (ps); 
Fury (8) sport coupe, $455*. 

’56 Belvedere (8) 4-dr., $235*, 

PONTIAC—’59 Star Chief 4-dr., $1,695* 
(ps), $1,400* (ps). 
"58 Safari 4-dr., $975* (ps); Chieftain 


2-dr., $970*; 2-dr. Catalina, $930* (ps); 





Model Breakdown 
Of Auction Averages 














Jan,.,1961 Dec., Nov., 
Model To Date 1960 1960 
$2,798 $2,815 $2,329 
1,927 1,961 2,021 
1,351 1,423 1,519 
891 983 1,016 
663 676 703 
431 464 430 
324 349 357 
213 242 228 
Overall 
Average $1,075 $1,114 $1,082 





4-dr., $650°*. 
’57 Chieftain 2-dr., $620*. 
RAMBLER—’58 Custom (8) Cross Country 
4-dr., $950*. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Jan. 11. 


BUICK—’58 Special 4-dr. Riviera, $825*. 
'56 Special Estate Wagon 4-dr., $525*; 
2-dr. Riviera, $505*, $460*. 
we oo” C—’58 (62) 2-dr. hardtop, $1,- 


CHEVROLET — ’60 Brookwood (8) 4-dr., 
$1,720*; Bel Air (8) 2-dr., $1,425*; 
Biscayne (6) 2-dr., $1,425; Corvair 
(500) (6) 2-dr., $1,250*. 

"59 Corvette (8) conv., $2,080; Impala 
(8) conv., $1,540* (ps); 4-dr. hardtop, 
$1,500* (ps), $1,410* (ps), $1,375* 
(ps); Parklane (8) 4-dr., $1,330*, $1,- 


230, $1,200*; Bel Air (6) 2-dr., $1,- 
045; Biscayne (3) 4-dr., $810, 

’58 Impala (8) conv., $1,065* (ps); Bis- 
cayne (8) 4-dr., $950*; 2-dr., $835*; 
Biscayne (6) 2-dr., $860, $810*; Bel 
Air (8) 4-dr. hardtop, $900*; 2-dr., 


ores. $785*; Yeoman (6) 4-dr., $810, 
"57 Bel Air (8) 2-dr. hardtop, $945*; 
4-dr., $890* (ps); 4-dr. hardtop, $600* 
(ps); conv., $650* (ps); Bel Air (6) 
4-dr., $645*; Two-ten (6) station wagon 
4-dr., $815*; 2-dr. hardtop, $565*; 
Two-ten (8) station wagon 4-dr., $750* 


(ps), $555*. 

~~ NY 2-dr. hardtop, $900* 
ps). 

DeSOTO—’58 Firedome 2-dr. hardtop, $695* 


(ps). 

DODGE—’58 Coronet (8) 2-dr. hardtop, 
$925°. 

’57 Royal (8) 2-dr. hardtop, $665*; Cor- 
onet (8) conv., $605*. 

FORD—’60 Thunderbird (8) conv., $2,915* 
(ps); 2-dr. hardtop, $2,650* (ps), $2,- 
600* (ps); Country Sedan (8) 4-dr., 
$1,800* (ps), $1,800*, $1,700*, $1,700* 


(ps), $1,650° (ps); Galaxie (8) 2-dr. 
Victoria, $1,610*; Fairlane 500 (8) 
2-dr., 


$1,440*; Fairlane 500 (6) 4-dr., 
$1,200*. 

’59 Fairlane 500 (8) 2-dr., $1,280* (ps); 
2-dr. Victoria, $1,170*; Galaxie (8) 2- 
dr., $1,275*; 2-dr. Victoria,, $1,275*; 
Custom 300 (6) 2-dr., $850*; Custom 
300 (8) 2-dr., $810, $800*. 

*58 Thunderbird (8) conv., $1,750; Fair- 
lane 500 (8) Skyline, $1,070* (ps); 
4-dr., $860°; 4-dr. Victoria, $740*: 
conv., $770* (ps); 2-dr. Victoria, $750*; 
Fairlane (8) 2-dr., $650*: 4-dr., $640*; 
Custom 300 (8) 2-dr., $710*; Custom 
300 (6) 4-dr., $615. 

"57 Fairlane 500 (8) 4-dr. Victoria, $530*; 
Country Sedan (8) 4-dr., $500* (ps), 
$490; Ranch Wagon (8) 2-dr., $420*; 
Custom (6) 2-dr., $310. 

LINCOLN—’60 Continental Mark V 2-dr. 
hardtop, $3,025* (ps). 

"55 Capri 4-dr., $480*. 

MERCURY — ’60 Monterey 2-dr, hardtop, 
$1,760* (ps). 

‘59 Monterey 2-dr. hardtop, $1,140*. 

"58 Park Lane 2-dr. hardtop, $1,050* 


(ps). 
’57 Commuter 4-dr. hardtop, $805* (ps); 
Monterey 2-dr. hardtop, $425*. 
OLDSMOBILE—’57 (88) Super 4-dr. Holi- 





day, $775* (ps); (88) 4-dr. Holiday, 
$750* (ps); (98) 4-dr., $650*. 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
050*. 


’58 Belvedere (8) 2-dr. hardtop, $600*; 
Suburban (6) 4-dr., $550. 

’57 Suburban (8) 4-dr., $1,125*; Belve- 
dere (8) 2-dr. hardtop, $480* (ps). 
PONTIAO — ’59 Chieftain 4-dr., $1,540* 

(ps); Catalina 4-dr., $1,135*. 

’56 Chieftain Safari 2-dr., $490* (ps). 
’54 Star Chief 2-dr. Catalina, $115*. 
RAMBLER—’60 Super (8) station wagon 

4-d?., $1,690*. 
’58 Super (8) Cross Country 4-dr., $710. 
‘S57 Super (8) 4-dr., $480*. 
STUDEBAKER—’58 Commander (8) 4-dr., 


$575°. 
CHICAGO 


Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 10. Ter- 


Used-Car Display— 


An important part of Saunders-Cook’s new plant is this used-car department. The 
lot features a separate sales office and four stalls for reconditioning. 



































rific sale. Sold 471 cars from 687 consign- 

ments. 

BUICK—’59 Electra conv., $1,905* (ps); 
4-dr., $1,800* (ps), $1,665* (ps), $1,- 
565* (ps); LeSabre 4-dr. hardtop, $1,- 
485* (ps). 

’58 Century 4-dr. Riviera, $965* (ps); 
conv., $895* (ps). 

’57 Special 4-dr. Riviera, $695* 
conv., $540* (ps). 

’56 Super 4-dr. Riviera, $660* (ps); Spe- 
cial 4-dr. Riviera, $445*; 2-dr. Rivi- 
era, $405*, $375°*. 

CADILLAC—’61 (62) 4-dr., 35,210* (ps). 

"60 (62) conv., $3,975* (ps); 2-dr. hard- 
top, $3,700* (ps); 4-dr., $3,575* (ps), 
$3,515* (ps). 

"59 (62) 4-dr., $2,900* (ps), $2,735* 
(ps); 2-dr. hardtop, $2,775* (ps); de 
Ville 4-dr. hardtop, $2,885* (ps). 

’58 (62) conv., $1,850* (ps); 2-dr. hard- 
top, $1,650* (ps), $1,625* (ps). 


(Ps); 


"57 (62) Coupe de Ville, $1,300* (ps); 
4-dr., $1,300* (ps). 

"56 (62) 4-dr., $900* (ps); 2-dr. hard- 
top, $900* (ps). 


CHEVROLET—’60 Impala (8) sport sedan, 
$2,150* (ps), 2 at $1,900* (ps); sport 
coupe, $1,995* (ps), 2 at $1,875*, $1,- 
845*, $1,795* (ps); conv., $1,660*; 4- 
dr., $1,600*; Brookwood (8) 4-dr., 
$1,700*; Bel Air (8) sport sedan, $1,- 
665* (ps), $1,600*; Biscayne (8) 2-dr., 
$1,445*; 4-dr., $1,300*; Corvair (6) 
4-dr., $1,250*, $1,240* 

’59 Impala (8) sport sedan, $1,450* (ps), 
$1,445* (ps), $1,435* (ps), $1,425* 
(ps), $1,400* (ps), 2 at $1,375* (ps), 
$1,375* (ps); 4-dr., $1,450* (ps), $1,- 
350* (ps); sport coupe, $1,375*; conv., 
$1,325* (ps), $1,225*; Brookwood (8) 
4-dr., $1,445, $1,400* (ps); Bel Air 
(8) 4-dr., $1,350* (ps), $1,190*, $1,- 
180*, $1,100*; 2-dr., $1,200* (ps), 2 at 
$1,160*, 2 at $1,125*, $1,100*, $1,035*; 
Bel Air (6) 4-dr., $1,100*; Biscayne 
(8) 2-dr., $1,065*%; Biscayne (6) 2-dr., 
$955*, $935*, $925, 2 at $895, $830. 

‘58 Impala (8) sport coupe, $1,340* 
(ps), $1,300* (ps), $1,285* (ps), $1,- 
205*, $1,200* (ps); conv., $1,225* 
(ps); Impala (6) conv., $945* (ps); 
Bel Air (6) sport sedan, $1,110* (ps); 
Bel Air (8) 2-dr., $835*; Brookwood 
(8) 4-dr., $975* (ps), $900* (ps); 
Brookwood (6) 4-dr., $850*, $830; 
Biscayne (8) 4-dr., $900*; 2-dr., $880*, 


Air (8) sport sedan, $1,125* 
(ps), $970*, $895*, $810°*; 4-dr., $950*, 
$900* (ps); Bel Air (6) sport sedan, 
$730*; Two-ten (8) 4-dr., $820*, 
$625*; station wagon, $750*; sport 
sedan, $745* (ps); 2-dr., $650*. 

56 Bel Air (8) sport sedan, $685*, 
$650*; conv., $600* (ps); station wag- 
on, $590*; 4-dr., $580* (ps); sport 
coupe, $525*; 2-dr., $505*; Two-ten 
(8) 4-dr., $570*; Two-ten (6) station 
wagon, $400*; One-fifty (8) 4-dr., 


$510. 
CHRYSLER—’57 Windsor 2-dr. hardtop, 
$670* (ps). 
DeSOTO—’57 Firesweep 4-dr., $490*. 
DODGE—’59 Royal (8) 4-dr. hardtop, 
$1,240*. 
"58 Royal (8) 4-dr., $750*. 
’57 Royal (8) 4-dr. hardtop, $645* (ps); 
4-dr., $575°*. 

EDSEL—’58 Villager 4-dr., $685* (ps); 
Pacer 2-dr. hardtop, $680* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,700* (ps), $2,675* (ps); Galaxie 
(8) 4-dr. Victoria, 3 at $1,675* (ps); 
Fairlane 500 (8) 2-dr., $1,240* (ps). 
’59 Thunderbird (8) 2-dr. hardtop, §2,- 
400* (ps); Galaxie (8) 2-dr., $1,440* 
(ps), $1,215* (ps); 4-dr., $1,380* 
(ps), $1,325* (ps), $1,125*; 4-dr. Vic- 


toria, $1,260*, $1,250*; conv., $1,220* 
(ps); Country Sedan (8) 4-dr. (9 
pass.), $1,350* (ps); (6 pass.), $1,- 
165*; Country Sedan (6) 4-dr., $1,- 


040*; Fairlane 500 (8) 4-dr. Victoria, 
$1,175*, $1,080*; Fairlane (8) 4-dr., 
2 at $975*, $970*, $925*, $905*; 2-dr., 
2 at $895*, $885*, 2 at $875*, $870*, 
$850*; Fairlane (6) 2-dr., $835*; Cus- 
tom 300 (8) 4-dr., $910*; Custom 300 


(6) 2-dr., -$825*, 
’58 Fairlane 500 (8) 4-dr. Victoria, 
$930* (ps); Custom 300 (6) 4-dr., 


$815*; 2-dr., $525; Custom 300 (8) 4- 
dr., $770; 2-dr., $525; Fairlane (8) 
2-dr., $625* (ps), $600*; Fairlane (6) 
2-dr., $515*. 

’57 Fairlane 500 (8) skyliner, $700* 
(ps); 4-dr. Victoria, $635* (ps); Fair- 
lane 500 (6) conv., $595* (ps); 4-dr. 
Victoria, $515*; 4-dr., $500*; Country 
Sedan (6) 4-dr., $555* (ps); Ranch 
Wagon (6) 2-dr., $495*, $440; Custom 
300 (8) 2-dr., $400*; Custom 300 (6) 


2-dr., $400*, $300; Custom (6) 2-dr., 
$300". 

*56 Thunderbird (8) conv., $1,295*, 
$920* (ps); Ranch Wagon (8) 4-dr., 
$460*; Fairlane (8) 4-dr., $425; 2-dr., 
$390". 

IMPERIAL—’59 Crown 4-dr., $2,225* 


(ps). 
’57 Imperial 4-dr, hardtop, $1,350* (ps). 
LINCOLN—’57 Capri 4-dr. hardtop, $920* 


(ps). 
MERCURY—’59 Monterey 4-dr. hardtop, 
$1,205* (ps). 
(Continued on Page 28, Col. 1) 
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Motorola was dedicated to the 
advancement of car radio back when 
the doorstep was a dandy! 


Remember? Running boards (including ones 
with a light on the portal) doubled as picnic 
benches and baggage carriers...even served as 
standing-room-only for extra riders. 

But while time was running out on running 


TS INC., A SUBSIDIARY OF MOTOROLA INC., 9401 W. GRAND AVE., FRANKLIN PARK, ILLINOIS 


boards, it was just beginning for Motorola. 

And today we’re still going strong. Because 
there’s just no end to the need for superb car 
radios made better to be enjoyed more year 
after year after year. 


OGOMOTOROLA 









$335. 
woe age (8) 4-dr., 
, $300°; Country Sedan 
$335 (ps), $260. 


Used-Car Auction Prices 


(Continued from Page 26) 


MERCURY—’'57 
$635*; 4-dr., $550*. 
'56 Custom 2-dr., $305*. 
OLDSMOBILE—’56 (98) 4-dr., 
’5S (88) 4-dr., $390*, $270°*; 



































































'57 Turnpike Cruiser 2-dr. hardtop, (8) %-ton pickup, 05. 
$795* (ps); Montclair 4-dr., $645* ’49 Chevrolet poke, thes, '54 (88) 2-dr. Holiday, $175*. 

(ps); Monterey 4-dr, hardtop, $460* a 59 Savoy (8) 4-dr. (police), 
8); 2-dr. hardtop, $430*. . 

OL. ohana 60 (oe) Dore $2,750* WAREHOUSE POINT, CONN. ’5S Savoy (8) 2-dr., $510*, $400* (ps). 
(ps), $2,300* (ps); 4-dr. Holiday, $2,- Southern Auto Sales, Inc, Sale every} "57 Suburban (8) 4-dr., $250, $300; Sa- 
395* (ps), $2,300* (ps); (88) Super| Wednesday. Prices are for sale of Jan. 11, voy (8) 2-dr., $425*; Savoy (6) 2-dr., 
4-dr. Holiday, $2,250* (ps). Market has firmed up considerably and our $275; Plaza (6) 4-dr., — 

59 (98) “st Holiday, a ei test sale experienced red hot action today. = te 4-dr., $395*; Savoy (6) 
conv., $1,765* (ps); 4-dr., , BUICK—’60 LeSabre 4-dr., $1,850* ‘ cee. one 
(ps); (88) 4-dr., $1,730* (ps); 4-dr.| °'59 LeSabre 2-dr, hardtop, Sya50° oe: PONTIAC—’59 Star Chief 4-dr. Vista, 

Holiday, $1,660* (ps), $1,590* (ps), 4-dr., $1,420* (ps), $1,315* (ps). $1,460° (ps). a 
$1,575* (ps), $1,490*. ’57 Super 2-dr, Riviera, $775* (ps). 56 Chieftain 2-dr, Catalina, $275*. 
58 (88) Super 4-dr, Holiday, $1,205*| '55 Special 2-dr, Riviera, $550* (ps);| RAMBLER—'59 Custom (6) 4-dr., $850. 
(ps); (98) 4-dr. Holiday, $1,200* (ps); 2-dr., $255. ’57 Deluxe (6) 4-dr., $330. 
4-dr., $835* (ps); (88) 4-dr. Holiday, ’54 RM 4-dr., $295*. MISOELLANEOUS—’52 Chevrolet %-ton 
$2.000° (ps), ae (ps), $940° $s) CADILLAC—'58 (62) 4-dr., $1,575* (ps). Pickup, $220. ™ 
esta 4-dr., $990* (ps); 4-dr., CHEVROLET—’'60 Bel Air (8) 4-dr., $1,- 
(pa), gonen Pe) e-. $930%; 2-dr. 675* (ps), $1,575* (ps); Corvair (500) FONTANA, WIS. “Hold it! ... Don’t clutter up 
oliday, (ps). (6) 4-dr., $1,230. 

'5T (98) 4-dr. Holiday, $1,025* (ps); 59 ee (8) 4-dr., $1,540*, $1,- Fontana Auto Auction, Sale every Thurs-| that space.” 
4-dr., $580* (ps); (88) Super 4-dr. 460*; Bel Air (8) 4-dr., $1,290*, $1,-| ay. Prices are for sale of Jan, 12, Good 
Holiday, $855* (ps); (88) Fiesta 4-dr., 260*' (ps), $1,160*; Bel Air (6) 4-dr.,| action on all sharp model cars. Sold 147 
$750* (ps). $1,190*, $1,150*, 2 at $1,100*; 2-dr.,| cars from 276 consignments. 4-dr., $1,210; 2-dr., $945. 

PLYMOUTH—'59 Suburban (8) 4-dr., $1,- $1,125*; Biscayne (6) 2-dr., $1,000. BUICK—’58 Special 2-dr. Riviera, §$1,- ’59 Thunderbird (8) 2-dr, hardtop, $2,- 

315* (ps), $1,185*; Belvedere (8) 4- ’58 Bel Air (8) 4-dr., $1,025*, $950*; 125* (ps); Super 2-dr, Riviera, $1,- 300* (ps); Country Sedan (8) 4-dr., 
dr., $935* (ps); 2-dr. hardtop, $910* Impala (8) 2-dr. hardtop, $850*; Bis- 000* (ps). $1,240* (ps), $1,220* (ps), $1,110*; 
(ps); Belvedere (6) 4-dr., $885*; Sa- cayne (6) 4-dr., $790; Biscayne (8) ’57 RM 4-dr. Riviera, $775* (ps); Spe- Galaxie (8) 4-dr., $1,200*; Fairlane 
voy (6) 4-dr., $640. 4-dr., $700* (ps); Delray (6) 4-dr., cial 4-dr., $615*. 500 (8) 2-dr. Victoria, $1,185* (ps); 

‘5S Suburban (8) 4-dr., $695*; Sub- $400. ‘7 ne = $540*; 2-dr, Riviera, — wank * 2, ©) e o1.c0e"; 
urban (6) 4-dr., $600*, $595; Savoy , (8) sta wagon 4-dr., 5* (ps ne agon -dr., ; Custom 
(8) 4-dr., $435*,  eeee?: ‘Sie wa $785": 4-dr.,| ’55 Special 2-dr. Riviera, $300*; 2-dr., 300 (8) 4-dr., $960; 2-dr., $880*. 

’57 Belvedere (8) 4-dr., $555*; Belvedere $725*; Two-ten (8) station wagon 4- $295 ’58 Fairlane 500 (8) skyliner, $780* 
(6) 4-dr., $385*; Suburban (6) 4-dr., dr., $750*; Two-ten (6) 4-dr., $740. CADILLAC—’ 59 (62) 4-dr. hardtop, $3,- (ps); Fairlane (8) 2-dr. Victoria, 
$440°. ’56 Bel Air (6) 2-dr., $660; 4-dr, hard- 180”. $775*; Custom 300 (8) 4-dr., $680, 

PONTIAC—'60 Bonneville 4-dr. Vista, $2,- top, $625*; Bel Air (8) conv., $605*;| ‘56 (62) 2-dr, hardtop, $1,045* (ps). $585* (ps); Custom 300 (6) 2-dr., 

355* (ps); Catalina 4-dr. Vista, $2,- 2-dr., $515*, $500*; Two-ten (8) sta- ’55 (62) 2-dr. hardtop, $805* (ps); 4- $650*, $600*, 
100*; 4-dr., $1,900* (ps), $1,895°*. tion wagon 4-dr., $555* (ps), $550*; dr., $625* (ps). ’57 Fairlane 500 (8) skyliner, $895*, 

"59 +Bonneville Safari 4-dr., $1,900* 2-dr., $340*; Two-ten (6) station wag-| ‘53 (62) 4-dr., $250*. $740* (ps); 4-dr. Victoria, $890* (ps), 
(ps); 4-dr. Vista, $1,800* (ps), $1,- on 4-dr., $500*; 2-dr., $405. CHEVROLET—’60 Impala (8) sport sedan, $640*; 4-dr., $710*; Country Sedan 
755* (ps); Star Chief 4-dr., $1,710,| CHRYSLER—’56 Windsor 2-dr. hardtop, $1,870*; sport coupe, $1,775*; Bis- (8) 4-dr., $735*, $700; Fairlane (8) 4- 
$1,500* (ps); Catalina 2-dr., $1,700*; $495* (ps). cayne (8) 2-dr., $1,810*. dr., $695* (ps), $520*; Ranch Wagon 
4-dr. Vista, $1,495* (ps); 4-dr., $1,-/| pnesoToO — '58 Firedome 4-dr. hardtop, 59 Impala (8) sport coupe, $1,400*; (8) 2-dr., $630; Custom 300 (8) 4-dr., 
435°, $1,250* (ps), $1,245". $985* (ps). sport sedan, $1,400; 4-dr., $1,370*; $495; Custom (6) 2-dr., $490. 

’58 Bonneville conv., $1,360" (PS); | nopGE—'58 Coronet (8) 2-dr. hardtop, Parkwood (8) 4-dr., $1,360", $1,350*;| '56 Fairlane (8) 4-dr., $585* (ps), $505*, 
sport coupe, $1,250* (ps), $1,230* $805* (ps). Bel Air 4-dr., $1,230*%; Brookwood $355; Country Sedan (8) 4-dr., $515*; 
(ps); Star Chief 4-dr., $1,175* (ps); ’S57 Royal (8) conv., $585* (ps). (8) 4-dr., $1,180". Custom (8) 4-dr., $385. 

Safari 4-dr., $1,025*, $1,000*; Chief- '56 Coronet (6) 2-dr., $350. 58 Corvette (8) conv., $1,810; Parkwood | jypeRIAL—’57 Imperial 4-dr. hardtop, 
tain 2-dr., $900*, EDSEL—’58 Ranger (8) 4-dr., $620* (ps). (8) 4-dr., $1,020*; Bel Air (8) 4-dr., 1,505* (ps); 4-dr., $630* (ps 
$1, (ps); , ps). 

'ST Chieftain 4-dr, Catalina, $650*; 2-| oRD— 60 Thunderbird (8) 2-dr. hardtop, $880* (ps); Brookwood (8) 4-dr., MEROURY—~'50 Mont “a $1,200° 

dr. Catalina, $485*. $2,775* (ps); Galaxie (8) 4-dr, Vic- $825; Biscayne (6) 2-dr., $765*. es Pramanik mete ae 
RAMBLER—'60 Ambassador (8) 4-dr., $1,- toria, $1,625*; Ranch Wagon (8) 2-| °'57 Two-ten (8) station wagon, $785*;| , ‘ve? oa _— 

595°. dr., $1,565*. Two-ten (6) 2-dr., $730; Bel Air (8)} 58 Monterey 2-dr., $660°. | 

’59 Super (6) Cross Country, $1,095*; '59 Thunderbird (8) 2-dr. hardtop, $2,- sport sedan, $670*. ,56 Monterey a “~ ee: ¢ - os). 
Deluxe (6) Cross Country, | $1,050; 200* (ps); Galaxie (8) 2-dr. Victoria,| °56 Bel Air (8) 2-dr., $670; sport sedan, 55 Monterey 4-dr., $395*; Custom 4-dr., 
American (6) station wagon, $845; 2- $1,480* (ps); Country Sedan (8) 4- $655* (ps); sport coupe, $550*; 4-dr., $210°. 
dr., $735. dr., $1,300* (ps); Custom 300 (8) 4- $455*; Two-ten (6) station wagon, | OLDSMOBILE —'59 (88) 4-dr. Holiday, 

dr., $1,125*, $930; 2-dr., $745. $540*; 4-dr., $385. $1,775* (ps); 4-dr., $1,440* (ps); (98) 
SALT LAKE CITY '58 Custom (6) 2-dr., $575; Custom 300 | COMET—’61 Comet 4-dr., $2,110*. 4-dr., $1,750* (ps). 
(6) 2-dr., $540. EDSEL—’58 Ranger 4-dr. hardtop, $480* "58 (88) 4-dr., $1,095* (ps), 

Salt Lake Auto Auction, Sale every! +57 Country Sedan (8) 4-dr., $660; Fair- (ps). 56 (88) 4-dr. Holiday, $400* (ps). 
Thursday. Prices are for sale of Jan, 12. lane 500 (8) 4-dr., $570" (ps); Cus-| FORD—'60 Galaxie (8) conv., $1,925*| PAOKARD—'55 Clipper 4-dr., $250*. 
BUICK—'60 LeSabre 4-dr. hardtop, §$2,- tom (8) 2-dr., $390; Custom (6) 2-dr., (ps); starliner, $1,920*; Falcon (6)|PLYMOUTH — '59 Suburban (8) 4-dr., 

045* (ps). 

‘56 RM 2-dr, Riviera, $590* (ps); Cen- . “ ‘ 
tury conv., $500* (ps). 1957 eee 

‘55 Century 2-dr. Riviera, $380* (ps); Car Production Hi hest Since 
4-dr., $310*; Special 4-dr., $325*, 

CADILLAC—’'60 (62) 2-dr. hardtop, $2,- e 7 9 

925* (ps). 

oh a) tae. goatee Canadian Output Nose &% in 

'57 (62) 4-dr., $1,720* (ps); (60) Spe- 

cial 4-dr. hardtop, $1,630* (ps). 


'56 (62) Sedan de Ville, $1,265* (ps). 
’53 (62) conv., $350* (ps). 
CHEVROLET—'60 Corvette 


By Martin L. Whitmyer 


(8) convy., Staff Writer 


900; I 8 t ,_ $2,- 
fooe babs ee Air (8) 4-dr., $1,700°, ANADIAN auto manufacturers “We estimate there now are 5.3 
$1,520. turned out 325,282 cars in 1960| million vehicles in Canada—over 
‘59 Kingswood (8) 4-dr. (9 pass), $1, |——@ boost of 81 percent from the| four million cars and 1.2 million 
*. -dr., 
Fas oT B00" tes); Bel Air '(8) Lar,, | 300,849 units built in 1959 and the| eommercial vehicles,” Dykes said. 
$1,325°. highest outturn of cars by that These registrations represent a 
 peaareee ) — og is5e; Bia: nation since 1957. vehicle for every 3.4 persons and 
cayne (8) 4-dr., $890; 2-dr., $840*;| Commercial-car output also hit | 9 car for every 4.5 persons, 
8) 2-dr., P,. high 
‘st Bel. Air iS) Sede. $085°; Two-ten its est level since 1957 with Dykes said that motor vehicle 


70,040 trucks assembled, That was 


5; 2-dr., $535*; 
(6) station wagon, $90: r., $ a 3.7 percent ton the 


Two-ten (8) 4-dr., $690°*. 


‘5B Bel wai ta) mare $330"; nee 67,528 units turned out in 1989. are estimated at 435,000 and trucks 
$275*. gut Combined car and truck output! at 75,000 units, 
, ir 4-dr., $245. 960 
DODGE'59 Coronet (8) 4-dr., $1,3¢0¢ | totalled ete — oe aoa. In 1959, retail car sales totalled 
(ps). 7.8 percent increase from the 368,-| 495 93g units and commercial-car 
"58 Custom Royal (8) 4-dr., $1,080* | 372 vehicles produced a year earlier. sales totalled 77,588 units 
(ps). Total vehicle production also was E os 
FORD—’60 Thunderbird (8) 2-dr. hardtop, th * * 
$3,085° (ps); Galaxie (8) 4-dr.,_ $1, the highest: in three years. (GENERAL MOTORS and Chrys- 
* ,695* ); Fa - 
al (pe), 31 - > Le aon te Employment in the Canadian in ler Corp, showed percent-of- 
4-dr., $1,450*; Fairlane 500 (6) 4-dr.,|dustry averaged 33,254 persons in industry increase in car output 
pee. 1960, up slightly over the previous | 4,ing 1960, while Ford Motor Co. 


’59 Thunderbird (8) conv., $2,430* (ps), year, and payrolls were up $8 mil- ana Stadubeker-Packaré Co 


$2,400* (ps); Country Sedan (8) 4- 

dr., $1,470* (ps); Galaxie (8) +o, lion to $168 million. clined year. a denne 

$1,200*; Custom 300 (8) 4-dr., $1,- * * * . 

025*; Fairlane (8) 4-dr., $1,010*. GM, which had its best car pro- | yn TEE commercial-car field, 


AMES G, Dykes, general man- 
ager of the Canadian Automo- 
bile Chamber of Commerce, said 


'68 Thunderbird (8) 2-dr, hardtop, §2,- 
120* (ps); Ranch Wagon (8) 4-dr., 
$765*. 

’57 Custom 300 (8) 4-dr., $470*. 


56 Custom (8) 4-dr., $575. : that the amount of payrolls was the| assemblies good for 53.83 percent 
Oe ciety, Seaen S345. ""” 49°"! | same as the $168 million in sales’ of total industry output last year, 
LINCOLN—’57 Premiere 4-dr, hardtop, * * *# * 
$1,190* (ps). 
MERCURY. 00 Colony Park 4-dr., $1,-|1 How Each Car & Truck Maker Fared .. . 
59 Monterey 4-dr., $1,245*. 
’58 Monterey 2-dr. hardtop, $760*. 


’57 Montclair 4-dr. hardtop, $860* (ps); 
2-dr. hardtop, $700*. 
'55 Monterey 4-dr., $300*. 


Canadian Output—'60 vs. '59 


(CARS) 


OLDSMOBILE—’59 (88) 4-dr., $1,580*. 
’56 (88) Super 4-dr., $670" (ps); (98) Total Pet. of Total Pet. of 
4-dr. Holiday, $600° (ps), Output, 1960 Output, 1959 
= 4 ——— gee” -_ 1960 Output 1959 Output 
’ (88) 4-dr., ps). 
PLYMOUTH—'59 Belvedere (8) 2-dr. hard- || CHRYSLER CORP. ........ 15.48 42,618 14.17 
top, $865*. FORD MOTOR ................ 28.95 99,722 33.15 
"5S Belvedere (8) 4-dr. hardtop, $825*. GENERAL MOTORS 53.83 150,189 49.92 


’57 Fury (8) 2-dr. hardtop, $705* (ps); 
Belvedere (8) 4-dr. hardtop, $570*. 
‘56 Savoy (8) 4-dr., $495, $375. 
PONTIAC—'60 Bonneville Safari 
$2,300* (ps). 


1.74 2.76 


4-dr., Total Cars, Canada 


100.00 100.00 


'S7 Star Chief Safari 2-dr., $700* (ps). 
'55 Star Chief 4-dr., $375*; Chieftain (TRUCKS) 
2-dr. Catalina, $245*. 
RAMBLER—'60 Ambassador (8) 4-dr., Total Pet. of 
$1,305, Output, 1960 
’59 Ambassador (8) Cross Country, $1,- 1 Output 
see (ps). , ees seeee CHRYSLER CORP. ...... 8.55 
? uper (8) Cross Country, , 
56 Deluxe 4-dr.. $215 FORD MOTOR ................ 27.37 
MISCELLANEOUS—'59 GMC %-ton pick-|]| GENERAL MOTORS .... 49.00 
up, $1,100; Ford (8) %-ton pickup, |] INTERNATIONAL. ........ 15.08 
$1,075; Chevrolet (8) El Camino, $1,- 
050. Total Trucks, Canada.. 70,040 
58 Chevrolet %-ton pickup, $835. 


’57 Ford (8) %-ton pickup, $800; (6) 
%-ton pickup, $705. 

’56 Dodge %-ton pickup, $545; Ford (8) 
%-ton pickup, $490. 


’55 Chevrolet %-ton pickup, $600; Ford 


Total Cars, Trucks, 
Canada 


$500°, 


HUDSON—’55 Hornet 4-dr., $200* (ps). 
Monterey 2-dr. 


day, $255*; (98) conv., $230* (ps). 


and excise taxes remitted by Cana- 
dian motor vehicle manufacturers. 


sales in 1960 will undoubtedly be 
the highest in history. Car sales 


duction year in the postwar era, 
picked up 3.91 percentage points 
from 1959 on the basis of 175,086 
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is 


(8) 4- dr., 


hardtop, 


$400*. 
2-dr. Holi- 





compared with 49.92 percent 

gained on 150,189 cars produced 

a year earlier, 

Chrysler reached its highest level 
since 1957 with an output of 50,357 
cars good for 15.48 percent of total 
industry production in 1960, com- 
pared with 14.17 percent gained 
on 42,618 car assemblies the pre- 
vious year. Its percent-of-industry 
gain wag 1.31. 

Ford, showing its smallest car 
output since 1958, declined 4.20 per- 
centage points from 1959, while 
Studebaker was off 1.02 points. 


Ford picked up 28.95 percent of 
total industry production on 94,166 
car assemblies in 1960, compared 
with 33.15 percent gained on 99,722 
units turned out a year earlier. 
Studebaker declined from 2.76 per- 
cent on 8,320 assemblies in 1959 to 


=. de- 1.74 percent on 5,673 cars built last 


Ford and GM reported percent- 
of-industry gains, while Chrysler 
and International lost ground. 


GM, rising to its highest level 
since 1956, picked up 5.47 per- 
centage points by capturing 49 
percent of total industry output 
on 34,319 truck assemblies in 1960, 
compared with 43.53 percent 
gained on 29,394 commercial ve- 
hicles built in 1959, 

Ford advanced 0.23 percentage 
points on 19,167 assemblies good for 
27.37 percent of total industry out- 
put 1960, compared with 27.14 
percent gained on 18,328 trucks 
produced in 1959. It marked the 
highest Ford truck output had 
reached since 1957. 

Biggest loser among the truck 
makers wag International, which 
dropped 5.23 percentage points on 
the basis of 10,566 assemblies good 
for 15.08 percent of total industry 
output in 1960, compared with 20.31 
percent gained on 13,714 assemblies 
a year earlier. 

Chrysler, turning out the lowest 
number of trucks in the postwar 
era, dropped 0.47 percentage points 
on 5,988 assemblies good for 8.55 
percent of total industry output in 
1959, compared with 9.02 percent 
gained on 6,087 trucks produced a 
year earlier. 














$940* (ps); Savoy (8) 4-dr., $785*. 
"55 Savoy (8) Suburban, $360*. 
PONTIAC—’60 Catalina sport coupe, $2, 
250* (ps). 
'59 Star rChief sport coupe, $1, 285*, $1,- 
260* (ps). 
’58 Star Chief sport coupe, $970* (ps). 
’57 Star Chief Safari 4-dr., $765*, $370* 
’56 Chieftain 4-dr., $305*. 
RAMBLER—’60 Super (6) Cross Country, 
$1,520*. 
’59 Super (8) Cross Country, $1,085. 
’56 Super Cross Country, $475, $290*. 


waa 60 Lark (8) 2-dr., $1,- 
’6565 Commander (8) 2-dr., $205. 
MISCELLANEOUS—’60 Ford (8) %-toa 


panel, $1,210. 
"53 International 1-ton, $505; Chevrolet 
%-ton pickup, $430. 


DETROIT 


State Fair Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 13. 
Prices up—stronger market. Sold 127 cars 
from 279 consignments. 

BUICK—’60 LeSabre conv., $2,175*. 

’57 RM conv., $695*; Special 4-dr. Rivi- 

era, $640*; 2-dr. Riviera, $635*, 

"56 Special 4-dr., $385*. 
CADILLAC—’59 (62) 2-dr. hardtop, §$2,- 

800*, $2,700*; de Ville 4-dr. hardtop, 
$2, 700* (ps), $2,700*, 

"58 (62) Sedan de Ville, $1,925*, 

"57 (62) 4-dr., $1,200* (ps). 

"56 (62) 2-dr., $550. 
































CHEVROLET—’60 Corvette (8) conv., 
$2,715*; Impala (8) conv., $1,950*; 
Brookwood (8) 4-dr., $1,635"; Bis- 
cayne (8) 2-dr., $1,380, 

’59 Brookwood (8) 4-dr., $1,140*; Bis- 
cayne (8) 4-dr., $1,050. 

’58 Yeoman (6) 4-dr., $750. 

’57 Two-ten (6) 2-dr., $545*, 

’56 Bel Air (8) 2-dr., $470*, $475*; Bel 
Air (6) 2-dr., $375*; Two-ten (8) 4- 
dr., $345*. 


CHRYSLER—’60 NY 4-dr., $2,480* 
’59 Saratoga 2-dr. hardtop, $1,625*. 
’58 Windsor 4-dr., $1,225*. 

’57 Saratoga 2-dr. hardtop, $695*, 

DeSOTO—’57 Fireflite 2-dr. hardtop, 

$620*; Firedome 2-dr, hardtop, $780. 


(ps). 


"56 Firedome 4-dr., $325*. 

DODGE—’'59 Coronet (8) 2-dr., $1,030*, 

‘58 Custom Royal (8) 2-dr, hardtop, 
$780; Sierra 4-dr., $770*. 

’55 Royal (8) 4-dr., $150*. 

FORD—'60 Thunderbird (8) conv., §2,- 
910*; 2-dr. hardtop, $2,750* (ps), 
$2, 675"; Galaxie (8) starliner, $1,590*, 
$1,565*; Fairlane (8) 4-ir., $1, 310°. 

"59 Thunderbird (8) 2-dr, hardtop, $1,- 
940*; Fairlane 500 (8) 4-dr., $935*; 
Custom 300 (8) 2-dr., $835*, $790*; 
Custom 300 (6) 2-dr., $825*, $770*. 

’58 Thunderbird (8) conv., $1,760* (ps); 
2-dr. hardtop, $1,450"; Fairlane 500 
(8) conv., $725%, $725* (ps); 2-dr. 
Victoria, $680*; 2-dr., $645*; Custom 
300 (8) 4-adr., $600. 

"57 Country Sedan (8) 4-dr., $550; Fair- 
lane 500 (8) 2-dr. Victoria, $540*, 
$500*; conv,, $475*; Custom (8) 2-dr., 
$440; Ranch Wagon (8) 2-dr., $410*, 

’56 Fairlane (8) 2-dr., $390*; 4-dr.,” 
$360*. 

LINCOLN—’58 Continental Mark III 2-dr, 
hardtop, $1,650* (ps). 

’57 Capri 2-dr. hardtop, $550*, $550. 

’55 Capri 2-dr., $225*. 

MERCURY—’59 Monterey 2-dr., $1,225*. 

’58 Monterey 4-dr., $810*, $770*; 2-dr., 


$650*. 
’57 Park Lane 4-dr., $665*. 
’56 Monterey 2-dr, hardtop, $450*. 


OLDSMOBILE—’58 (98) conv., $1,150*. 
"57 (88) 4-dr., $550*, 

"56 (88) 4-dr. Holiday, $350*. 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,785*; Belvedere (8) 4-dr., $940*. 
59 Fury (8) 2-dr. hardtop, $1,175*; 

Suburban (8) 4-dr., $825*; Belvedere 
(8) 4-dr., $900*; 2-dr., $850*; Savoy 
(6) 2-dr., $700*, 
’58 Suburban (8) 4-dr., $685*; Savoy 
(8) 2-dr. hardtop, $575*; 4-dr., $400*; 


Plaza (8) 2-dr., $470. 
’57 Belvedere (8) 2-dr, hardtop, $425*; 
Suburban (8) 4-dr., $380, 
PONTIAC—’60 Catalina 2-dr. , $1,650*. 


’59 Catalina 4-dr., $1,330*; 2-dr., $1,- 
200*, $920*. 
’58 Chieftain 2-dr. Catalina, $880*; 2- 
dr., $795*, $750*. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,005. 
MISCELLANEOUS — ’53 Chevrolet (8) 


pickup, $150. 
oe * 


— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (Jan, 11). More buyers 
saw more sharp cars and paid more money 
for the right merchandise than they have 
in the past few weeks. Sold 83 percent of 
534 consignments. 
* 


* * 

CHICAGO 
Greater Chicago Auto Auction. Sale 
every Thursday (Jan, 12). All sharp cam 


were sold. Sold 458 cars from 693 consign 
ments. 
* * * 


COLUMBUS, O. 
Capital Auto Auction, Inc, Sale 
Thursday (Jan. 12). Market high on 


sharp cars, Still climbing on late 
cars. Sold 204 cars from 306 co 
ments. 
* * * 
PA. 


Manheim Auto Auction, Sale every 
day (Jan. 13). Buyers are in the mo 
buy and sellers are taking market 
Sold 84 percent of 704 consignments. 


— Same Price as Coupe 


DETROIT.— The new Corvalt 
Monza four-door sedan will 
priced at $2,201, including f 
tax and dealer prep. The price 
the same as that of the 
sport coupe. 

The coupe, however, has b 
type front seats as 
equipment. The four-door 
bench-type front seat which 
commodates three 
Bucket seats are 
$53.80. 
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More Aluminum in Cars— 


Flanked by five '61 cars are several of the aluminum components used by the auto 
industry this year. Aluminum Co. of America estimates that the '61 models require 


an average of 62.8 pounds of aluminum, 


total. 


an increase of 15 percent over last year’s 


Used Imported Cars 


ALBANY 
Ford (English)—’58 Prefect 4-dr., $420. 
Vauxhall—’58 Victor 4-dr., $550. 


ARMONK, N. Y. 
Volkswagen—’ 56 2-dr., $580. 


BORDENTOWN, N. J. 


Goliath—’59 station wagon 2-dr., $370. 

Renault—’59 4-dr., $550. 

Simea—’60 4-dr., $500. 
59 Aronde 4-dr., $550; 


55 in 33 States 
Win Mercurys, 


Comets in Contest 


DEARBORN. — A Maryland 
oyster shucker, a United States 
congressman, a minister and two 
policemen are among 55 persons 
who soon will have new cars in 
their driveways—compliments of 
the Lincoln-Mercury Division, 

Chase Morsey jr., L-M general 
marketing manager, has sent tele- 
grams congratulating the 55 win- 
ners of Mercurys and Comets in 
a recent sweepstakes program. 

The contest was held in Mercury- 
Comet dealerships in connection 
with the introduction of the 1961 
models. Contestants were required 
to visit dealerships to obtain official 
entry cards for mailing to sweep- 
stakes headquarters in Detroit. 

Winners, who will take delivery 
of the new cars by next month, 
are from 33 states throughout the 
country. Five states—California, 
Illinois) New Jersey, Ohio and 


station wagon 





Texas—had three winners each. 


Dealer Donates Cars— 


Brundage Motors Jacksonville, Inc. (Volks- 
wagen), Jacksonville, Fla., has donated two 
Volkswagens to Paxon High School for use 
in the school’s driver training program, The 
cars are the first of six the dealership 
Plans to donate to schools. From left are 
William Thompson and John Williams, 
Paxon driving instructors. 








2-dr., $415; 4-dr., $400, 
’58 2-dr. hardtop, $400. 
Volkswagen—’'58 2-dr., $950. 
’56 2-dr., $485. 


CALDWELL, N., J. 
Ford (English)—’59 Escort station wagon 
4-dr., $310. 
Jaguar—’56 roadster, $770. 


CHICAGO 

Hillman—’59 conv., $495. 
Mercedes-Benz—’59 4-dr., $1,820. 
Opel—’59 2-dr., $965. 
Renault—’'59 Dauphine, $605. 
Triumph—’60 TR-3 conv., $1,550. 

’59 TR-3, $1,125; conv., $1,060, $965, 

’58 TR-3 conv., $1,350, 

"55 TR-2 conv., $500. 
Vauxhall—’58 4-dr., $305. 
Volkswagen—’'60 2-dr., $1,200. 


COLUMBUS, O. 

Ford (English)—’59 Anglia 2-dr., $500. 

"58 2-dr., $1,050* (ps), 
Isetta—’59 sunroof, $220. 
Jaguar—’59 4-dr., $2,060*. 
Volkswagen—’60 sunroof, 

$1,210. 
'57 Microbus, $900. 


DAYTONA BEACH, FLA. 
Fiat—’58 1100 4-dr., $465. 
Ford (English)—'57 2-dr., $300. 
Hillman—’58 4-dr., $400. 
Simca—’60 4-dr., $685. 
Triumph—’59 station wagon 2-dr., $380. 


FLINT 
Ford (English)—’58 2-dr., . 220. 
Taunus—’58 station wagon 4-dr., $810. 
Volkswagen—’61 2-dr., $1,475. 
’60 sunroof 2-dr., $1,400. 
59 Microbus, $670. 


FONTANA, WIS. 
Triumph—’59 TR-3, $1,125. 


LOS ANGELES 
Austin-Healey—’60 roadster, $1,985. 
Hillman—’60 Husky station wagon, $565. 

’57 Minx conv., $355. 


Mercedes-Benz—’56 190 SL roadster, $1,- 
540. 


Opel—’59 Olympia station wagon, $640. 
Renault—’60 Caravelle 2-dr., $1,550. 

59 Dauphine 4-dr., $575. 

*58 Dauphine 4-dr., $500. 

’57 Dauphine, $350. 
Simca—’57 Versailles 4-dr., $250. 
Volkswagen—’61 Karmann-Ghia 2-dr., $2,- 

250; sunroof 2-dr., $1,650; 2-dr., 2 at 


$1,300; 2-dr., 


$1,650. 
’59 sunroof 2-dr., $1,035. 
’58 2-dr., $885, $850. 


MANHEIM, PA, 
Alfa-Romeo—’59 conv., $1,000. 
Fiat—’59 sport conv., $1,085. 

Ford (English)—’59 Anglia 2-dr., $555; 
station wagon, $500. 

Gollath—’59 2-dr., $365. 

Hillman—’58 Minx 4-dr., $435. 

Metropolitan—’59 conv., $755. 

Opel—’58 2-dr. station wagon, $650. 

Renault—’60 4-dr., $565. 

Simea—’59 4-dr., $475. 

Triumph—’61 roadster, $1,560. 

*59 TR-3 roadster, $1,270. 
Volkswagen—’61 2-dr., $1,580, $1,565, $1,- 
550, $1,535; Deluxe 2-dr., $1,570, 

60 2-dr., $1,350, $1,305. 
"59 2-dr., $1,130. 

Volvo—’59 station wagon 2-dr., $635. 
"658 station wagon, $720. 


NEWINGTON, CONN. 


‘| Renault—’59 Dauphine 4-dr., $600. 


58 Dauphine 4-dr., $325. 


SALT LAKE CITY 
Simea—’57 4-dr., $180. 
Volkswagen—’59 2-dr., $1,090, 

‘58 Karmann-Ghia, $1,300, 


WAREHOUSE POINT, CONN. 
Fiat—’58 1100 4-dr., $380. 
Triumph—’59 TR-3 conv., $1,250. 
Vauxhall—’58 Victor 4-dr., $450. 
Volkswagen—’57 Karmann-Ghia, $990. 


$1,050. 
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SELL DATSUN 


and you 


SELL AMERICAN! 







DATSUN BLUEBIRD 4-passenger 
sedan only $1616, p.o.e. 


Even the Datsun nuts and 
bolts are unmistakably Ameri- 

can type—in fact, there’s an American look 

to all the Datsun specifications. That’s a red hot 
tip-off to you that it’s good business to get a Datsun dealer- 
ship, because you can “‘sell American’”’ confidently and success- 
fully when you sell the Datsun line—at hundreds of dollars less 
than domestic and imported “compacts. ”” Your Datsun customers 
get a full measure of American roominess, riding comfort, operating 
conveniences, structural safety — American power, pick- -up and per- 
formance—with a special Datsun ‘plus’ in gas-saving of up to 
38 m.p.g. And remember this—the financially-strong Nissan Motor 
Company, Ltd., is here in the United States to stay—backed with 
a world-wide warranty of satisfaction. 





New West Coast Factory Headquarters 


New East Coast Factory Headquarters 


For further details, write Dealer Franchise Dep't. of any of the following: WEST: Nissan Motor Cor- 

poration U.S.A., 137 E, Alondra Bivd., Los Angeles, Cal. CENTRAL & EAST: Nissan Motor Corporation 

U.S.A., 221-35 Frelinghuysen Ave., Newark, NJ. MID-SOUTH: Southern Datsun Dist. Co., 

1501 Clay St., Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3 
NISSAN MOTOR COMPANY, LTD. - TOKYO, JAPAN + SINCE 1926 


THE NEW 


“SILVER DAWN” 


REFRIGERATED AUTO AIR CONDITIONER 





* e 


(YET IS SO POWERFUL IT COOLS 
STATION WAGONS!) 


29 








GOOD DEALER LOCATIONS OPEN! 
Wire or write for the profit-paying proposi- 
tion. Datsun dealer areas are fully pro- 
tected. Four major parts depots through- 
out the U.S. 





PROFIT MAKER! MONEY SAVER! 
You can retail this Datsun half-ton with a 
fine profit at a retail price far lower than the 
dealer wholesale cost of any domestic-built 
truck of same capacity and equipment. 


Half-ton Datsun Pickup Truck 

$1545 p.o.e. 
Datsun 4-Door Bluebird Sedan 

$1616 p.o.e. 
Datsun 4-Door Station Wagon 

$1916 p.o.e. 
FairLady Sports Convertible 
‘Fun for a Foursome"’ $1996 p.o.e. 










-COQORPORATION 
P.O. Box 7205 
Phone Windsor 3-4431 
OKLAHOMA CITY 














PLUG HOLDING SOCKETS—With the re- 
designed neoprene insert No. 5026RA, 
Proto spark plug holding sockets are said 
to hold all types of plugs. The new insert 
has special grooves that grip all brass tips 
as well as porcelain bodies. The sockets, 
in either ¥% or Y-inch drive have a hex 
opening of 12/16-inch. They are hot- 
broached in special alloy steel, polished, 
and chromium plated with heavy knurling 
on the body for positive finger grip, it is 
said. A special feature is said to be the 
hex base so that the sockets can be turned 
with a standard end wrench as well as 
with the correct ratchet or hinge-handle. 
Proto Tool Co., 2209 Santa Fe Ave., Los 
Angeles 54, Calif. 


* * 





AIR IMPACT WRENCH—Albertson & Co., 
Inc., Sioux City 2, la., has announced a 
Sioux heavy duty, one-inch square drive 
No. 482 air impact wrench. The unit fea- 
tures an improved air motor and housing 
coupled with an impact mechanism of ad- 
vanced design, it is said. Air entry is 
through a -inch inlet. The housing is 
said to assure free air flow with minimum 
restriction. With more air moving at higher 
speeds the wrench accelerates rapidly for 
faster rundown. The reversing valve with 
related volume control for right hand 
operation is said to be leakproof and pro- 
tected. Bails provide for horizontal or ver- 
tical suspension. An auxiliary, adjustable 
handle can be moved to four positions. 

.:- 2 .* 





LITTER BASKET—MoPar Division, Chrys- 
ler Motors Corp., P. O. Box 1718, Detroit 
31, Mich., has announced the universal 
litter basket. This basket helps to keep 
the car interior and highways clean—and 
serves many other useful purposes. It pro- 
vides an ideal storage space for items 
such as road maps, sun glasses, flashlight, 
smokers’ articles, etc. It is waterproof, stain- 
less and made of durable plastic. It can 
be placed in any position that is most 
convenient for driver and passengers. Be- 
cause of its heavily-weighted flexible non- 
skid base, it clings to the floor or seat and 
stays in place during normal driving, it is 
said. 

6  s 


Metal Reconditioners 


Three chemical specialties to re- 
condition metals have been devel- 
oped by Kane Chemical Corp., Am- 
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NEW PROD 


bler, Pa, They are being marketed 
under the trade names of K 7-11 


| Rust Remover, K 7-11 Copper and 


Brass Cleaner and K 7-11 White 
Rust Remover. 





three- 
Gunk 
Ave., 
clean- 


POWER CLEANING GUN —The 
phase power gun announced by 
Laboratories, Inc., 630 N. Harlem 
River Forest, Ill., is said to permit 
ing of motors and all types of fleet equip- 
ment with Gunk Super Concentrate. The 
air-operated gun is said to perform three 
functions—applies—rinses—and dries. The 


power gun is said to perform best 100 


and 150 pounds per square inch and is 
practical for use with air compressors of 
three horsepower or more. The unit can 
be used without harming painted surfaces 


or ignition systems, it is said. 
co. * 








SPRAY BOOTH—An automatic dry spray 
booth that is said to collect paint overspray 
on a disposable curtain has been announc- 
ed by Binks Mfg. Co., 3114 Carroll Ave., 
Chicago 12, Ill. Called the ‘‘Dispo"’ booth, 
it collects paint overspray on a cloth cur- 
tain mounted in the booth where filters 
are normally installed. The cloth is mounted 
on rollers so that it can be rotated when 
the exposed area is saturated with paint 
particles. This design eliminates the need 
for pumps, piping, water, water treatment, 
sewer connections, and booth and stack 


cleaning, it is claimed. 
* * ak 





FIRE EXTINGUISHER—This counter dis- 
play-carton is now available with Kidde’s 
2%-pound pressurized dry chemical ex- 
tinguisher. Closed, the carton measures 
3%, by 3% by 14 inches. With the display 
flap up, its overall height is 2034 inches. 
Industrial and Marine Division, Walter 
Kidde & Co., Inc., Belleville 9, N. J. 








P78 


P44, 


4 BODY PANELS—A series of body re- 


placement panels for 1955-56 Dodge mod- 
els has been announced by the Schofield 
Mfg. Co., 1140-1 E. 222nd St., Cleveland 
17, O. According to the manufacturer, 
these three panels simplify the repair of 
Dodge rear fenders by providing precision 
die-formed facsimile of the damaged sec- 
tion. The panels, available in right and 
left hand models, are: P-748 lower front 
section of the rear fender for 1955-56 
Dodge two-door models; P-752 lower center 
section of 1955 Dodge rear fenders, all 
models; P-751 lower rear section of 1955 


Dodge rear fenders, all models. 
* + Ea 





WRENCH SET—Hunter Engineering Co., 
Hunter Ave and Ladue Rd., St. Louis 24, 
Mo., has announced the Hunter L6-S ball- 
joint suspension socket and wrench set for 
servicing ball-joints and making caster and 
camber adjustments on deep-set adjust- 
ment-setting points. The set includes two 
sockets for removing and installing ball- 
joints on Chrysler Corp.-built cars, and 
four wrenches for adjusting caster and 
camber on Ford, Mercury, Lincoln and Ram- 
bler ball-joint suspensions. The wrenches 
are made of farged-steel, and are quar- 
anteed against breakage. 

ee ee 





CAR BADGES—4J. R. Gaunt & Son, lLtd.. 
British manufacturers and craftsmen in 
metal, has announced a line of sports-car 
badges and badge bars through Gaunt- 
USA Import Division, 4600 York Rd., Balti- 
more 12, Md. More than 360 titles repre- 
senting various nations, regiments and as- 
sociations, designed in vitreous enamel 
over heavily chromed brass, make up the 
line. 





VACUUM CLEANER — Pullman Vacuum 
Cleaner Corp., 25 Buick St., Boston, Mass., 
has announced the Vacmobile model JB 
55 AV. This cleaner is designed for con- 
tinuous duty and features a by-pass type 
motor, which is said to be immune to dam- 
age or overheating caused by hose block- 
age or water vapor. Suitable for wet or 
dry pickup, the unit comes with standard 
tools and accessories, including a crush- 


resistant neoprene hose. 
‘2-8 


Liquid Glaze Creame 
Super Liquid Glaze Creame, de- 
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UCTS 


veloped to provide a treatment : 


the new “acrylic lacquers” and 
“super enamels” on ’61 cars, is 
available from Liquid Glaze, Inc., 
704 Sheridan St., Lansing, Mich, 


* * * 
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CAR STARTER—The Exide Sure-Starter, 
model ES-10, an emergency car starting 
unit, is designed for six and 12-volt ve- 
hicles, The unit features a detachable six- 
foot cord that plugs into standard 110/115- 
volt, 60-cycle outlet; a built-in three am- 
pere, 12-volt charger; nine-foot rubber in- 
sulated starting cables; 15-foot remote 
solenoid actuator, and a separate hold- 
down base for rigid mounting to service 
truck. Automotive Division, Electric Stor- 


age Battery Co., Cleveland 1, O. 
ae ee 


ROCKER ARM SHAFT—Improved Bulidog 
rocker arm shafts, especially hardened for 
longer life and packaged in kit sets, have 
been announced by Jambor Tool and 
Stamping Co., 3063 N. 30th St., Milwaukee 
10, Wis. Jambor is tooling up to cover 
90 percent of all makes and models of 
engines with each kit containing all parts, 
as required, such as plugs, springs, wash- 
ers, studs and bolts to go with the shafts. 


* * * 





SHIFT CONVERSION KiT—Ansen Auto- 
motive Engineering, 6317 S. Normandie 
Ave., Los Angeles 44, Calif., has announced 
the Ansen Posi-Shift Hydro Conversion Kit 
for Ford-O-Matic and Powerglide trans- 
missions. The unit changes shifting from 


the column to the floor. 
* * + 





SERVICE JACKS — Hein-Werner Corp., 
Waukesha, Wis., has introduced a line of 
service jacks. Known as Swift-Lifts, these 
jacks are offered in capacities up to 10 
tons, including popular two and four-ton 
models. The jacks lift up to 26 inches to 
give mechanics more lifting height, it is 
said. Wheels are enclosed by functional, 
shaped channels and the chassis is long, 
low, and flat. Length is extended for eas- 
ier positioning and more width has been 
designed into these jacks for extra stabil- 
ity, it is claimed. 





CABINET BENCH—This portable cabinet 
bench, designed for convenient on-the-spot 
maintenance and repair work, has been 
announced by Bay Products, Inc., 1801 W. 
Cambria St., Philadelphia 32, Pa. Top sur- 
face is extra heavy steel on which a vise 
or small machine can be mounted. Lower 
cabinet is 36 by 24 by 28 inches high, 
with adjustable center shelf. Double swing- 


ing doors with locking handle protect 
equipment stored inside. Entire unit is 
mounted on ball bearing swivel casters 


with wheel brakes so that it can be easily 
moved wherever required and then locked 
in position. Entire unit is finished in very 
durable gray baked enamel and is 36 by 


24 by 38 inches high overall. 
es 





CARRIER—Space-Van Co., Marshalltown, 
la., has announced an aerodynamic design 
in cartop carriers. The Space-Van carrier 
is manufactured of aluminum, is water- 
proof, dustproof, theftproof, and rustproof, 
it is claimed. Space-Van offers a carrier 
with drip rail mounting rack, embossed 
aluminum sheeting that wraps around 
with only one seam, and features the triple 
lock system. Available in three models 
five, six, and seven feet, Space-Van is 16 
inches high and three feet wide. It will 
handle up to 600 pounds and weighs 39 
pounds, it is said. 


eer 





EMERGENCY SWITCH—Long-used as a 
safety device on trucks, the Pathfinder 
Hazard-Warning Emergency Converter 
Switch has been designed by Auto Lamp 
Mfg. Co., 2909 S. Indiana Ave., Chicago 
16, IIl., for car use. The switch continually 
and simultaneously flashes all four car 
directional lights on and off. The blinking 
lights serve as hazard-warning signals 
when car is disabled or forced to stop on 
highways at night, it is said. The compact 
little Pathfinder unit mounts on any car 
dash. It can flash up to six lights at once, 
without changing any of the lighting units. 

ee ae 


BALL JOINT—Moog Industries, Inc., 6567 
Wells Ave., St. Lovis 14, Mo., has an- 
nounced the K-501 adjustable lower ball- 
joint for 1958-59-60 Buicks. K-501 is said 
to be the answer to wobbly steering, wheel 
shimmy and tire wear caused by excessive 
looseness. In addition to K-501, Moog ad- 
justable ball-joints are available for Ford, 
Chrysler, Pontiac, Cadillac and Chevrolet 
cars. 
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~ NOWHERE 
ELSE 


in the United States 
can you reach 


OUT OF 
10 


newspaper readers in 
a rich, million-plus 
metropolitan area 
with one newspaper 
at one low cost. 


ONLY IN 
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Only eight U.S. cities 
have a bigger daily pa- 
per than The Journal. 
And in none of these 
big markets can you 
get such complete one- 
paper coverage. 

When picking big 
newspaper markets re- 
member the best buy in 
buy-lines... 
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MILWAUKEE 
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375,950 daily — 513,647 Sunday 


Member of Million Market Newspapers, inc. 
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Dump Body Offered— 


A dump-body is a factory-mounted op- 
tion for International's C-130 truck. Rated 
up to 8,800 pounds gross vehicle weight, 
the C-130 has I-beam front suspension and 
channel steel frame. Wheelbases range 
from 122 to 140 inches, and a 155-horse- 
power V-8 engine is standard. Also avail- 


able are a larger V-8 and three sixes. 
bine a 


International 


TTMA. Announces 
Speakers for 
Florida Parley 


WASHINGTON.—Trailer builders 
and component suppliers of the 
Truck Trailer Manufacturers Assn. 
will convene Jan. 29-Feb. 1 for their 
20th annual convention at the 
Hollywood Beach Hotel, Hollywood, 
Fla. 

An engineering session will be 
moderated by TTMA Engineering 
Committee Chairman Keith W. 
Tantlinger, vice-president, manu- 
facturing and engineering, Frue- 
hauf Trailer Co. 

Keynote speaker for the opening 
general session will be President 
John J, Gill of the American 
Trucking Assns, 

R. A. Hammond, Elastomer 
chemicals department, E, I, duPont 
de Nemours & Co., will address a 
general session on rigid urethane 
foams for trailer insulation. 

Robert C. Uecke, Trailmobile, 
Inc., will present an address on 
regulation and national transporta- 
tion policy, and T. Armlon Leonard, 
president of Leonard Bros, Trans- 
fer & Storage, Inc., will speak on 
the heavy-specialized carrier indus- 
try. 





Seout Enters 


Compact-Truck Market 


(Continued from Page 14) 


systems, new emergency brake and 
transmission controls and restyled 
Travelall bodies and six-man Trav- 
elette cabs. 


* * * 
TT Travelall station wagon now 
has four doors. A fold-down 

* * * 


bend 





Ready to Roll— 


International Harvester envisions a wide 
variety of family, commercial, sporting and 


agricultural uses for its new Scout. Full- 
length wheel housings provide additional 
seating in the rear. The two-wheel-drive 
model is priced at $1,750.84, including 
federal tax and assembly-handling charges. 
The four-wheel-drive unit is $2,128.84. 


58 Vehicle Makes 
To Be Exhibited 
At Chicago Show 


CHICAGO.—Fifty-eight makes of 
cars and trucks, four under last 
year’s record 62, will be on display 
at the 53rd annual Chicago Auto- 
mobile Show at the city’s new Mc- 
Cormick Place Feb, 18-26, 

More than 400 vehicles will be 
exhibited in the $20 million exposi- 
tion, representing 25 domestic 
makes, six trucks and 27 imports. 

The domestic entries include 
Buick, Buick Special, Cadillac, 
Checker, Chevrolet, Corvair, Chrys- 
ler, Valiant, Dodge, Lancer, Ford, 
Falcon, Imperial, Lincoln, Mercury, 
Comet, Oldsmobile, Oldsmobile 
F-85, Plymouth, Pontiac, Tempest, 
Rambler and Studebaker Hawk 
and Lark. 

The trucks are Chevrolet, Dodge, 
Ford, International Harvester, Stu- 
debaker and Willys. 

The imported cars include Am- 
phicar, Arnolt-Bristol, Austin 8650, 
Austin-Healey, Citroen, Daimler, 
DKW, English Ford, Ferrari, Fiat, 
Hillman, Humber, Jaguar, Mer- 
cedes-Benz, Metropolitan, MG, 
Morris, Opel, Peugeot, Renault, 
Saab, Simca, Singer, Sunbeam, 
Toyota and Triumph. 

Amphicar and the British-built 
Daimler are making their first ap- 
pearance in the Chicago show. No 
Volvo, Vauxhall or Volkswagen ex- 
hibits have been scheduled. 


second seat and tailgate with elec- 
trically operated rear window are 
standard on Custom models and a 
third seat is optional. 

The Standard model is equipped 
with front seat only and has two 
side-hinged rear doors. Cargo ca- 
pacity is 124 cubic feet. Travelalls 
are available in the C-100, C-110, 
C-120 and C-120 (4x4) series. 

The Travelette is a six-passen- 
ger four-door with a six-foot 
pickup body. The cab is 5% 
inches longer, which increases 
legroom in the second seat, The 
Bonus-Load pickup body now is 
offered in six-foot length for the 
Travelette. 

The standard engine for the en- 
tire C-line is the International 

V-266 V-8 which is rated at 155 
horsepower. An optional V-8 is the 
193-horsepower V-304 

Six-cylinder choices are BD en- 
gines in 220- and 240-cubic-inch ca- 
pacities with horsepower ratings 
of 113 and 141, respectively, The 
BD-240 also is offered as an LPG 
unit. 


Ore. Independents 


Open Drive for 


Public Confidence 


PORTLAND, Ore.— The Oregon 
Independent Automobile Dealers 
Assn. has embarked upon a cam- 
paign to increase public confidence 
in used-car dealers, 

Their first effort was an open let- 
ter to Gov. Mark Hatfield, with 
copies to legislators, the press and 
all state officials concerned with 
motor vehicles, urging greater en- 
forcement of Oregon motor vehicle 
laws. 


The licensed and bonded used- 
car dealers want to eliminate the 
impression that used-car dealers 
are “wheeling, dealing sharpies 
ready to hoodwink any pilgrim 
who wanders by.” 

The initial letter states that two 
key areas need greater attention: 
The transfer of titles and the li- 
censing of dealers. 

The association reports that some 
20 percent of the titles for cars 
bought and sold are not trans- 
ferred. 

This is resulting in a loss of rev- 
enue for the state of about $600 a 
day in title transfer charges, is 
making it difficult to determine 
ownership of cars involved in acci- 
dents and is resulting in lost fines 
by cities unable to trace true own- 
ership of about 20 percent of cars 
parked overtime, according to 
OIADA. 

The association recommends a 
law to make the seller of a vehicle 
responsible for legal transfer of 
title. 
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GREY IRON? GASTINGS 


ONE OF THE NATION'S 
LARGEST©-AND MOST MODERN 
PRODUCTION FOUNDRIES 


eT: WHELAND COMPANY 
FOUNDRY EDIVISION 
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“STRONG IDENTIFICATION AT LOW COST” ... that’s what dealers 
say about Childers Carports with colorful Panorama trim. Big sign letters 
are easily attached to the smart front panel. Save the expense of a separate 
sign! Sheltered cars stay sparkling clean, and gay night lighting attracts 
extra customers. Read bow Childers Carports pay for themselves by reduc- 


ing display costs. See Page 23. 


CHOICE DISTRIBUTORSHIPS AVAILABLE! 
POWERFUL, ECONOMICAL 





PN eaten. @:\ 


AIR CONDITIONER FOR ALI 


COMPACTS 







Though small and conserva- 
tive to preserve precious leg 
room in American-made com- 
pacts, foreign and sports cars, 
this COMPACT ARTIC-KAR 
delivers abundant instantan- | 
eous cooling for sustained 
luxurious travel comfort the 
hottest days, both in labo- 
rious city traffic and on the ~~ 
highway. 


... plus a line of ARTIC-KAR units for all 
standard-size makes and models of cars... 


Beautiful additions to all ‘61 and most 
earlier passenger cars, convertibles, sta- 
tion wagons and pickups, FUTURA and 
NORTH-STAR models further add to the 
comprehensive range of ARTIC-KAR auto 
air conditioners for every«purse and 
purpose. 

Average installation time (even in older 
model cors) just 4 hours. 

Obviously the best deal for vendors and 
buyers alike! 


Will be NATIONALLY ADVERTISED 





anno FUTURA 





OL eee INC. . . in early summer issues of LIFE . 
3333 E. Kiest Bivd. - Dallas 3, ee LOOK . SATURDAY EVENING POST 
phone WH 8- 7126 . . FAX FD DK . HOLIDAY ce 0 GRE «a's COSMO- 


Cable ARTIC- KAR, Dollas POLITAN. Finest dealer assists ‘ovailabiel 


In Our 12th Year of Auto Air Conditioning Design and Production 

















| COMPANY. 
| INDIVIDUA cere ten > | 
| TPE OF Fi se i 
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VISIT US AT BOOTHS 201-202, NADA, SAN FRANCISCO 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Charlotte, N. C. 


Registrations in Mecklenburg 
County (Charlotte), N. C., totalled 
969 new cars and 75 new trucks 
during November. 

New-car registrations included: 
Chevrolet, 213; Ford, 202; Falcon, 
101; Corvair, 63; Pontiac, 60; 
Rambler, 55; Buick, 48; Oldsmo- 
bile, 42; Dodge, 25; Comet, 21; 
Cadillac, 19; Plymouth, 19; Val- 
iant, 15; Chrysler, 10; Mercury, 8; 
Studebaker, 7; DeSoto, 3; Lincoln, 
3; Imperial, 1, and miscellaneous, 
54. 

New-truck registrations were: 
Chevrolet, 26; Ford, 22; Interna- 
tional, 12; GMC, 5; Willys, 3; Dodge, 


1, and miscellaneous, 6. 
ecw 


Milwaukee 

A total of 3,997 new cars, includ- 
ing 488 imports, was sold in Mil- 
waukee County in November, com- 
pared with 3,421 a month earlier. 

By makes, registrations were: 

Chevrolet, 896; Ford, 623; Ram- 

bler, 421; Volkswagen, 306; Pon- 

tiac, 279, Oldsmobile, 264; Buick, 

250; Falcon, 167; Comet, 134; 

Dodge, 121; Cadillac, 100; Mer- 

cury, 100; Plymouth, 93; Valiant, 

73; Corvair, 64; F-85, 55; Lancer, 
48, and Studebaker, 47. 

Renault, 31; Chrysler, 25; Tri- 
umph, 24; Willys, 24; Tempest, 21; 
Mercedes-Benz, 15; Opel, 13; Volvo, 
12; Imperial, 10; Saab, 10; DeSoto, 
9; Fiat, 9; Jaguar, 7; Special, 7; 
Metropolitan, 6; MG, 6; Sunbeam, 
6; Taunus, 6; Austin, 5; Lincoln, 
5; Vauxhall, 5; Morris, 4; Simca, 4; 
Hillman, 3; Peugeot, 3; Borgward, 
2; DKW, 2; Isetta, 2; Toyopet, 2, 
and miscellaneous, 9. 

—-JouHN E, Huse 
* * * 


Louisville 

A total of 1,203, new cars were 
sold in Louisville in December, 
compared with 1,649 the previous 
month. 

The 12-month total was 20,490, 
compared with 19,608 the previous 
year and second only to 1955’s rec- 
ord 25,668. 

Imported-car sales during 1960 
declined by one-third, falling to 958 
from 1,436 the previous year. 

By makes, December registra- 
tions were: Chevrolet, 349; Ford, 

347; Pontiac, 85; Oldsmobile, 79; 
Plymouth, 78; Buick, 48; Ram- 
bler, 48; Comet, 32; Mercury, 27; 
Dodge, 26; Cadillac, 25; Volks- 
wagen, 16; Studebaker, 12; 
Chrysler, 5; Fiat, 4; Lincoln, 4; 
Morris, 3; Saab, 3; DeSoto, 2; 
Sunbeam, 2; Metropolitan, 2; Im- 
perial, 1, and miscellaneous, 5, 
New-truck registrations number- 

ed 110 in December, compared with 
130 the previous month. The full 
year accounted for 2,066 registra- 
tions, compared with 2,247 a year 
earlier. 


By makes, December registra- 








Texas Ad Pact— 


Richard E. Forbes, seated, advertising- 
sales promotion director, Chrysler Corp., 
signs the first automotive contract with the 
new Texas Newspaper group. Standing, 
from left, are Edwin Charney, Detroit man- 
ager, Branham Co.; Richard A. Olmsted, 
Branham representative, and E. P. Heorodt, 
manager central media dept., Chrysler 
Corp. The Texas Newspaper Group is com- 
prised of Beaumont Enterprise-Journal, Dal- 
las Times Herald, Houston Chronicle, San 
Antonio Express & News, Corpus Christi 
Caller-Times, El Paso Herald-Post Times 
and Fort Worth Star-Telegram. 


tions were: Ford, 47; Chevrolet, 40; 
International, 9; GMC, 8; Volks- 
wagen, 2; White, 1, and miscellane- 
ous, 3. 

—A, W. WILLIAMS 


* * * 


Washington, D. C. 


New-car registrations in the Na- 
tional Capital area totalled 1,618 
in December, compared with 1,890 
a month earlier and 1,592 a year 
earlier. 

For the full year, the total was 
23,583 in 1960 and 21,253 in 1959. 

By makes, December registra- 
tions were: Chevrolet, 272; Ford, 
254; Plymouth, 108; Falcon, 88; 
Rambler, 85; Pontiac, 79; Olds- 
mobile, 76; Corvair, 73; Cadillac, 
60; Valiant, 57; Volkswagen, 55; 
Dodge, 50; Comet, 47; Mercury, 
38; Buick, 37; Chrysler, 33; Tem- 
pest, 31; Lancer, 24; Studebaker, 
24; F-85, 20; Special, 14; Mer- 
cedes-Benz, 12; English Ford, 11; 
Lincoln, 11; Renault, 8; Fiat, 7; 
Austin-Healey, 6; Imperial, 5; 
Metropolitan, 5; Triumph, 5; 
Peugeot, 3; Volvo, 3; Jaguar, 2; 
Morris, 2; Opel, 2, and miscel- 
laneous, 11. 

New-truck registrations totalled 
92 in December—lowest monthly 
total of the year—compared with 
126 the previous month, For the 12 
months, the total was 1,975 in 1960 
and 2,042 in 1959. 

By makes, December registra- 
tions were: Chevrolet, 38; Ford, 17; 
GMC, 12; International, 9; Dodge, 
6; Divco, 2; Willys, 2; Mack, 1, 


and miscellaneous, 5, 
» *¢ *& 


San Antonio 

New-car registrations in San 
Antonio and Bexar County in De- 
cember totalled 1,271, continuing a 
downward fall trend and disap- 
pointing the dealers. A month ear- 
lier, the count had been 1,346. 

By makes, December registra- 
tions were: Chevrolet, 387; Ford, 
349; Buick, 80; Rambler, 78; 
Pontiac, 70; Oldsmobile, 69; 
Comet, 55; Dodge, 46; Plymouth, 
43; Cadillac, 32; Mercury, 23; 
Chrysler, 11; Imperial, 6; Volvo, 
6; Opel, 5; Austin-Healey, 3; De- 
Soto, 2; Simca, 2, and miscellane- 
ous, 4, 

New-truck registrations number- 
ed 147 in December, compared with 
156 a month earlier, By makes, 
they were: Chevrolet, 62; Ford, 44; 
International, 25; Willys, 6; GMC, 
5; Dodge, 3, and White, 2. 

—J. H. Reep 
« o * 


New Orleans 

Registrations of new carg in 
New Orleans for December num- 
bered 1,881, compared with 1,501 in 

November and 2,116 for the like pe- 
riod of last year. 

Truck sales in December 
amounted to 143 against 154 in No- 
vember and 181 for the correspond- 
ing period of last year. 

New-car registrations by 
makes were: Chevrolet, 525; 
Ford, 278; Falcon, 137; Oldsmo- 
bile, 133; Pontiac, 101; Volkswag- 
en, 99; Corvair, 80; Rambler, 90; 
Buick, 75; Comet, 58; Mercury, 
48; Cadillac, 40; Dodge, 34; 
Plymouth, 33; Valiant, 27; Stude- 
baker, 26; Tempest, 20; Chrysler, 
17; Lincoln, 9; Imperial, 6; De- 
Soto, 6; Vauxhall, 7; Mercedes- 
Benz, 6; Metropolitan, 4; Fiat, 3; 
Jaguar, 2; GM, 3; Volvo, 2; Aus- 
tin, 2; English Ford, 2; Hillman, 
2, and DKW, 1. 

Truck sales by makes were: 
Ford, 62; Chevrolet, 50; GMC, 8; 
International, 11; Mack, 2, and 
Dodge, 1. 

—Gorvon HEBERT 


* * * 


Los Angeles 
There were 24,016 new cars regis- 
tered in Los Angeles County in 
November, compared with 24,037 a 
month earlier, according to figures 
compiled by Donnelley’s Motor Re- 
corder of California. 

New-truck registrations, mean- 
while, declined to 2,241 from 2,504. 
By makes, new-car registrations 
were: Chevrolet, 3,863; Ford, 3,- 
701; Falcon, 2,296; Corvair, 1,939; 
Rambler, 1,402; Comet, 1,165; 
Oldsmobile, 964; Pontiac, 873; 
Valiant, 805; Dodge, 690; Cadillac, 


677; Buick, 650; Mercury, 638; 
Plymouth, 578; Volkswagen, 515; 
F-85, 450, and Lancer, 433, 

Special, 317; Studebaker, 309; 
Chrysler, 260; Tempest, 171; Re- 
nault, 153; Austin-Healey, 100; Im- 
perial, 93; Fiat, 86; Hillman, 74; 
Lincoln, 74; Triumph, 70; MG, 67; 
Volvo, 64; Mercedes-Benz, 51; Sim- 
ca, 43; Jaguar, 39; Taunus, 35; 
Metropolitan, 31; Opel, 29; Peugeot, 
29, and Sunbeam, 28, 

English Ford, 24; Lloyd, 24; Mor- 
ris, 22; NSU, 19; Austin, 17; Porsche, 
15; Singer, 15; Panhard, 11; Vaux- 
hall, 11; Citroen, 9; Borgward, 8; 
DKW, 8; Alfa Romeo, 7; Vespa, 7; 
Fiat Abarth, 6; BMW, 5; DeSoto, 5; 
Morgan, 4; Skoda, 4; Toyopet, 4; 
Humber, 3; Moretti, 3; Rolls-Royce, 
3; Aston Martin, 2; Daimler, 2; 
Facel Vega, 2; Lancia, 2; Lotus, 
2; Rover, 2, and miscellaneous, 8. 

Truck registrations by makes 
were: Chevrolet, 969; Ford, 637; 
International, 176, GMC, 163; 
Dodge, 89; Volkswagen, 46; Willys, 
43; White, 22; Lloyd, 19; Kenworth, 
16; Peterbilt, 9; Diveo, 8; Stude- 
baker, 8; English Ford, 5; Diamond 
T, 4; Renault, 4; FWD, 3; Mack, 
3; Seagrave, 2; Toyota, 2; Commer, 
1; Datsun, 1, and miscellaneous, 11. 

—WILLIAM CARROLL 


Current 





The following prices include the sug- 
gested base factory lst prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816. 


LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Inviecta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 
CADILLAC—Series 62—4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 
CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 


$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 


Sport Wagon, $2,651. 
(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 


—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 


dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat. wag., $3,- 
622. Windsor — 4-dr, sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303, New 
Yorker—4-dr, sed., $4,123; 4-dr, hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr, sed., 
$1,998; 2-dr. 2-seat stat, wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,353, 

DeSOTO—4-dr. hardtop, $3,167; 2-dr. 
hardtop, $3,102. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 
wag., $2,354. 770 Series—4-dr. sed., $2,- 
137; 2-dr. hardtop, $2,164; 4-dr. 2-seat 
stat. wag., $2,449. 

Dart— (Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed,, $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 


stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 


4-dr, 3-seat stat. wag., $2,892. Phoenix— 
$2,595; 4-dr. hardtop, $2,677; 


4-dr. sed., 

2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 — 4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 


$3,294; 4-dr. 3-seat stat. wag., $3,409. 
FORD—Faicon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat. wag., $2,- 
225; 4-dr. 2-seat stat, wag., $2,268, 
(The following prices are for six-cylinder 
models. 


















































For V-8s, add $116.) Fairlane— 


Utah Dealers Elect— 

New officers of the Utah Automobile Dealers Assn., elected at the association's con- 
vention in Salt Lake City, are from left, Dean A. Anderson, Provo, first vice-president; 
Finley F. Wilkinson, Bountiful, second vice-president, and Richard C. Freed, Salt Lake 
City, president. Harold C. Holley, right, is the outgoing president. Other officers 
include Ed Givan, Provo, third vice-president; Eugene Harvey, American Fork, secre- 
| tary, and H. N. Hayes, Salt Lake City, treasurer. 


Prices on U. S. Cars 


$2,941; 2-dr, hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr, 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr, 2-seat stat, wag., $2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 


4-dr, sed., $2,315; 2-dr. sed., $2,261. Fair-| hardtop, 


lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxle—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr. sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


























MERCURY—(Meteor 600 and Meteor 800| sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
prices are for six-cylinder models, For! stat. wag., $2,327. V-200—4-dr. sed., $2,- 
V-8s, add $116.) Meteor 600—4-dr. sed.,/ 110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 


stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr, 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr, hardtop, $2,656; 2-dr. hardtop, §$2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth \V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr. 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 

PONTIAC—Tempest—4-dr. sed., $2,167; 
4-dr. 2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr, hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, §$3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat, wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr, sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat. wag., 
$2,295; 4-dr. 2-seat stat, wag., $2,344. 

Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr. sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 5-dr. 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr, 2- 
seat stat, wag., $2,717; 5-dr, 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr. sed., $2,512; 4-dr, 2-seat stat. wag., 
$2,816; 5-dr, 3-seat stat. wag., $2,941, 

Ambassador—Super V-8—4-dr. sed., $2,- 
537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat, waé., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag. 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-df. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr, hardtop, $2,378; CONV.» 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. 
V-8—Sport coupe, $2,650. 

WILLYS—Jeep—2-dr, 2-seat stat. Was: 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag 
(6-cyl.), $2,343.57. (Both are two-wW! 
drive models.) 


$2,471; 2-dr. sed., $2,417. Meteor 800 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 


Seattle Dealer 
Displays New Cars 


In Service Center 


SEATTLE. — “Modern merchan- 
dising is a tremendous challenge 
these days, and to keep abreast or 
plan ahead in auto selling is the 
biggest job we have,” said Frank 
L. Hawkins, president of the down- 
town Buick dealership which he 
heads. 

Hawkins announced what he 
called a completely new display 
approach to auto selling. 

“We have found that Seattle peo- 
ple are busy people. They rarely 
take the time to drive to a new- 
car dealership, park their cars and 
then go in to see the new models, 
yet we find that they take good 
care of their cars. 

“Recognizing this, we decided to 
take the showroom to the customer 
by placing it in our service center, 
where the owners are frequent vis- 
itors.” 

He explained that the overhead 
in the firm’s extra-large showroom 
on Westlake Ave. runs to more 
than $800 a month. Overhead in 
the new facility will cost only about 
$200 a month, he added. 

“We know that today’s new-car 
buyer is a shrewd shopper,” Haw- 
kins continued. “We have actually 
lost sales to the farflung community 
dealerships that have been able to 
hold operational costs lower than 
ours.” 

An unusual feature of the new 
facility is that a new-car buyer can 
drive through the service entrance, 
have his car parked for him and 
returned when he is ready to 
leave, 
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Independents Convene .. . 
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Wage, Finance Bills 
Opposed by NIADA 


(Continued from Page 1) 


simple annual interest “unwork- 
able, impractical and not needed.” 

Finance rates already are con- 
trolled in more than 30 states and 
are “basically a matter for state 
and local regulation,” the resolu- 
tion said. 

+ * oa 
paces proposal to cover retail and 
service establishments with min- 
imum-wage and maximum-hours 
laws, NIADA warned, would force 
many such places out of business 
because of the economic burden. 

Moreover, this resolution de- 
clared, “the administrative bur- 
den of complying with such re- 
quirements would be too heavy 
for many small businesses.” 

Other 1961 officers of NIADA 
are: 

Vice-presidents: Jerry Leeds, 
Evansville, Ind.; Earl Meyer, Ever- 
ett, Wash.; Stanford M. Chizzick, 
Denver; James P. Coates, Norfolk, 
Va., and John W. Boozer, Tusca~- 
loosa, Ala. Secretary, Mark Dur- 
schlag, Cleveland; treasurer, Wen- 
dell Anderson, Sacramento, Calif. 

Rogers and Joseph C. Briley, 
guest speaker and president of the 
National Auto Auction Assn., both 
forecast improved used-car busi- 
ness this year. They disagreed a 
bit on the timing of the upturn. 

+ 


OGERS said used-car dealers 

should begin to prosper in two 
or three months “when the com- 
pacts show up more on the lots 
and lift the appeal of: the late- 
model stuff.” He explained that the 
compacts, as new ’60s, hurt late- 
model used cars but that as used 
60s and ’61s, the compacts will 
have a reverse effect. 

Briley said his Chicago auction 
attracted buyers from all sections 
of the country, “even back East,” 
at its first post-holiday sale Jan. 5. 

“Maybe those people voted for 
Kennedy or simply like the way 
he’s operating,” Briley told 
NIADA, “but all the auctions are 
getting big turnouts of buyers 
this month. The bust is over at 
wholesale.” 

NIADA’s national speaker was 
another key auto figure from Wash- 
ington—Antitrust Chief Robert A. 
Bicks. Last year Federal Trade 
Commission Chairman Earl Kint- 
ner was the top speaker. 

~ 


ICKS, who stepped out of office 

with the induction Friday of 
the Kennedy Administration, dis- 
closed that one of his last acts as 
chief trustbuster was to authorize 
an inquiry into duPont’s leadership 
in the plastics field. 

He asserted that duPont’s role as 
a plastics supplier could become 
monopolistic if predictions of the 
material’s future in new-car usage 
are borne out. 

Bicks told NIADA that he 
would never have approved the 
consent decree under which Gen- 
eral Motors was allowed to keep 
General Motors Acceptance Corp. 
as a subsidiary. The finance bus- 

iness would be better off with 
full divestiture of loan offshoots 
from vehicle-producing compa- 
nies, he said. 

The youthful attorney, a bane to 
many industries because of his 
antitrust efforts, said he had been 
asked to stay on by President Ken- 
nedy but had decided to enter pri- 

vate law practice in New York. 

Bicks declined to comment on the 
outlook for the investigations of 
GM practices in New York and the 

Volkswagen distribution lawsuit in 


New Jersey. 
es 


* 
At A precedent-shattering panel 
on business-management prac- 
tices, three independent operators 
described techniques usually identi- 
fied more with new-car dealerships, 
The panelists and their recommen- 

dations were: 

1. Phil Shupe, Norristown, Pa., 
outlined his 10,000-mile warranty 
Plan for used cars. As a “break- 
even public relations builder,” 
Shupe’s warranties have boosted 
both business and goodwill without 
pay decrease in dealership reve- 

es, 


2. James C. Downing, Atlanta im- 












































port dealer and independent, de- 
tailed the advantages of recourse 
paper. He warned of the lack of 
control with nonrecourse notes, 
combined with the inability to know 
from day to day whether various 
credit risks will be acceptable to 
lending institutions. 

3. A. H, Schwartz, Pittsburgh, 
NIADA chairman and 1959 presi- 
dent, described his system of daily 
operating profit reports, salesmens’ 
performance records and a profit- 
sharing pension plan. 

Charging $40 for a warranty on 
any ’58-’61 car, Shupe reported that 
last year he cleared $17,723 on sales 
of 443 policies, Claims cost $10,481, 
leaving more than $7,200 in the 
warranty fund. 

A ” oe 
HUPE advised that, as he did, 
dealers build up their warranty 
funds slowly. He counted $1,200 in 
his warranty account before the 
first claim and $2,000 before the 
second. He opened the door to cov- 
erage of cars back to ’58 when the 

account reached $6,000. 

“It’s next to impossible to get 
the $40 on a cash sale,” he explain- 
ed, “but time buyers are easy to 





Me 
A. H. Schwartz 





J. C. Downing 


sell because it costs them only a lit- 
tle more than $1 a month. At first, 
I funded the warranty account from 
my dealer account, getting extra 
money from my loan sources. 

“They were dubious at first, 
but we have not had a warranty 
repossession in the two years the 
plan has operated. Moreover, I 
hired a customer-relationgs man 
in December, 1959, whom I paid 
$125 a week to follow through on 
warranty claims, arrange for 
loaners and place repair work.” 

Being a Philadelphia suburb, 
Norristown is conducive to the 
10,000-mile limit on Shupe’s policies 
in that its commuter cars are driv- 
en twice as much as vehicles of 
city-dwellers. Thus, according to 
Shupe, his “top exposure” of cars 
under the warranty umbrella never 
exceeds 250 cars at any one time 
and over half of the warranted 
units reach the 10,000 miles within 
six months. 

Shupe’s plan is helpful to new- 
car dealers in Norristown because 
he gives them most warranty work 
on units of their make. He keeps 
only two mechanics, who do not 
work on the warranty claims, 


Lenders Asking 


Recourse Paper 


On Import Cars 


MIAMI BEACH.—Dealer finance 
sources, deeply concerned by whole- 
sale price cuts in the new-import 
field, are beginning to demand re- 
course paper in many major mar- 
kets, AuTomotive News learned here. 
The repurchase notes are being 
asked of every imported make ex- 
cept Volkswagen. 

An executive of a major Eastern 
bank said lagging sales of most 
imported economy sedans alone 
were not enough to trigger the 
switch from nonrecourse notes. 
Price cuts from the factories to 
their United States distributors 
and, in turn, by the distributors to 
retail outlets brought about the 
change in policy, he said. 

Other lending officials at the 
National Independent Automobile 
Dealers Assn. convention last week 
noted that domestic factories never 
stimulate sales anymore by price 
cuts—they use dealer incentive 
schemes instead. The import move, 
therefore, is a first of sorts. 





which are mostly of an “emer- 


gency” nature. 
* ad * 
AS the items clearly war- 
ranted by Shupe are all bear- 
ings, pins, timing gears, pistons, 
piston rings, crankshaft, valves, 
valve lifters, camshaft, water pump, 
clutch, transmission, universal 
joints, overdrive, steering, differen- 
tial, front axle assembly, rear axle, 
all oil and grease seals, wheel cyl- 
inders and master cylinders. 

Other items, ranging from muf- 
flers to electrical and brake linings, 
are excluded, Shupe can cance] the 
warranty on 15 days’ notice, but 
has had to do this twice, once with 
a farmer who reported a second 
rear-end breakdown on a ’58 Ford 
and was seen by Shupe hauling fill- 
ed milk cans in his trunk, 

The “Phil Shupe Guaranty” 
even will take care of excessive 
oil consumption, defined as more 
than three quarts per 1,000 miles. 
Shupe hag received only three 
Claims in this area. 

“Our warranty builds return 
business, cuts down repos, uplifts 

our reputation and in general has 
proven a tremendous closing tool,” 
Shupe said. 

Downing said that last year, with 
repossessions at the highest in his 
business experience, he still made 
money with repurchase paper. 

* * * 


Bad gree advantages of recourse 
paper are numerous and often 
not readily imagined by used-car 
dealers,” Downing explained. “More 
deals are taken by the lending 
agencies, dealers earn more profit 
because the reserve plan is better 
and you get that reserve 50 per- 
cent which never seems to be paid 
under nonrecourse and, last but not 
least, the dealer has a voice in the 
decision on every deal, 

“Furthermore, a dealer can clean 
up his own repos and often get 
back on retail money that a bank 
can’t possibly come by. Often, a 
repo loser the second time around 
will keep up his payments to the 
dealer who has had to take back 
the car.” 

Downing deplored the fact that 
lenders insist on a profit on every 
repurchase deal when the dealer is 
set back, He pointed out a recent 
deal where a purchaser paid for 18 
months, only to lose his car to a 
bank which had made $500 on the 
deal. Downing himself lost $100. 

‘There’s something seriously 
wrong with this economics,” he 
said, “I believe that dealers 
should insist on at least $10 on 
each and every reserve deal to 
start correcting this inequity. 

“Financing is a partnership 
under which both sides must make 
money. The advantages of recourse 
paper should be more fully explored 
by independent dealers.” 

Schwartz, a dedicated practition- 
er of modern business-management 
methods, declared that even for 
used-car dealers, “sales volume re- 
ports are not good enough any- 
more.” 

“What we ail need is a daily idea 
of what each salesman is turning 
for us by way of profits, as well as 
sales. In my case, I apply a $347 
daily expense to a daily operating 
report showing the following items: 

“Daily gross sales, daily gross 
profit, finance and insurance in- 
come, month-to-date gross profit, 
daily net profit, month-to-date net 
profit and month-to-date units de- 
livered.” 
. * ” 
ASKED about the expense allow- 
ance, Schwartz said this includ- 
ed his salary and could be adjusted 
for high-volume and low-volume 
months. 

Finally, Schwartz has invested 
$19,200 in a profit-sharing pen- 
sion scheme, which limits an em- 
ploye’s equity to 15 percent of 
his annual income, This has 
proven a “terrific” boon to em- 
ploye relations and a “tax-shel- 
tered” hedge against labor turn- 
over, he said. 

In his annual report, NIADA 
Executive Vice-President Robert J. 
McKinsey hailed last year’s legisla- 
tive achievements. These included 
the dealer exclusion from mini- 
mum-wage bills, successful opposi- 
tion to a territory-security proposal, 
passage of dealer-reserve tax relief 
and delay of the truth-in-financing 
bill. 

NIADA membership, said McKin- 
sey, rose to the 2,000 level in the 
face of used-car business slumps. 

The association will meet next 
year in San Francisco or Las 


Vegas. 
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just bring it to us and we’ll take 
care of it for you.” 

“How about financing,” we asked. 

“No problem at all,” he replied. 

“We can give you a 5% percent 
interest rate, and up to 36 months 
to pay through Associates in Van 
Nuys, if you can put 20 percent 
of the purchase price as down- 
payment. 

“We don’t ‘high ball’ or ‘low ball’ 
you like the dealers do. It’s one 
price, which is strictly competitive. 
There’s no high pressure.” 

After some discussion about 
keeping our own insurance, the 
question came up of looking at the 
desired car, as “Big A” has no stock 
of ’61s. 

“Just go to any dealer and pick 
your car,” Green said, ‘““We’ll order 
it for you. You see, we buy so many 
cars every year from our dealers, 
they give us a ‘fleet’ price, which 
is why we can sell them to you so 
cheap.” 

x * +. 
—" Green was asked to figure 
the cost of a 1961 Ford Fairlane 
four-door, His price sheet, which 
he was pleased to pass along for 
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Here’s How They Operate .. . 


Shopping Discount-House Deals 





study at home listed the unit as|cent discount (or $280 saving on 


follows: 


1961 Ford Four-door $2,135.30 


Automatic, Fordomatic 154.50 
Radio, push button 47.45 
Heater, recirculating 36.41 
Power Steering 63.45 
V-8 Engine 89.83 

Total $2,526.94 
4 Percent Sales Tax 101.08 
1961 License 55.00 


“Big A” Discount Price $2,683.02 

As to financing, Greens’ paper- 
work downpayment of $538 left a 
balance of $2,145 which could be 
paid off in 36 months at $69.42 a 
month, including interest at 5% 
percent. Figured backwards, he had 
given us 5% percent, and made no 
“errors” in his calculations. 

Analyzing Green’s “discount” 
prices of the Ford shows that he 
listed all accessories and options 
at dealer cost, 

The difference between the dealer 
net on the car and my price was 
$367.50. This is reported to be split, 
with the dealer taking $167.50 for 
preparing and delivering the car 
to “Big A” with the $200 balance 
retained by “Big A” for selling the 
unit. Or to put it another way, 
“Big A” is giving the buyer a 7 per- 


ADVERTISEMENT 


DISPLAY NEW CARS OUTDOORS? SURE! Take a tip from Dee Motor 


Company at Barstow, Calif—Let a Childers Carport turn your lot into 
an exciting, inviting outdoor showroom. It’s air-conditioned free by Mother 
Nature. And Childers Carports provide night lighting that is carnival-gay 
at a very low cost. Read how Childers Carports can save you enough money 
to actually pay for themselves. See Page 23. 
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this unit) on purchase of the base 
car, while passing along options 
and accessories at cost. 

In pushing paperwork on my 
deal over the desk Green pointed 
out there would be no problems. 
“This was the deal.” They were 
making a small .($200) profit, and 
would look forward to ordering my 
car as soon as I would come in, 
make a small deposit and sign the 
contract. 

* * * 
I ATER the same day we visited 

4 the Fedco store, where car buy- 
ers are referred to a cooperating 
dealer. Here the picture was differ- 
ent. An elderly gentleman, a Mr. 
Clemens, was seated in a tiny three- 
by-four-foot cubicle, with an elbow- 
high counter wide enough for two 
customers. After inspecting a bor- 
rowed membership card (Fedco is 
a “Closed” or card discount house 
in which only members may pur- 
chase), he prepared a referral slip 
sending me to their cooperating 
Chevrolet dealer; as by now I had 
decided to buy a Chevrolet. 

“You take this envelope to 
Bruder Chevrolet, at 5950 Holly- 
wood Boulevard, and ask for 
Henry Adams,” Clemens told us 
“This is a Fedco man who works 
for us and will treat you well. 
Make your deal with him and 
that’s all there is to it, unless 
you would like us to finance the 
car for you at 4% percent.” 

This sounded better than “Big 
A’s” 5% percent, so we followed 
Clemen’s pointing finger to a near- 
by counter where a young lady fill- 

ed us in on Fedco financing. She 
said, that by working through the 
Security First Nationa] Bank they 
could give me 36 months to pay, at 
4% percent interest (Like the big 
sign on the wall.said Fedco would) 
if I could show a third down on 
the list or sticker price of the car. 

And I could place my own insur- 
ance or they would do it for me. 
This was dandy. So after picking 
up a credit form, we left for Bruder 
Chevrolet in Hollywood, who Clem- 
ens. said was their only source of 
Chevrolets. 

OK * as 

T BRUDERS we had to wait 

only a few minutes before 
Henry Adams, a serious young man 
behind horn-rimmed glasses, re- 
turned from lunch, On being given 
the Fedco referral form he led us 
to a well furnished private office 
well removed from the sales room 
floor. Adams, a “Legion of Leaders” 
Chevrolet man, who says he has 
been with Bruder for eight years 
(Fedco said he works for them) 
provided a business card bearing 


Factories Advise 
Dealers to Shun 


Diseount Houses 


DETROIT.—Auto manufacturers 
don’t want their dealers to sell cars 
through dis :ount houses and other 
“buying-service” programs, but the 
factories feel that this is an area 
in which they must walk softly, 
a check by Automotive News indi- 
cates. 

Discount-house selling is a prob- 
lem on the West Coast, while the 
“buying-service” operation has been 
noted in the New York City area. 
Under this program, buying serv- 
ices supply nameg of dealers who 
will sell new cars at $100 over cost. 
The delivering dealer reportedly 
must remit $25 to the buying serv- 
ice. 


A General Motors spokesman: 


said last week, “We can’t tell. our 
dealers.where or how to sell: their 
cars, but we are counselling them 
against’ these practices; We don’t 
subscribe to that method of doing 
business.” 

American Motors said, “We are 
recommending to our dealers that 
they do not get involved in such 
short-sighted merchtandising 
schemes.” 

Studebaker-Packard said it does 
not condone such operations by its 
dealers. 

Ford Motor said the discount- 
house matter was being studied. No 
comment was avaikable from 
Chrysler Corp. at press time. 





the title “Manager of Commercial 
Accounts.” 

After a small discussion about 
model and color Chevrolet desired, 
Adams began to price a Biscayne 
four-door, .with automatic, radio, 
heater and power steering; while 
I searched paint chips for a suit- 
able color. 

His adding machine tape was 
prepared two ways, the first list- 
ed the complete cash deal at full 
sticker price, plus tax and license. 
Then a second listing showed the 
same unit, at Bruder’s “cost” plus 
tax, license and $165 as Fedco’s 
(or Bruder’s) “profit” on the deal. 

This was fine, until we wanted 
to take the comparative figures 
home for a family discussion of 
the price. Adams became most un- 
happy, grabbed them from my 
hand and said, “Oh, no... I can’t 
let this list out so other dealers 
know what our cars cost. And we 
don’t want you out shopping other 
dealers with our prices as a lever. 
If you want to buy a car you can 
buy it at this price. We don’t want 
you telling everyone what we're 
doing. These are confidential prices 
to Fedco.” 

“But, Mr. Adams,” we asked, 
“how can we be sure you'll give 
us the car at this price if we 
come back tonight.” 

“Don’t worry about it. I promise 
you this is the exact price. There’s 
none of the usual auto salesman 
razzle-dazzle when you buy a car 
through Fedco. I don’t have to 
charge you a dime more, and I 
can’t sell it to you for a dime less. 
This is the price. 

“I know I'll sell 60 cars a month 
this way, whether you buy a car 
from me or not, We take $165 on 
each deal. It costs us about $65 to 
prepare and deliver each car, which 
means we make about $100 on each 
car we sell this way. In a month 
we'll make $6,000, This is all plus 
business for me, so I don’t have 
to chisel.” 

* * + 

WE LEFT without the tap-. 

Though Adams was reluctant 
to write down any figures on the 
deal, he did loan us a pencil to note 
that our cost of the Chevrolet Bis- 
cayne would be $2,696.91 including 
license and tax, discounted from 
the list price of $3,120.29. 

Back at the office the Fedco- 
Bruder-Adams deal worked out 
like this: 


1961 Chevrolet Biscayne 


V-8 Four-door $2,082.25 
Crankcase Ventilator 4.20 
Automatic, Powerglide 154.70 
Radio 44.30 
Heater 36.41 
Power Steering 58.55 

Total .$2,880.41 
1961 License 55.00 
4 Percent Sales Tax 96.00 
Fedco “Profit” 165.00 
Discount: Price $2,696.41 


(As Adams calculations were not 
available, only the total, the above 
was prepared from memory and a 
published listing of dealer net cost 
prices. The 4 percent sales tax was 
used to adjust the total.) 

Analyzing Adams “Fedco” 

prices of the Chevrolet shows he 
listed all accesseries and options 
at dealer. cost. Though he claim- 
ed the base car was listed at 
dealer net, the adjusted figure of 
$2,082 is about $65 above what 
most Los Angeles dealers pay for 
the same car. 

Adding this $65 to the $165 added 
as Fedco “profit” gives Bruder a 
gross on the unit of. $230. The “over- 
the-curb” price of $2,696.41,. which 
Adams allowed us to note, is a sav- 
ings of $505.05 over sticker list of 
the package.at $3,125.86. 

. ” * 

Ho” competitive the two figures 

are.is.shown by the fact that 
Chevrolet and Ford at sticker 
prices are $150 apart, with the 
Ford cheapest at $2,975, including 
tax and license. Yet when discount- 
ed out the difference igs only $13, 
with the Chevrolet now being less 
expensive. 

Price lists published in AuTomo- 
tive News list the Biscayne V-8 
four-door at a base of $2,423, the 
‘Ford Fairlane V-8 four-door at a 
base of $2,431, not including sales 
tax, license or freight. 

‘ When Green was asked for a 
Ford catalog he checked in his well 
stocked supply «of ali makes and 
discovered no Ford sheets were at 
hand. “Tell you what, drive over 
to the local Ford *dealer, He has 
plenty of them, Besides, you can 



















check out the colors while you’re 
there, too.” 

When Adams was asked about 

service, he told us, “Just take it to 
any Chevrolet dealer, Even though 
you buy it through Fedco, you 
have the same warranty as all car 
buyers. Any Chevrolet dealer will 
be glad to take care of you.” Then 
noting our address again, less than 
two miles away, he commented, 
“Of course, you can bring it back 
to us. We’re more interested: in it | 
than anyone else.” 

Several days later Fritz Bruder, 
owner of Bruder Chevrolet, was in- 
terviewed at which time he indicat- | 
ed he is no longer handling Fedco 
referral deals. 

Eprror’s Note: The second sec- 
tion of Automotive New’s report 
on discount houses will reveal 
what one discount auto salesman- 
ager thinks of the business. This 
portion of the report is from a 
tape recording made when he 
went into the field to purchase 
new cars for his discount opera- 
tion. 


30 ft. 
Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
ady, for car dealers, gas stations, new 
store openings. Cost U.S. Gov, $20, Gen- 
uine neoprene. While they last $2. plus 


50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 102-A 


PRESTON’S, 102 Main St., Greenport, N.Y. 
coon edeeeecheneeeensineeennienmeniaeteniietenmesiiecmenmemniemieatieeniommadll 








1961 PEUGEOTS 


@ Choice of Colors 
@ Liberal Discounts 


MONTGOMERY, INC. 


2210 North Main, Houston, Texas 
Phone CA 8-5108 





LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN. CARS AND COMPACTS 


Type 12 Shown on VW 
Dealer Cost, $14.85 
Send for Details on Your Make 


CANELL °° 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 


PORTABLE . .. PERMANENT 
Key Control for 
24/36/48 Cars 


Jobbers write for prices. 
Hangs up—locks in desk—goes with you 
for selling. 
Any position keys safe—can't fall off. 
Large number on key tag matches same 
on panel and car sticker. 
Pat. lock—release holder for easy removal 
and replacement of keys. 
Pilfer-proof—no mix-up or tangle of keys. | 
Glance: tells what keys are out. 
Pat. clip-board heck for writing notes/ 
orders, 


Order Direct from 
A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 
48 Keys—Silver or Gold 
36 Keys—Silver or Gold 
24 Keys—Silver or Gold 
Add $6.75 for Cabinet with padlock. 
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He Seeks to Avoid Repayment eo 


Newberg’s Suit Rips 
Chrysler Practices 


(Continued from Page 1) 


suits by Newberg, another Newberg 
adviser said last week’s action was 
the first in a series of suits. 
od * a 

EWBERG charges that he was 

not bound to pay to Chrysler 
the money he made on the supplier 
firms and that his agreement to pay 
was obtained through fraud, undue 
influence and duress, 

Newberg claimed that he was 
not active in the management of 
the two supplier firms and that 
he did not obtain Chrysler busi- 
ness for them. He said the com- 
panies offered goods of superior 
quality at lower prices and on a 
more favorable production sched- 
ule than other companies, result- 
ing in a saving of $10 million for 
Chrysler. 

He also alleged that his interest 
in the two companies was known 
to Chrysler officials and that he 
had been assured that there was no 
objection to his interests, 

* 


EWBERG said that he was 

forced to resign to protect the 
Colbert regime shortly after he was 
elected Chrysler president last 
April. He said that as president he 
learned for the first time of favor- 
itism and other activities of cer- 
tain Chrysler officials. 

With this information in hand, 
Newberg said he set out to correct 
abuses and refused to be silenced 
on the issues involved, The com- 
plaint claims that Chrysler man- 
agement had these reasons for 
ousting Newberg: 

1. His refusal to overlook 
abuses which had come to his at- 
tention, 

2. A fear of a shareholder investi- 
gation into Chrysler management 
and the desire to produce a “scape- 
goat” who could be blamed for 
wrongdoing at Chrysler. 


ITH these factors in mind, 

Newberg charged, Chrysler 
management brought up his inter- 
ests in the supplier firms and ob- 
tained his resignation. With the 
resignation in hand, the promise to 
pay $455,000 was obtained. 

Newberg said the promise to pay 
was obtained through a combina- 
tion of assurances and threats, One 
of the assurances offered, accord- 
ing to Newberg, was that he would 
become board chairman at Stude- 
baker-Packard for a six-figure sal- 
ary. He said one of the threats was 
that he would go to prison. 

Studebaker-Packard said the 
company “never offered to Mr. 
Newberg a position of chairman of 
the board or any other position 
with the corporation, nor was any- 
one ever authorized to offer any 
position to Mr. Newberg.” 


There was another suit filed 
against Chrysler last week by an- 
other of those ousted during last 
summer’s investigations, 

Jack W. Minor, who was ousted 
as marketing director for what 
was then the Plymouth-DeSoto- 
Valiant Division, sued for $25,000 
against those in charge of the 
Chrysler Thrift Stock Ownership 
Program, Colbert heads the list of 
the individuals named. 

+ * 


cr WAS also learned that Minor 

is planning to bring a second 
suit against Chrysler, this one ask- 
ing $150,000 damages for his dis- 
missal. 

The $25,000 suit asks for the 
money that Minor paid in to the 
Stock-savings plan, dividends 
earned and the amount of Chrysler 
money paid in to the fund and 
earned out” by Minor, 

The suits against Chrysler 
came amid reports that a proxy 
fight or fights will be waged to 
put new management over the 
company and fresh evidence of 
belt-tightening at the company. 

Proxy material will go out about 
March 15 for the annual meeting 
which will be held April 18. It is 
by obtaining proxies of those who 
will not be at the annual meeting 
that management obtaing sufficient 
votes to elect its slate of directors 





at the annual meeting. If antiman- 
agement forces can obtain suffici- 
ent proxies, they can elect their 
slate of directors. 
+ . * 
ee groups are reported to be 
planning to seek proxies from 
those opposed to the present man- 
agement. Listed as the leader of 
one group is Jim Robbins, owner of 
a plastics firm which has supplied 
Chrysler and said to be a close 
friend of Newberg. 
Another group which will defi- 
nitely solicit proxies is headed 
by Sol A, Dann, Detroit lawyer 
who has battled Chrysler man- 
agement for more than two years. 
Dann said that his group was 
planning still another suit against 
Chrysler and its officials. He said 
the action would involve “some of 
the so-called outside directors who 
have had inside interests at Chrys- 


ler and kept Colbert in his present 
position.” 

He said that he “admired New- 
berg for taking this courageous ac- 
tion.” Dann said that his files sup- 
port much of what Newberg’s suit 
against Chrysler charges and that 
he has reason to believe Newberg’s 
claim that he was promised a high 
post at Studebaker-Packard. 

Oo oo” * 


pa said that he hopes that his 
group can join forces with 
Newberg and other former Chrys- 
ler officials to save the company, 
adding that he hoped some way 
would be found to use the skills 
of Newberg for the benefit of 
Chrysler. 

He explained that he felt that 
Newberg was just part of “the 
system” at Chrysler and that 
Colbert must go to correct “the 
system.” Dann said he felt the 
company is better off because 
Newberg brought his charges out 
in the open. 

Belt-tightening moves reported 
under way at Chrysler in recent 
weeks include a drastic curtailment 
of the company’s fleet of planes and 
executive autos, and personnel re- 
ductions in various central-staff 
functions, including public rela- 
tions, shows and exhibits and re- 
lated sections. 

A Chrysler spokesman denied a 


report that services for dealers 
would be reduced. 
* * 


Chrysler Reported Cutting 


Executives, Sales Goal 
Canaan CORP. has begun 
the largest and most systematic 
layoff program of salaried and 
white collar workers in its history, 
industry sources reported. 

The layoffs, which will mostly 
be effective Feb. 1, are expected 
to hit about 25 percent of the 
management and engineering 
personnel in an effort to gear the 
corporation to production of be- 
tween 600,000 and 700,000 cars in 
1961. 

In addition, it’s reported that a 
number of plants and offices, large- 
ly in the Detroit area, will be com- 
pletely shut down. Among these are 
two stamping plants, one forge 
plant, a personnel office and a 
smaller general office. 

Top personnel officials have been 
working overtime and weekends to 
carefully “block” out the employe 
reductions so that the corporation’s 
efficiency will be hurt as little as 
possible and so that there will be 
a minimum of favoritism, it was 
reported. 

cd * o 
ee cuts last year and 
at other times were made by 


men 
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supervisory personnel which re- 
sulted in a lot of favoritism and 
ill will, observers reported. The 
present reductions are being dic- 
tated from the “top” and, conse- 
quently, many formerly secure su- 
pervisors are quite concerned about 
their own futures. 

The engineering reductions are 
being carefully worked out so as 
not to jeopardize or interfere with 
future model introductions, Some 
departments are being cut as little 
as 17 percent, while other depart- 
ments are being reduced as much 
as 40 percent. 

Top UAW officials were notified 


a couple of weeks ago that some 
very “deep” salaried and engi- 
neering cuts were coming, This 
notification came in the midst of 
UAW meetings being held to plan 
the union’s 1961 contract de- 
mands and understandably had 
quite a dampening effect. ; 

The retrenchment program also 
has reportedly effected the com- 
pany’s retirement program. Recent- 
ly, it’s been the practice to ask 
veteran employes to retire at 60 
with a slightly reduced pension, but 
now there have been cases where 
men at 59 or 59% have been asked 
to retire and to wait until they’re 
60 before beginning to receive their 
pension checks, 





Here Is Text of Newberg’s Bill of Complaint 


Following is the text of the 
charges made in the bill of com- 
plaint filed by William C. New- 
berg against Chrysler Corp.: 

The plaintiffs, William C. New- 
berg and Dorothy B. Newberg, hus- 
band and wife, respectfully show 
unto this Honorable Court as fol- 
lows: 

1. Plaintiffs are residents of the 
Township of Bloomfield Hills, Oak- 
land County, Mich. 

2. Chrysler Corp. is a Delaware 
corporation, with its principal place 
of business located in the City of 
Highland Park, Wayne County, 
Mich. 

3. On the 21st day of July, 1960, 
the parties executed certain in- 
struments in writing, copies of 
which are in the possession of the 
defendant, which the plaintiffs 
here seek to rescind, cancel and 
set aside to the end that the par- 
ties may be restored to their re- 

spective positions as they existed 
prior to the execution of such in- 
struments. 

4. Plaintiffs allege, as particularly 
hereinafter set forth, that their ex- 
ecution of the instruments were se- 
cured and induced: 

(a) By the fraudulent representa- 
tions and inducements held out by 
defendant and its agents to plain- 
tiffs, upon which plaintiffs relied; 

(b) By the exercise of undue in- 
fluence upon plaintiffs by defend- 
ant and its agents; 

(c) By the exercise of duress and 
coercion by the defendant and its 
agents upon plaintiffs, 

+7 *~ 


5. The instruments executed July 
21, 1960, consist of the following: 

(a) An agreement by which 
plaintiffs inter alia undertook to 
deliver to Chrysler agents, by 4 
p.m. July 25, 1960. 

(1) $200,000 in cash or certified 
check; 

(2) Plaintiffs’ promissory note for 
$130,000, payable $65,000 Jan. 21, 
1961, and the balance July 21, 1961; 

(3) An assignment of plain- 
tiffs-sellers’ equity in a contract 
for sale of stock theretofore 
owned by plaintiffs, which equity 
plaintiffs covenanted would pro- 
duce $125,000; 

(4) Other securities and cash as 
collateral to guarantee Chrysler’s 
receipt of items (2) and (3) last 
above; 

(b) The promissory note (a) (2) 
above, and 

(c) The assignment (a) (3) above. 

6. Plaintiffs did, within the time 
provided by said instrument, make 
such deposits of cash, writings and 
collateral with Chrysler’s agent and 
nominee, and Chrysler’s said agent 
and nominee now hold said promis- 
sory note and assignment, together 
with the specified collateral. 

* + + 


7. That in truth and in fact, 
plaintiffs were under no legal: ob- 
ligation to pay to Chrysler any sum 
of money; that Chrysler had no 
legal right to demand the payment 
by plaintiffs of any sum of money 
to it, and Chrysler had no right to 


receive such money or promises to 
pay; that plaintiffs would not have 
agreed to pay, nor have paid such 
money, nor have promised to pay 
such sums or any sum in the future 
to Chrysler, except for the fraudu- 
lent representations, overreaching, 
undue influence, coercion and du- 
ress exercised upon plaintiffs by 
defendant through its agents. 

8. That the false and fraudu- 
lent representations, overreach- 
ing, undue influence, coercion and 
duress exercised upon plaintiffs 
by defendant and its agents, and 
with the full knowledge and con- 
sent of the defendant, consisted, 
inter alia, of the following: 

(a) A representation made by 
Francis S. Bensel, on Thursday, 
June 23, 1960, to plaintiff William 
C. Newberg at Detroit that New- 
berg had “nothing to be worried 
about concerning his prior part 
ownership of a Chrysler supplier.” 

This representation was made 
against the following background: 
Bensel is an associate in the law 
firm of Kelley, Drye, Newhall and 
Maginnes; general counsel for 


In Newberg Sait: « 





Chrysler since its incorporation in 
1925. Louis B. Warren, a member of 
that firm, is and has been a director 
of Chrysler since 1957. 

Bensel had come to Detroit on 
June 21, 1960, and had spent sub- 
stantially all of that day and the 
succeeding two days with plaintiff 
William C. Newberg, Ben Stone 
(plaintiffs’ associate in two cor- 
porate suppliers to Chrysler), with 
auditors and other Chrysler per- 
sonnel, garnering facts with respect 
to the sales by those two corpora- 
tions to Chrysler, 

+ * * 


In the course of these inquiries, 
Newberg, Stone and Stone’s ac- 
countants had fully, fairly, openly 
and candidly revealed all facts of 
the transactions between the two 
suppliers and Chrysler, including 
the fact, readily demonstrated, that 
in each instance the supplies fur- 
nished by the two corporations were 
of a superior quality, sold at a sub- 
stantially lower price, and deliver- 
ed on production schedules more 
favorable to Chrysler than offered 
by any competitor, and that in con- 





Text of Chrysler’s Reply 


HRYSLER CORP. issued the 
following statement in regard 
to the suit filed against it by Wil- 
liam C, Newberg: 
This suit is without foundation 
in fact. 

The board of directors of Chrys- 
ler Corp. on June 30, 1960, accepted 
the resignation of Mr. Newberg as 
president and as a director of the 
company. On July 21, 1960, three 
weeks later, the Chrysler board ap- 
proved a settlement agreement 
which had been proposed by Mr. 
Newberg on advice of his own legal 
counsel. 

It was not proposed by Chrysler. 
It was not the result of any duress 
or pressure on the part of Chrysler 
or anyone associated with Chrysler. 

* * ” 


pULve Mr, Newberg’s res- 
ignation, Chrysler had author- 
ized commencement of a suit 
against Mr. Newberg and Mr. Stone. 
Prior to the institution of such 
suit, Mr. Newberg, with the benefit 
of eminent independent counsel, 
proposed the settlement referred to. 


He was represented at the time 
of the settlement negotiations by 
the Hon, Bruce Bromley, former 
judge of the Court of Appeals in 
New York State, a member of the 
firm of Cravath, Swaine & Moore. 

It should also be pointed out 
that recently in a suit by Chrys- 
ler in the Wayne County Circuit 
Court, seeking recovery of prof- 
its made by Ben Stone and oth- 

ers in connection with the activi- 

ties of Messrs, Newberg and 


Stone in two supplier companies, 
the court ruled that these profits 
were recoverable by Chrysler re- 
gardless of whether Chrysler suf- 
fered any damages as a result of 
the activities of Messrs. Newberg 
and Stone in these two compa- 
nies. 

The charges in Mr. Newberg’s 
complaint are altogether baseless 
and the suit will be dealt with by 
counsel in the progress of the mat- 
ter through the courts. 

Eprror’s Nore: The Ben Stone 
referred to in the Chrysler state- 
ment owned 50 percent of the two 
Chrysler supplier firms involved 
in the Newberg case. Actually, 
Stone and his wife were listed as 
owners of half of the stock and 
Newberg and his wife were listed 
as the owners of the other half. 


Dodge, Plymouth 
Offer Rebates 


DETROIT.—Dodge is paying re- 
bates to dealers for Lancer and 
Dart sales, and Plymouth is giving 
bonuses on sales which involve 
trades of ’57-’'59 Plymouths. 

The Dodge program, which ends 
Feb. 28, features a $25 rebate on 
Lancers and on Dart V-8s. Six-cyl- 
inder Darts carry a $45 rebate. 

The Plymouth setup includes 
Valiant and extends till April 30. 
Dealers get $75 for each sale of a 
new '60 or ’61 Plymouth or Valiant 
on which a ’57, ’58 or ’59 Plymouth 
is taken in trade. 


sequence thereof Chrysler had in 
fact saved upwards of $10 million. 

The aforesaid representation 
was made by the said Bensel, as 
plaintiff William C. Newberg has 
been informed and believes and 
so alleges, for the avowed pur- 
pose of falsely lulling plaintiff 
Newberg into a sense of security 
and to allay any suspicion by 
which Newberg might be placed 
on guard against the course of 
action then contemplated by the 
said Bensel, Louis B. Warren and 
L. L. Colbert, chairman of the 

board of Chrysler, to sacrifice 

Newberg for the purpose of pro- 
tecting themselves, as is more 
particularly hereinafter set forth. 

(b) A representation made by the 
said Bensel to a specially convened 
session of the Chrysler board of di- 
rectors, held June 30, 1960, at New 
York City, to the effect that be- 
cause Chrysler records were un- 
available it was impossible to dem- 
onstrate what savings, if any, 
Chrysler had enjoyed in conse- 
quence of having purchased sup- 
plies from the aforesaid two Stone- 
Newberg corporations, 

This representation was made 
against the following background: 
Plaintiff Newberg is informed and 
believes, and so alleges the fact, 
that the records of competitor sup- 
pliers, if not Chrysler’s own rec- 
ords, are available to demonstrate 
that the supplies furnished by the 
Stone-Newberg two corporations 
were in each instance furnished 
as the lowest of competitive bids. 

* * ~ 


This session of the board was 
convened upon telephone notice 
given the members only several 
hours in advance, and without any 
statement or disclosure to New- 
berg of the purpose of the session, 
so that Newberg entered the ses- 
sion wholly without notice that it 
was convened for the purpose of 
forcing his resignation, without 
Newberg having an opportunity to 
consult or advise with anyone as 
to his rights in the premises. 

At the session, following a color- 
ed and misleading statement by 
Bensel as to the results of his in- 
quiry into the Newberg-Stone cor- 
porations transactions with Chrys- 
ler, Newberg was presented with 
previously prepared instruments 
calling for his resignation as pres- 
ident of Chrysler, his resignation 
as director and his resignation 
from the American Society of Auto- 
mobile Manufacturers. 

(c) A representation made by 
the said Bensel at the aforesaid 
meeting of the Chrysler Board 
that it was “clear and unequivo- 
cal that Newberg had acted im- 
properly” in becoming associated 
with Stone as a supplier to 
Chrysler, and that it was in New- 
berg’s best interests that he re- 
sign. 

This representation was 
against the following background: 
Bensel, L. L. Colbert. chairman of 
the board, and Louis B. Warren 


(Continued on Page 36, Col, 1) 
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Suit Against Chrysler ... 





Text of Newberg’s 
Bill of Complaint 


(Continued from Page 35) 


well knew that it wasn’t ‘clear and 
unequivocal that Newberg had 
acted improperly;” that there were 
grave and serious questions of fact 
not then resolved, which if resolved 
favorably to Newberg would com- 
pletely exonerate Newberg from 
any suspicion of wrongdoing. 

They further knew that Newberg 
had no occasion nor opportunity to 
consult with anyone as to his rights 
in the premises, or as to what ac- 
tion was advisable or otherwise. 

They further well knew that 
Newberg, under the circumstances, 
would rely implicitly upon a repre- 
sentation and recommendation 
made by Chrysler’s general coun- 
sel; that Newberg throughout his 
27 years of uninterrupted service 
with Chrysler had been wholly in- 
different to the intercorporate poli- 
tics and machinations, but instead 
had directed all of his talents and 
energy to engineering, production 
and administration, and was, in the 
area confronting him, peculiarly 
naive and readily amenable to sug- 
gestions from those he believed to 
be his friends. 

* + . 

(d) A suggestion jointly made by 
Bensel, Colbert, Warren, W. Alton 
Jones and Juan T. Trippe, Chrysler 
directors, following the meeting 
and the forced resignation of New- 
berg, to the effect that “Since you 
have resigned, you should volun- 
tarily pay to Chrysler whatever 
profit you made.” 

This suggestion was made 
against the following background: 
The resignation was now an accom- 
plished fact, Until the resignation 
had been secured, no one had re- 
motely suggested to Newberg that 
he might be under some obligation 
to pay anything to Chrysler. 

This suggestion was accompa- 
nied by expansive and reassuring 
statements of those said persons 
to Newberg that they were his 
“true friends,” were interested in 
his welfare, that a voluntary pay- 
ment to Chrysler would remove 
any cloud from his name, would 
“clear the thing up on a high 
level,” would make him immedi- 
ately available for some other 
“top-flight management position,” 
and was accompanied by a volun- 
teered offer of the said Juan 
Trippe to lend Newberg the 
money, an offer never thereafter 
repeated. 

Plaintiffs are informed and be- 
lieve, and so allege, that such sug- 
gestion and the accompanying 
statements were part of a calculat- 
ed course of action designed to cre- 
ate a false but deceptive air of 
friendship and concern over plain- 
tiff Newberg’s welfare and profes- 
sional future, and did in fact falsely 
lead plaintiff Newberg to the belief 
that such sentimental expressions 
were genuine and that the said Col- 
bert, Bensel, Warren, Jones and 
Trippe were in fact primarily con- 
cerned with plaintiff Newberg’s 
welfare; whereas in truth and fact 
such behavior was but part of a 
scheme theretofore initiated by the 
Said Colbert, in which he was 
joined at various stages by the said 
Louis B. Warren, Francis S. Bensel, 
W. Alton Jones and Juan Trippe 
to sacrifice Newberg as expendable 
for the purpose of protecting them- 
selves as previously alleged, and as 
more particularly hereinafter set 
forth. 

* + + 


(e) A suggestion thereupon made 
by Juan T. Trippe, in which Col- 
bert, Jones and Bensel joined, to 
the effect that Newberg was prob- 
ably subject to criminal prosecu- 
tion for violation of a Securities & 
Exchange Commission regulation 
dealing with proxy statements, and 
that unless Newberg were voluntar- 
ily to pay to Chrysler whatever 
profit he had realized from his in- 
terest with Stone in the two Chrys- 
ler supplier corporations, a criminal 
prosecution was likely to ensue. 

This suggestion was made against 
all of the previously stated and the 
following background. Up to this 
point, no one had suggested or im- 
Plied that Newberg’s interest with 
Stone in the two supplier corpora- 




























































intercorporate 


that premise. 

Now the demand for the pay- 
ment of an unspecified sum of 
money was accompanied by what 
originated as a veiled threat of a 
criminal prosecution, but which 
became, throughout the negotia- 
tions thereafter participated in 
between plaintiffs and defendant 
and leading up to the execution 
of the instruments of July 21, 
1960, what amounted to a virtual 
threat by defendant’s agents, 
Bensel in particular, that unless 
plaintiffs acquiesced in Chrysler’s 
demands for the payment of the 
sums set forth in the said July 
21, 1960, instruments, plaintiff 
William C. Newberg would in 
fact be prosecuted, convicted and 
imprisoned. 

Plaintiff is informed and believes, 
and so alleges, that these sugges- 


made with full knowledge by 
Trippe, Jones, Colbert and Bensel 
that there was no basis in fact or 
law for any such criminal] prosecu- 
tion, and that none either could or 
would ensue; that in fact the pen- 
alty section of the Securities Ex- 
change Act of 1934 (15 U.S.C.A. 
78ff) provides: 

“... but no person shall be sub- 

ject to imprisonment under this 

section for the violation of any 

rule or regulation if he proves 
that he had no knowledge of such 

rule or regulation.” 

and it was well known to Trippe, 
Jones, Colbert and Bensel that 
plaintiff Newberg was wholly ig- 
norant of any rule or regulation of 
the Securities & Exchange Commis- 
sion touching upon disclosure by a 
nominee for the directorship of an 
issuer whose securities were listed 
upon a national securities exchange 
of any interest in a supplier to such 
issuer. 

. e a 

(f) Representations repeated- 
ly thereafter made that day, June 
30, 1960, and on diverse and sundry 
days thereafter, up to and includ- 
ing July 21, 1960, both in New 
York City and elsewhere, by the 
said Bensel and by various agents 
and representatives of defendant 
Chrysler to plaintiffs, to the follow- 
ing effect and purpose: 

(1) That a job was immediately 
awaiting plaintiff William C. New- 
berg as chairman of the board of 
Studebaker-Packard Corp., at a six- 
figure salary which could be se- 
cured only if plaintiff Newberg 
would forthwith enter into an 
agreement for the payment of a 
substantial sum to Chrysler; 

(2) That any publicity which 
would be released by Chrysler inci- 
dent to any such agreement would 
be on a “high level” and careful to 
point out that Newberg did not, by 
such payment or agreement to pay, 
acknowledge any wrongdoing; 

(3) That a voluntary payment 
by plaintiffs to Chrysler was the 
only means available to plaintiff 
William C. Newberg to avoid a 
criminal prosecution which would 
likely result in 10 years’ imprison- 
ment, $50,000 in fines, make nec- 
essary the incurring of $100,000 
in legal fees and the prosecution 
of a suit by Chrysler against 
Newberg in which his salary over 
the preceding eight years would 
be recovered, thereby stripping 
Newberg of all and any property 
of which plaintiffs were pos- 
sessed; 

(4) That if Newberg refused to 
acquiesce in such demands, his rep- 
utation would forever be destroyed, 
rendering him virtually ineligible 
for employment anywhere, he and 
his family would forever be ostra- 
cized by their friends and acquaint- 
ances and that, conversely, if he 
acquiesced in such settlement, none 
of these consequences would be 
suffered, and Chrysler would pro- 
tect against them. 

Such representations were made 
against the background heretofore 
narrated. Plaintiffs are informed 
and believe, and so allege, that 
such representations were made by 














tions was anything but an improper 
relationship. The 
resignations had been secured on 








tions and representations were 


myriad other factual considera- 


the defendant through its agents, 
duly authorized so to do, for the 
express purpose of deceiving and 
misleading plaintiffs to the end 
that their normal] resistance to 
Chrysler’s demands would be over- 
come by the fear of imprisonment 
of the plaintiff William C, New- 
berg and injury to the reputation of 
the plaintiffs and their fortune. 
* * * 

9. On Monday, July 18, 1960, while 
plaintiff William C. Newberg was 
in New York City for the purpose 
of attempting to negotiate some 
settlement, he was served with an 
ultimatum by the said Bensel that 
unless he agreed to a settlement 
with Chrysler by 7 p.m, that night, 
a suit would be instituted by Chrys- 
ler against him; that the filing of 
such suit would forever preclude 
any settlement discussions, would 
result in unleashing a _ criminal 
prosecution of plaintiff William 
C. Newberg, forever precluding him 
from responsible employment, and 
subjecting himself to all of the con- 
sequences theretofore threatened. 

That following a telephone con- 
versation late that evening which 
plaintiff William C. Newberg made 
to L. L, Colbert in Detroit, the 
deadline was extended until the fol- 
lowing day, July 19, 1960. 

10. That on July 19, 1960, after 
plaintiff Dorothy B, Newberg had 
joined her husband in New York, 
and upon further communication 
with defendant’s agents, plaintiffs 
were so overcome by the great 
mental anguish and distress in- 
duced by the representations of 
defendant and its agents to the 
point that plaintiff Dorothy B. 
Newberg was precipitously re- 
duced to tears at the contempla- 
tion of her husband being im- 
prisoned as well as suffering the 
shame, humiliation and other 
consequences threatened, plain- 
tiffs’ will to further resist was 
overcome, their capacity for the 
exercise of free will deprived, and 
they consented to the demands 
imposed by defendant. 

11. That the pretext upon which 
defendant seized in thus coercing 
plaintiffs to enter into the under- 
taking of July 21, 1960, was the 
claim that Chrysler was entitled to 
plaintiffs’ capital gains realized 
from the sale in 1955 and 1958, re- 
spectively, of the assets of two cer- 
tain Michigan corporations in 
which plaintiffs either individually 
or collectively held 50 percent of 
the stock; that these capital gains 
represented profits earned by the 
two corporations from their opera- 
tions as supplier to Chrysler during 
the years 1952 to 1955, and 1955 to 
1958, respectively; that because 
William C. Newberg was an officer 
and director of Dodge Bros, Corp., 
a wholly owned subsidiary of 
Chrysler, through the years 1950 to 
1956 and from 1954 throughout 1958 
a director and officer of Chrysler, 
the defendant was, irrespective, in- 
dependent and in disregard of 


Townsend Sees 
61 as Good as 60 
For Chrysler 


ST, LOUIS.—Lynn A. Townsend, 
Chrysler Corp, administrative vice- 
president, predicted “1961 would be 
just as good as 1960” for the com- 
pany, which captured 15 percent of 
the market last year. 

Here to visit 300 dealers from the 
St. Louis and Memphis regions, 
Townsend spoke generally of ef- 
forts to accelerate sales but he 
scoffed at the idea of rewarding 
buyers with government bonds. 

Asked about a report that the 
company’s new Fenton plant was 
being considered for the manufac- 
ture of missiles if the company gets 
increased defense contracts, Town- 
send said the factory was built to 
produce autos and was considered 
“a key regional assembly” facility. 

He said the plant serves 1,900 
dealers in a 19-state area. The plant 
turned out 145,000 units in ’60, he 
said, 15 percent of Chrysler’s total 
for the year. 

Chrysler’s sales in the first 10 
days of January amounted to 13.6 
percent of the market, he said. 
Townsend ruled out also the use 
of price cuts to stimulate sales, He 
was accompanied by E, C. Quinn, 
Chrysler Corp. sales divisions vice- 
president, who voiced a need for 
“good, sound selling.” 











Power-Pack Offered 
For Special and F-85 


DETROIT.—A power pack that 
will boost the horsepower of the 
Buick Special and Oldsmobile 
F-85 from 155 to 185 has been 
made available by the manufac- 
turers. The Special kit is priced 
at $35.51, and the F-85 package is 
$45.19. 

The new option includes a four- 
barrel carburetor and other modi- 
fications. It boosts compression 
ratio to 10.25 to 1. 





tions, entitled to plaintiffs’ capital 
gains thus realized. 
* * * 

12. That such pretended basis for 
the assertion of such _ liability 
wholly ignored the following salient 
facts of which the defendant was 
fully cognizant: 

(a) That at the time of the pur- 
chases by Chrysler of such supplies 
from the two corporations, such 
purchases were made upon com- 
petitive bids, and were upon qual- 
ity, price and supply schedule fur- 
nished by such supplier corporations 
upon terms more favorable than 
available to Chrysler from any 
other source; 

(b) That such purchases resulted 
in savings to Chrysler in excess of 
$10 million; 

(c) That such purchases were of 
supplies which Chrysler did not it- 
self wish to make, was not equipped 
to make, and could not in fact 
make except at greatly increased 
cost to Chrysler; 

(d) That at the time such pur- 
chases were made, it was com- 
mon knowledge shared by innu- 
merable key Chrysler personnel, 
including L. L. Colbert, at that 
time president of Chrysler and a 
director, that plaintiff William C. 
Newberg was a shareholder in 
the two corporations; 

(e) That plaintiff William C. 
Newberg had never been instru- 
mental in directing any purchases 
to such corporations; had never 
participated in the operation of the 
two corporations; had never held 
an office therein; but on the other 
hand, that Newberg had never 
sought to hide, conceal or mislead 
anyone as to his part ownership of 
the two corporations; had consulted 
with key executives of Chrysler 
with respect to investing in such 
corporations and had been advised 
so to do; had openly and with the 
full knowledge of L. L. Colbert 
caused his federal and state tax 
returns throughout all applicable 

years to be prepared at Chrysler’s 
main office by a Chrysler employe; 
the two corporations were at all 
times represented by outstanding 
members of the Detroit Bar who at 
no time advised or counseled that 
such interest by Newberg in such 
corporations was improper, which 
counsel likewise represented one of 
the Detroit banking institutions, 
and which institution was at all 
material times represented on the 
Chrysler board; that the financing 
of the operations of the two cor- 
porations was handled at another 
Detroit banking institution, which 
likewise was at all material times 
represented on the Chrysler board; 
7” * . 


(f) That in any event, the second 
of the two corporations ceased 
manufacturing operations in the 
year 1958, and its assets were sold 
to another corporation, so that for 
two years prior to July, 1960, such 
supplier corporation had ceased 
doing business with Chrysler; 

(g) That in June, 1959, plaintiffs 
had contracted to sell their interest 
in the liquidated supplier corpora- 
tion; 

(h) That in any event, the applic- 
able statute of limitations had run 
against any claim which Chrysler 
might have had against a substan- 
tial amount of the profits earned 
by the supplier corporations, and 

(i) The capital gains earned 
upon sale of the assets of the two 
corporations in 1955 and 1958 re- 
spectively, reflected to a substan- 
tial extent increment in value of 
fixed assets, and such gains were 
in no way attributable to profits 
earned by the two corporations 
from sales to Chrysler. 

That a proper and fair considera- 
tion of these and other factors, and 
except for the fraudulent misrepre- 
sentations, coercion and duress ex- 
ercised by defendant upon plain- 
tiffs, would have demonstrated a 


total absence of liability on plain- 
tiffs’ part to Chrysler. 

13. That the representations, in- 
ducements, threats, acts of coercion 
and duress all as above set forth 
were done incident to, pursuant to 
and in furtherance of an unlawfu! 
conspiracy entered into by and be- 
tween the aforesaid L, L, Colbert, 
Louis B. Warren, W. Alton Jones, 
Francis S, Bensel and Juan T. 
Trippe, and diverse other persons 
to these plaintiffs unknown. That 
such conspiracy had and hag as 
its object the use of plaintiff Wil- 
liam C, Newberg as a scapegoat be- 
hind which to hide and conceal the 
incompetence, maladministra- 
tion, neglect; breaches of duty and 
self-dealing of which some of the 
aforesaid conspirators were guilty. 

+ * * 


14. That such conspiracy was en- 
tered into by the aforesaid conspir- 
ators in anticipation of wholesale 
investigations into claimed misfeas- 
ance, malfeasance, neglect, breaches 
of duty, self-dealing and other 
gross improprieties on their part, 
and done or suffered to be done by 
them and certain prior directors 
and officers of Chrysler, which in- 
vestigations were then and there- 
tofore threatened by various Chrys- 
ler shareholders. 

That such conspirators, fearful 
that such wholesale investiga- 
tions would result in disclosures 
substantiating in whole or in part 
such pending charges against 
them and certain others, and be- 
lieving that the creation of a pub- 
lic impression that they had fer- 
reted out the only instance of 
improper conduct on the part of 
anyone occupying an executive 
position with Chrysler and had 
summarily taken appropriate ac- 
tion, was indispensable to protect 
them against such threatened in- 
vestigations and to preserve their 
positions and reputations, said 
conspirators agreed to pursue the 
course of action hereinbefore de- 
tailed, at the expense of and to 
the great detriment of plaintiffs. 

15. Plaintiffs further allege that 
at the election of Plaintiff William, 
C. Newberg to the office of presi- 
dent of Chrysler on April 28, 1960, 
the said L. L. Colbert assumed the 
position of chairman of the board, 
he having theretofore served as 
president of Chrysler for a period 
of 10 years. 

That notwithstanding the eleva- 
tion of Newberg to such position, 
the said L. L. Colbert made it 
abundantly clear that he intended, 
in his new position, to remain the 
dominant and controlling officer of 
the corporation. That Newberg, in 
his new position, quickly came 
upon information, available to him 
for the first time, which caused 
him seriously to question practices 
and policies theretofore common- 
place at the top executive level of 
Chrysler, and which the said New- 
berg believed constituted favorit- 
ism, and preference of certain 
friends, relatives and intimates of 


top executives. 
Ta ve 


That Newberg, believing that 
such practices were detrimental to 
the best interests of Chrysler, re- 
fused to be silenced by Colbert as 
to such matters, and himself em- 
barked upon a program of correct- 
ing such instances of favoritism 
and other abuses, That the said 
Colbert shortly after April 28, 1960, 
recognized that Newberg would not 
be silenced, and greatly feared the 
possibility of Newberg himself un- 
covering and disclosing instances 
of misconduct, maladministration, 
incompetence, waste, neglect, 
breaches of duty and self-dealing 
occurring during the Colbert ad- 
ministration, That upon . 
tion of such fact, Colbert concluded 
that it was necessary to force the 
discharge of Newberg to protect 
himself and his administration 
from such disclosures, and he 
thereafter consulted with the afore- 
named conspirators as to how and 
by what means Newbereg’s dis- 
charge could be effected. 

That because it was commonly 
known, and well known by Col- 
bert, that Newberg had some 
years prior thereto been 
ated with Stone in furnishing 
supplies to Chrysler, and notwith- 
standing such relationship 
long since terminated, and not- 
withstanding full knowledge of 
all facts concerning that relation- 
ship, as hereabove set forth, Col- 
bert and the said conspirators 
agreed to use their knowledge of 

(Continued on Page 37, Col, 4) 
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jn View of Heavy Inventories . . . 


Production Falls Below 100,000 


(Continued from Page 1) 
cent, and the highest-priced group 
climbed from 4.1 to 4.3 percent. 
+ a7 * 


= that showed output 
4 gains last week were Corvair, 
up from 5,891 to 6,100 assemblies; 
Tempest from 3,394 to 3,400 units; 
F-85 from 1,867 to 1,900, and Lark 
from an estimated 871 to 894 units. 

Losers among the compacts 
were Valiant, off from 2,986 to 
1,700 units; Falcon from 10,198 to 
8,100; Comet from 2,830 to 1,775, 


and Special from 1,937 to 1,650 
cars, 

In the low-price standard group, 
Chevrolet was off from 27,999 to 
20,100 units; Ford rose from 16,868 
to 17,350; Plymouth dipped from 
4,309 to 2,500 units; Dodge Dart 
off from 3,010 to 800 cars, Stude- 
baker Hawk assembled an esti- 
mated 120 cars each week, and 
Checker was up from none to 125 
assemblies. 

In the medium group, Chrysler 
was off from 2,022 to 2,000 units; 





Car, Truck Output Estimates 


By Automotive News - 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


















































Week dan. 1 dan. 1 
Ended Same Roaed Output, To To 
dan, 21, Week, Jan.14, January, Jan. 23, Jan. 21, 
1961 1960* 1961* To Date 1960* 196 
CHRYSLER CORP.** 8,000 26,281 13,923 24,113 80,669 24,113 
Chrysler Division ...... 2,000 2,979 2,423 6,055 9,772 6,055 
beens oo ue seseeseeseooreccenve 4,578 5,654 
UIE <cesevivcsssrseitins “osniciibes 2,194 401 
pele. Division 26,274 6,455 
ao 26,274 5,188 
RT: Niiciiininniiies |: Ee tenn) | ans 1,267 
Plymouth Division .. 40,375 11,603 
FP OUUER — sicesrciesssesers 27,872 6,917 
VRID 2 -sistiicssiispeccennces 12 4,686 
FORD MOTOR. ............... 151,575 82,913 
Ford Division .............. 131,273 70,865 
Falcon. .............. 33,521 21,687 
Ford (Std.) 92,283 43,701 
Thunderbird 5,469 5,477 
L-M Division .............. 20,302 12,048 
| rene ee es =o |) neon 4,874 
TBROGER: sidscisescisscosssiesn 2,575 2,414 
DHCROUEY  ...0.000100ceccre0ee 735 17,727 4,760 
GENERAL MOTORS .. 52,026 85,768 61,669 162,894 244,754 162,894 
Buick Division ............ 5,836 9,087 6,828 17,922 25,587 17,922 
Buick (Std.) ............ 4,186 9,087 4,891 12,916 25,587 12,916 
I, bicctbeninasissseiiens [ae ee 1,937 ne: +. cenctniens 5,006 
aikprichanimtssesiusiies 3,961 3,379 9,439 12,218 9,439 
Chevrolet Division 26,200 50,894 33,890 86,946 144,713 86,946 
CWE skaters 6,100 9,250 5,891 16,582 25,001 16,582 
Chevrolet (Std.) .... 20,100 41,644 27,999 70,364 119,712 10,364 
Oldsmobile Division.. 7,830 10,869 8,178 22,658 30,986 22,658 
OED . xrccticineubtvibosive SY U7 1,867 CS , 5,496 
Oldsmobile (Std.) .. 5,930 10,869 6,311 17,162 30,986 17,162 
Pontiac Division ........ 8,800 10,957 9,394 25,929 31,250 25,929 
Pontiac (Std.) ........ 5,400 10,957 6,000 16,284 31,250 16,284 
Tempest ............c.0000 ee -. -ddstcws 3,394 Cee. sailnee 9,645 
RAMBLER. .................000 7,600 ee.) Sakgetons 11,946 31,094 11,946 
STUDEBAKER. ............. 1,014 3,209 991 2,966 9,910 2,966 
scaulnateiepdiaoasiae 125 encedieds steenssete 125° pidiegie 125 
Total Cars, U. S.**...... 99,925 175,060 110,828 284,957 518,002 284,957 
**Totals for 1960 include DeSoto production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Jan, 1 dan. 1 
Same Ended Output, To To 
Week, Jan. 14, January, Jan. 23, Jan. 21, 
1960* 1961* To Date 1960* 1961 
11,635 6,481 17,600 30,912 17,600 
713 25 83 228 83 
64 34 142 278 142 
1,997 1,372 2,953 5,700 2,953 
9,204 5,973 16,906 27,489 16,906 
2,295 1,332 3,559 6,574 3,559 
2,940 2,667 6,935 / 8,428 6,935 
353 211 571 ‘ 996 571 
WE. ~ isatbveds 32 473 32 
400 304 861 1,203 861 
2,615 1,757 4,910 6,614 4,910 
85 90 250 239 250 
31,821 20,246 54,802 89,134 54,302 
206,881 131,074 339,759 607,136 339,759 
CANADIAN PRODUCTION—CARS 
Week Week dan, 1 Jan, 1 
Ended Same Ended Output, To To 
Jan. 21, Week, Jan.14, January, Jan. 23, Jan. 21, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 550 1,432 545 1,575 4,159 1,575 
FORD MOTOR. .............. 2,050. 2,505 2,093 6,161 7,376 6,161 
GENERAL MOTORS .. 4,000 4,843 3,952 11,083 14,328 11,083 
RAMBLER. .........:..c00 a aeeass 5 me’ yagaees 15 
STUDEBAKER ............ 123 120 128 256 223 256 
Total Cars, Canada .. 6,733 8,900 6,723 19,090 26,086 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 
Ended Same Ended Output, To 
Jan. 21, Week, Jan. 14, January, Jan. 23, 
1961 1960* 1961* To Date 1960* 
CHRYSLER CORP. 150 190 151 423 554 
FORD MOTOR, ee on cen 300 343 292 884 922 
GENERAL MOTORS .. 575 1,043 576 1,611 2,953 
INTERNATION AL ....... 220 277 235 637 830 
_ Total Trucks, Canada 1,245 1,853 1,254 3,555 5,259 3,555 
Total Cars, Trucks, 
Casindly  inicotbdiccaint, 7,978 10,753 7,977 22,645 31,345 22,645 


~ Grand Total, 
Cars and Trucks, 


U. S. and Canada....126,372 217,634 139,051 362,404 638,481 362,404 
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Thunderbird up from 1,802 to 2,250 


cars; Mercury off from 1,729 to 735 
units; standard Buick off from 4,- 
891 to 4,186 assemblies; standard 


Oldsmobile off from 6,311 to 5,930| ' 


units; standard Pontiac off from 
6,000 to 5,400 cars, and Dodge 
Polara with an estimated 500 as- 
semblies each of the last two weeks. 

In the highest price class, Cadil- 
lac was off from 3,379 to 3,360 
units; Lincoln climbed from 818 
to 950 cars, and Imperial was down 
last week after having turned out 
401 cars a week earlier. 

* 


* * 

EEE output last 

week totalled an estimated 18,- 
469 units, compared with 20,246 as- 
semblies a week earlier, and 31,821 
trucks turned out during the week 
ended Jan, 23 a year ago. 

Canadian manufacturers turned 
out an estimated 6,733 cars and 
1,245 trucks last week, as against 
6,723 cars and 1,254 trucks pro- 
duced a week earlier, and 8,900 
cars and 1,853 trucks built during 
the week ended Jan. 23 last year. 

Among the car makers, General 
Motors was up from 3,952 to 4,000 
assemblies; Ford Motor was off 
from 2,093 to 2,050 units; Chrysler 
Corp. edged up from 545 to 550 cars, 
and Studebaker turned out 128 cars 
in each of the last two weeks. 
American Motors is estimated to 
have built five cars in each of the 
last two weeks. 

On the commercial-car front, GM 
was off from 576 to 575 assemblies; 
Ford climbed from 292 to 300 units; 
International declined from 235 to 
220 trucks, and Chrysler was off 
from 151 to 150 assemblies. 





Romney Denies Rumor 


Of AMC-Douglas Merger 
LOS ANGELES.—George Rom- 
ney today issued a denial to ru- 
mored plans of a merger between 
American Motors and Douglas 
Aircraft Co. with Romney as 
president of the combination. 
Romney said “there is absolute- 
ly no foundation whatsoever for 
any reports or rumors of this 
character. I am here to attend the 
quarterly meeting of the board 
of directors which I joined (last 
summer) at the invitation of 
President Donald Douglas jr.” 
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At the Washington Auto Show— 


This is a view of the exhibit area at the 32nd annual Washington auto show, which 
attracted not only visitors from the national capital area but representatives of many 


foreign lands stationed in the city. 





In Suit Against Chrysler ... 


Text of Newberg Complaint 


(Continued from Page 36) 


such relationship between New- 
berg and Stone as the ostensible 
basis for effecting Newberg’s dis- 
charge. 

16. That the said conspirac 
templated in sequence the 
ing course of action: 

(a) Falsely leading plaintiff New- 
berg into a sense of security while 
obtaining detailed and full disclos- 
ure by Newberg of all incidents of 
the operation of the two supplier 
corporations; 

(b) Convening a special meeting 
of the Chrysler board of directors, 
without notice to Newberg of the 
purpose of such meeting, and there 
prevailing upon Newberg to resign 
as president and director; 

(c) Seizing upon the accomplish- 
ed fact of the resignation to sug- 
gest for the first time that New- 
berg should pay money to Chrysler; 

(d) Compel Newberg by threats, 
intimidation, coercion and wholly 
spurious promises of substantial 
other employment to enter into 
an agreement for the payment of 
a large sum to Chrysler; 

(e) Which fact would be repre- 
sented to the public as evidence of 


con- 
ollow- 


Show Attendance Lagging 
But Buyers Turn Out 


(Continued from Page 3) 


“the tremendous buying mood of 
those who did attend.” 
cg ok * 


PEAKING at a breakfast for 

dealers and salesmen prior to 
the Clearwater (Fla.) show, H. I. 
Patterson, director of Chrysler 
Corp.’s Atlanta Training Center, 
called recession talk “just an ex- 
cuse for not selling.” 

“There is more money in banks 
than ever before,” he said. “Peo- 
ple are waiting for, are daring 
salesmen to come out and sell 
them. They’re not coming into 


French Retiring 
From Chevy Post 


DETROIT. — Charles J. French, 
who as executive assistant to the 
Chevrolet general manager was in 
charge of dealer relations, is retir- 
ing Jan. 31 after 
24 years with the 
company. 

He first became 
acquainted with 
the dealer organ- 
ization in 1937 
when he was ap- 
pointed manager 
of the Dealer 
Committee Sys- 
tem. He had 

a headed dealer re- 
Charles J. French ations since 1958. 

During World War II French 
was director of war products in- 
formation for Chevrolet. After the 
war he served as advertising man- 
ager, public relations director and 
manager of plant city activities be- 
bore appointment to the dealer post. 


showrooms much any more, but 
the prospects are there.” 

Patterson urged salesmen to take 
more training and put into effect 
what they have learned. 

About 8,000 persons attended the 
fourth annual New Bedford (Mass.) 
Auto-Rama, which was sponsored 
by the New Bedford New Car Deal- 
ers Assn. and the Rotary Club. Pro- 
ceeds went to the Rotary’s charity 
fund. 

Shows will open this week in 
Fort Wayne, Ind. (Jan. 25-29); Al- 
lentown, Pa. (Jan. 25-28); Birming- 
ham, Ala, (Jan. 26-29), and Roches- 
ter, N. Y. (Jan, 28-Feb. 4). 

“Hawaiian Holiday” will be the 
theme of the 46th annual Rochester 
show in the Community War Me- 
morial. Forty-five area dealers will 
exhibit more than 150 American 
and imported cars in a setting of 
grass skirts, palm trees and paper 
leis for each visitor. 

* * * 
ir CHICAGO, dealers are stepping 
up preparations for the Chicago 
Automobile Trade Assn.’s 53rd an- 
nual show to be staged in the city’s 
new exposition center, McCormick 
Place, Feb. 18-26. 

A hundred free show tickets 
have been distributed to CATA 
members along with posters pub- 
licizing the show. 

“These tickets can be most help- 
ful in building goodwill with your 
customers or prospective new-car 
buyers by giving them tickets to 
the show and urging them to visit 
the display of the particular car 
and/or truck make you sell,” a 
CATA spokesman reminded the 
dealers. 


the good faith with which the di- 
rectors had acted in discovering 
and correcting the only abuse exist- 
ing at Chrysler, all the while pub- 
licly releasing to the press false, 
misleading and partially true state- 
ments as to Newberg’s participation 
in supplier companies, thereby 
painting Newberg as a great male- 
factor of Chrysler, one who had 
violated his obligation as a direc- 
tor; 

(f) Cause statements to be issued 
by independent and generally re- 
spected agencies that a full investi- 
gation disclosed no other incident 
of wrongdoing on the part of any 
Chrysler executive, 

a * * 

17. That knowledge of the ma- 
terial facts of the conspiracy as 
herein set forth, of the falsity of 
the representations made by de- 
fendant and its agents, upon which 
plaintiffs relied to their detriment, 
were only recently discovered by 
plaintiffs and this action com- 
menced as expeditiously as possible 
upon discovery of the facts as here- 
inabove set forth, 

18. That said promissory note, as 
in paragraph 5(a) (2) above de- 
scribed, and the collateral guaran- 
teeing the payment thereof, ag in 
paragraph 5(a) (4) above described, 
are presently held by defendant, its 
agent and nominee, as in para- 
graph 6 above alleged, and plain- 
tiffs fear that unless defendant, its 
agents and employes are restrained 
by the order of this court from so 
doing, said defendant will cause 
said note to be enforced, the said 
collateral to be sold and the pro- 
ceeds to be applied against said 
note, as by the terms of the July 21, 
1960, agreement authorized, or that 
defendant will cause said note to 
be negotiated to a person as to 
whom the defenses against said in- 
strument as herein alleged would 
be unavailable to plaintiffs, and 
your plaintiffs further fear that 
unless restrained by the order of 
this court from so doing, defendant 
will enforce the assignment of 
plaintiffs’ equity in that certain 
contract of sale described in para- 
graph 5 (a) (3) above, as by the 
terms of the July 21, 1960, agree- 
ment authorized. 


S-P Dealer Aide 


Named in Canada 


HAMILTON, Ont.—W, C. Blake 
has been appointed manager of the 
dealer develop- 
ment department 
for Studebaker- 
Packard of Can- 
ada, Ltd, 

Since 1956, 
Blake hag been 
associated with 
S-P as a regional 
manager. Before 
joining S-P, he 
served as cost ac- 
countant and 
business manager 
for several large dealerships. 
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Abuses in Selling Reviewed .. . 


California Probers 
Report on Auto Study 


(Continued from Page 3) 


The Rees report calls salesmen| flict serious economic suffering 
“front men for management, and| upon their consumer victims. 
their function is to negotiate terms | These few dealers are responsible 


of the deal with a prospective buy- contamina a dha gdle ld Saict- 


er and then to seek ratification by by the committee. 





FOR RATES, ETC., SEE NEXT PAGEm 





POSITION WANTED DEALERSHIPS AVAILABLE 


GENERAL MANAGEMENT—Not over 200 WANTED—A PARTNER to buy half in- 
new, 300 potential, eight years small! terest in a going business handling Val- 
volume experience all departments, be- iant-Plymouth-Chrysler and Imperial, { 
lieve in profit before volume. Am a want an aggressive man with proven 
worker, not a big executive. 45 years/ sales ability who can take over and run 
young, single, sober and sincere, Prefer| this place. Sales are now at 400 cars per 
salary plus percentage but am looking year, but with aggressive management, 






HELP WANTED 









DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 










management of the deal they have 
tentatively worked out with the 


2. The abuses uncovered by the 
committee include unethical busi- 





for an honest dealer who will pay me 
what I am worth after a year at a 
reasonable salary. Box 2162, c/o Auto- 


this figure could be 1,000 cars per year 
Dealership is in a new, modern building 
with two used car lots adjoining the 









customer ‘+ is confusing to the ness methods, fraud and violation 
buying public and is effectively | o¢ existing California law purport- 
used by some dealers as another! jing to regulate the sale of auto- 
means of misleading their custom-| mobiles. 

ers,” 3. Where existing law provides a 


Other retailing fields touched on| wronged individual with a legal 
in the Rees committee report in-| remedy (as in the case of fraud) truck sales. Excellent opportunity for 
cluded: Lack of protection for the|or with a legal defense (as in a aes an “aeaaea or eee: 
car buyer in default of payments,|case of violation of provisions of| jh is c/o Automotive News, De- 
use of side note financing of down-/|the Civil Code governing the sale | sires MANAGERS WANTED. If you are 
payments to make a “no-down”|of motor vehicles) such an indi-| a producing specialist on brake lining 
deal, misleading advertising, taking| vidual seldom avails himself of . we ee dE ate ttn paying _ 
deeds on real estate as security for | these legal rights and remedies be-| {Qhieis-also sales specialists on. bat. 
a short down payment, sale of used| cause they are generally too eX-| teries, springs, tires, Tremendous pos- 
cars as “demonstrators” or altera-| pensive and of too little value to Se with on po vne er eon 
tion of mileage totals on speedom-| him to be worth his while to pur-| Central and West. Write qualifications: 
eters, unjustifiable retention of de-| sue. ambitions, age, address, ee for, im. 
posits, abusive sales tactics and| 4, Existing law is not effective in| Me‘late reply in confidence. Box , 
ambiguities of California law regu-| preventing practices outlawed by SRE ANGE WANTED Sa 
lating sale of new and used CaFrs./such law, and does not purport to! state New York, old-established dual ‘‘Big 

In the 140-page report, are the] spell out other practices which re-| Three’’ dealership. Apply Box 2146, c/o 
following general conclusions: quire regulation. 

1. A small minority of dealers 5. New legislation to remedy 
are conducting their businesses deficiencies in existing law is 


Automotive News, Detroit 7. 
WANTED—A parts manager for a Chrys- 
in such a manner as to endanger | necessary if California is to be 
public trust in the doing of busi- | sincere in attempting to extend 


ler Corporation dealership in the Hart- 
ness by all dealers, and as to in- | to automobile buyers protection 


motive News, Detroit 7. main building, Mat Buhl Motor Sales, 
GENERAL MANAGER or general sales 2025 Eureka Rd., Wyandotte, Michigan. 
manager available for Southwest. Young 
and energetic, ten years’ good experience For Sale in 
behind me, I can get those sales and NDL a 
profits for you. Experienced in Ford, HEE aes 
Chevrolet, Oldsmobile and Cadillac. Box 
2150, c/o Automotive News, Detroit 7. aieee we *. —_ = Portland. New 
CHEVROLET SERVICE MANAGER—Age Seonbed fare. cat aie ot” 180 fo, 300 ‘ per 
32, married and have family, fourteen ear. Fast A ale area. Must sell aa aed 
years in Chevrolet dealerships, nine years | [°2i;, $15,000 will h ae os tool offi ° 
with present dealer—seven years as serv- ven ane FOr, we Pt pa 
lee manager, Can furnish references. equipment and fixtures. Used-car lot attached 
Prefer to locate in the Chicago area. Box |"? same area. Lease from present dealer. 
2151, c/o Automotive News, Detroit 7. Box 2157, c/o Automotive News, Detroit 7. 
GENERAL OR SALES MANAGER—New|DO YOU WANT A BUSINESS that will 
and/or used cars, Operated my own pay itself out gross in 1 to 8 
agency, ‘‘Big Three,’’ for six years. Ex- years? Or will net itself out in 3% to 
tensive experience in hiring, training and 5 years? I have a dealership selling 
managing an agency of medium size, 34 Rambler which I am placing on the 
years old, married, with top references. market because of my age. Located in 
Will locate either Fiorida or Western South Jersey, fully staffed and in full 
state permanently, Box 2152, c/o Auto- operation. This is no gamble for in- 
motive News, Detroit 7. vestors. For details and terms contact: 
PARTS MANAGER — Rambler, service} Box 2143, c/o Automotive News, De- 


manager experience, wants position in troit 7. 


Los Angeles. Can furnish iccal and fac.) OOOO 
tory references. Available in two weeks|CITY OF 75,000, 50 mile radius of Chi- 
after you hire, Box 2154, c/o Automotive} C880, successful import dealership avail. 
ett etree —sevenvien-| Sctins’ set, tet “serenannt_ cave 
vice. 
CANADIAN DEALERS ATTENTION! TI Outright purchase and lease available, 
have the only plan that will increase both Financing arranged if necessary, Box 
volume and profits in any size dealership. 2156, c/o Automotive News Detroit > 
Guarantees to change your losses to f y : 
profits. Strong closer that will improve DEALERSHIP HANDLING RAMBLER — 

each deal. Twenty years’ experience in Oregon—Willamete Valley college town. 








CHRYSLER CORPORATION DEALER- 
SHIP, suburban Detroit, trading area 
population, 25,000, searching for top 
flight sales manager. Man must be capa- 
ble of taking full charge of car and 



















Sehnert 













ford, Connecticut area. Send résumé to 
Box 2147, c/o Automotive News, De- 


troit 7. 


30 YEAR OLD TIME SALES & LEASE 
FINANCE CO. is looking for a top ex- 































































































































wera aor ae es a ane sey a. perienced man who can produce a mini- 
- = chasers of other types 0 n- mum of one million dollars of profitable 
Obituaries alty on retail caiman con. | finance paper yearly. Don't apply for the overall dealeralip management metropol-| Very fine location, low overhead, 175 
ED job unless you know you can produce - in eta nao in oe ie. 6 car potential. Working—investing part- 
‘ tracts, or even the protection | this profitable retail volume. You will be| <itloning and merchandising. in mresent | ef desired, terms and flooring-contract 
Guido G. Behn 80; envisaged in the existing law reg- well compensated if you can, Send com-| Teocate easly. C Atlomaid and -under.| #Mancing available. Call Dealer Depart- 
‘ ulating motor vehicle sales. plete résumé with business references.| Standable reason for wanting to locate| ment, Courtesy Credit, BE 4-6611, 2836 
Hudson Motor Pioneer g Box 2148, c/o Automotive News, De-| Standable Tossonrship size nor important, | N- E. Sandy, Portland 12, Oregon. 
6. The penalties provided for in|  troit 7. mieoeme Dra ae ' 
potential of increase in business is. 
Write Box 2153, c/o Automotive News, AUTO DEALERSHIP 





DETROIT.—Guido G. Behn, 80, 
a Hudson Motor Car Co. pioneer 
who entered the auto industry in 
1902 with the Olds Motor Works in 
Detroit, died Jan, 16. 

When the Hudson firm was 
formed in 1909, Mr, Behn was 
named chief engineer, a post he 
held until retirement in 1927. He 
also was a director of the firm. 
Earlier he had worked for Chal- 
mers-Detroit Co. 

. * * 


Kenneth B, MacDonald 
BUFFALO, — Kenneth B, MacDonald, 
founder and retired president of Macken- 
zie Muffler Co., Youngstown, O., died at 
his home here Jan. 3. He was 82. He 
founded the firm in Buffalo in 1909 and 
moved the company’s parent office to 
Youngstown in 1937, 
* 





Civili Gots Bertien ese <6): ee 

SALESMAN (MANAGERIAL P OTE N- 

be made applicable to violations |“ 7IAL)—cCieveland dealer with multiple 

of all other subdivisions of that! outlets neods one man tor ite Pontiac 

agency, Salesmen now on staff average 

divisions Ce) and (dag is mow| Sci, each during 1860" plus "new 

car with maintenance, plus , com- 

the case. (Penalties referred to pany pela ae inourance. Work works is 

.| on ve days and showroom is open 

allow treble damages and other ee only ewe evenings a week. Eleven former 

covery by the buyer. The sale o salesmen of this agency are now either 

automobiles is specifically excepted} general managers a auto egeneios or 

owners of auto agencies, First year mini- 

from the pertinent section.) mum cae guarantee is $7,000 plus use 
7. There should be provision 
made for a uniform statewide sales 

order form to be used by all sellers 


of a new car, plus life insurance, We 
believe we offer one of the finest oppor- 

in all transactions involving the 

sale of a motor vehicle. 


tunities in auto retailing in the U.S.A. 
If you have an excellent sales record 
Goodrich Notes 
Production Rise 


Central California, downtown dealership. Old, } 
reliable franchise, located in fast-growin i 
area of 600,000. Excellent facilities, shop, of- i 
fice equip. Fully equipped, complete service ' 


and repair. : 
$45,000 : 
Must have factory approval. Includes author- 


ized Mercedes-Benz sales and service. Write 
Box 2140, c/o Automotive News, Detroit 7. 


FOR SALE 
AGENCY HANDLING FORD 


Client in a recent merger of com- 
panies, acquired this Pittsburgh 
suburban area auto agency. Busi- 


Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER — 
Experienced in office reorganization and 
management, ‘‘Big Three’’ dealership ac- 
counting, Complete daily operating con- 
trols for all departments, Florida area. 
Box 2155, c/o Automotive News, De- 
troit 7. 


MR, DEALER—Would you like to have a 
right hand man with a_ well-rounded 
automotive experience and air-tight ref- 
erences? Would you like a man you could 
trust to run your entire operation while 
you were away; delegate any duty when 
you could not get to it yourself; leave 
you free for more careful planning and 
closer supervision; make it possible for 
you to attend more important meetings; 
give you time for the study and research 
you need to keep up; handle complaints, 


WANTED—GENERAL SALES MANAGER etc. when you’d rather be out of the 
picture; help keep your sales force on 


with a thorough knowledge of all phases 
the beam and close deals; follow your 


of dealership operation. Must have suf- 
ficient experience and ability to qualify used car reconditioning; help plan ad- 























and feel you have managerial! potential, 
but the size of your city or agency limit 
you, please write us in full. Box 2149, 
c/o Automotive News, Detroit 7. 








ness doing, past 5 years in sales 
and servicing, almost $2,000,000. 








| 
| * +. 
Raymond G, Seaker AKRON~J. W. K ' as general manager of large operation a, one ort Guties wee Gay eed eusnty te tows 
| GOUVERNEUR, N. ¥, — Raymond G, —J. W. Keener, presi-| within a reasonable period of time. : 2 2188, c/o A ; : 
as y »P Please write in complete confidence fully| diate reply write Box 2158, c/o Automo- 
tive News, Detroit 7. Contact: 






dent of B. F. Goodrich Co., said 
last week that his firm’s January 


Seaker, 63, prominent in the auto busi- 
ness here for 48 years and a partner in 
the Seaker-Graves Motor Company, died 


about yourself stating age, family status, 
experience, references, compensation ex- 
pected and your present financial net 











A. B. GERBER, ATTNY. 
1512 Walnut St., Philadelphia, Pa. 


GENERAL MANAGER and/or buy-in deal 
on small to medium-size Cadillac dual. 


















Jan, 4, le 
* * * tire production is running 6 per worth. Also please include a recent snap- Have ten years’ experience in all phases 
Alfred J. Briere Sea nee eee acne | of Teal sussens, Box S161, c/o Autome-| Of dealership operation and management Tel: Ki 6-3810 
OGDENSBURG, N. — Alfred J. uarter rate an a ebruary- 4 ‘ r ate 0} , 
LS a TY" | tive News, Detroit 7. BSc from Ohio State, MBA work almost 
complete. Family man, veteran, best 


DEALERSHIPS WANTED 
CHEVROLET OR FORD. located in Sou- 


Briere, 58, used-car lot operator, died 


Jan. 3 after a poems Sinaae. March plans call for output 14 per- 
* 


cent above the fourth-quarter pace. references, Have some capital, Box 2159, 


c/o Automotive News, Detroit 7. 





Irvin H. Sentz He indicated that second-quarter 
BALTIMORE. — Irvin H. Sentz, 64,| production also will rise __ DEALERSHIPS AVAILABLE _| thern California, Will pay top cash or 
. SERVICE MANAGER IDEAL LOCATION AND FACILITIES for buy-in, Factory approval assured, Con- 
fidential, Box 1994, c/o Automotive 


Ford or Chevrolet dealer. None here, 
60,000 people, fastest growing area in the 
United States. Inquire Cramer & Maurer, 
2330 South Route No, 7, West Hollywood, 
Florida, 

DEALERSHIP HANDLING CADILLAC- 
OLDSMOBILE for sale in Duncan, Okla- 
homa. Death of dealer reason for sell- 
ing. 20,000 population, planning potential 
125 Olds, 36 Cadillacs, No real estate. 
Ruth Armstrong, 20 South 8th, Duncan, 
Oklahoma, 

SOUTHERN CALIFORNIA — Dealership 
handling Plymouth-Valiant, Ideal loca- 
tion, most beautiful spot in the country 
to live, Low working capital require- 
ment, excellent lease. [Iliness forcing 
owner to sell, Box 2138, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING RAMBLER — 
metropolitan Northern New Jersey. 
Eight hundred new and used cars sold 
for first ten months of 1960. Good profit 
picture, Reason for selling—other inter- 
ests, Minimum cash required, $25,000. 
Box 2139, c/o Automotive News, De- 
troit 7. 


fleet sales manager of Behrend Brothers, 
Ine. (Ford), died Jan, 1, Sentz entered 
the auto business in Baltimore 40 years 
ago after serving in the Army’s Transpor- 
tation Corps in World War I. 

* * * 


Luke E. Thorpe 

CUMBERLAND, R. I.—Luke E. Thorpe, 
61, a co-founder and president of Thorpe 
f Automotive Co. in Pawtucket, one of the 
' leading such firms in Rhode Island, died 
; here Jan. 6 after a brief illness, He was 
is a member of the Motor Equipment Whole- 
; salers’ Assn, and the Automotive Whole- 

salers of Rhode Island, 





News, Detroit 7, 


32 YEARS OF AGE—EAGER TO MOVE 
into GM deal. Prefer Chevrolet but will 
consider other single line or dual, 300- 
700 planning potential. Eleven years’ 
experience, university degree. Prefer 
quality deal in Midwest but will locate 
anywhere. Factory approval, adequate 
capital. Strict confidence. Box 2130, ¢/o 
Automotive News, Detroit 7, 


DEALERSHIP WANTED (Ford or Chev- 
rolet) in Northern N, J, or Rockland 
County, N. Y, Cash available for im- 
mediate purchase. Write Box 2160, ¢/o 
Automotive News, Detroit 7. | 


a 


HAVE $450,000.00 CASH 


AND WILL PAY TOP PRICE 


for GM, Ford or Chrysler dealership with vol- 
ume new car sales potential. | have very suc 
cessful and profitable record managing 2,000 
new car dealership and can assure factory 
approval. Please Set. in confidence to Box 
2164, c/o Automotive News, Detroit 7. 


a ren RR 


BUSINESS OPPORTUNITIES 
a ee 
FOR SALE OR LEASE—Filling station, 
motel and truck garage, Buildings one 
year old, approximately 1% acres. Write 
or call: Edwards Motor Co., Lexington, 
Kentucky, Phone: 2-8709. 


Goodrich called it “the first sig- 

nificant upturn in tire production Socstiont congriy with ine ontghiuhed 

mu eo ealer, one os hg 

since the beginning of the recession in a Southern California metropolitan “wes. 

last spring. We need an ambitious, topflight administrator, 
Keener said the increases are 


we pot oy is ra vere ane qualified ae 
nically, but understands the business end o 
for the replacement market. He curves and can show a profit while maintele- 
added that the industry expects to| ing customer goodwill. Salary open. 

ship a record 72 million passenger-| if you have a record of proven accomplish- 
car tires for replacement sales this 

year and that truck and farm sales 


ment and are between the ages of 35 and 
. send complete resume to Box 2132, c/o 

in this category should at least 

equal 1960. 















a 






Automotive News, Detroit 7. All replies will 
be held in strict confidence. 










* 


* r 

John 8S. Davis Sr. 
| DAYTON.—John 8. Davis sr., treasurer 

of Davis Buick Co., died Dec. 16 at 
Miami Valley Hospital. He was 85. 

. * * 

W. M. Robertson 
i JOPLIN, Mo.—William M. Robertson, 
, 70, one of the best known auto dealers 

in Missouri, died Jan. 4 in a hospital where 
a he had been a patient since Oct. 13. A 
H business leader with many interests, Rob- 
ertson was primarily an auto dealer and 
A owned Chevrolet dealerships here and in 
Carthage. He had been a member of 
the Missouri highway commission since 
1955. 


HELP WANTED 


SALES MANAGER — Metropolitan area, 
Midwest, to become general manager. 
Must be experienced, mature, have new 
and used-car experience, degree in Busi- 
ness Administration, knowledge of serv- 
ice and parts operation very important. 
Must have ability to MANAGE the busi- 
ness. Salary plus bonus, fringe benefits. 
This is an excellent opportunity to be- 
come a part of the firm and make this 
dealership your career, Send complete 
résumé of your experience and qualifica- 
tions including a recent photograph to 
oor ~— c/o Automotive News, De- 
ro! ° 


SALES REPRESENTATIVES — National 
advertising concern will train salerrnaen 
to contact automobile dealers with sales 
and service direct mail program, Exclu- 
sive territory, high earnings, repeat 
yearly business, established accounts. 
Good salary and commission, Box 2121, 
c/o Automotive News, Detroit 7. 








For Sale 
Dealership Handling 
Plymouth-Valiant 


* * 


? 
Frank H. Taplin 
BURLINGTON, Vt.—Frank H. Taplin, 
73, an auto dealer here for many years, 
HT] died in a New York City hospital Dec. 
29. He moved to New York about five 
years ago. 





AUTOMOTIVE REPRESENTATIVE — 
Young man, 27, married, representing 
one of major imports for 13 Western 
states, Have previous «domestic factory 
experience in field sales. Best references. 
Will relocate anywhere. Telephone 
POplar 6-7669 or write c/o L. M. Pat- 
rick, Jr., 11616 Riverside Dr., North 
Hollywood, California. 

GENERAL MANAGER: Age 35, married, 

three children, Looking for a dealership 

with a P. P. of 500 up. Fourteen years’ 
sales and management experience. In- 
terested only in .permanent type of 
arrangement. Complete résumé upon re- 
quest. Reply in confidence to Box 2141, 
c/o Automotive News, Detroit 7. 








High volume and low overhead op- 
eration. Low capital requirement— 
in Oklahoma City, Oklahoma. 


AUTO WRECKING YARD—approximately 
150 cars from ‘41 thru '59 models. Es- 
tablished ten years at intersection of 
three highways. For details write J. M. 
Chapman, Rte. #2, Box #20, 

Texas. 






pa 


* * * 


2 
; Floyd B. Russell 
ST. ALBANS, Vt.—Floyd Boyce Russell, 
75, a retired auto dealer here, died at a 
local hospital, Dec. 30. 
* *” * 
William C. Grindle 
LUMBER CITY, Ga.—William C. Grin- 
F dle, 73, president of Grindle Motor Co., 
4 oldest Chevrolet dealer in the state, died 
4 recently in a Vidalia hospital. 













Contact: 


PAUL HUDIBURG 
Box 5566, Oklahoma City. 













Buying, sell trading miscellaneous evte- 
motive items? Get quick results through 
ive News’ Want Ads. 


Automoti 
OT 
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E BUSINESS OPPORTUNITIES 
SE 


NO CASH INVESTMENT 


OWN YOUR OWN FORD AGENCY 


National company acquired Pittsburgh 
area auto agency in recent merger. 
Seeking man to become manager and 
eventually owner. Must be experienced 
in retail auto sales and service. Only 
Ford agency in town; est. 5 years. Con- 
tact: Mr. Stewart, Puritan Bidg., Clair- 
ton, Pa, Tel: BE 3-9000. 





CARS FOR SALE 





CARS FOR SALE 


BANK 


LATE MODEL REPOSSESSIONS 
Prices below wholesale for 
immediate e 


Write or Call 
STANLEY KLEINROCK 


1175 DeKalb Ave., ge N. Y. C. 
Tel.: Glenmore 2-3310 





i 


DEALER SERVICES 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
wi 3-6445 


61 Volkswagens 
Fully Americanized 

































* 
Immediate Delivery 


s 
Excise Taxes Paid 


MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


In North Carolina contact: James Allison, 
E. M. Stafford Auto Auction 
EXpress 9-0921 



















One 1957 Cadillac 
Imperial 75 limousine, air-conditioned; 
one 1957 Cadillac 75 limousine, Ben 
Feferman Motor Sales, 602 S. Michigan, 
South Bend, Indiana. 


CARS FOR SALE: 


ster 








1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, § 








VOLKSWAGENS 
1961s—All Models 
IMMEDIATE DELIVERY 

Will Ship to Any Port 

CHECK OUR PRICES 

CAR WHOLESALERS, INC. 


1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 




































cae _entishing Company, 


got the 

















CLASSIFIED WANT ADS 
BRING RESULTS. 


customer? 


HERTZ 










TRUCKS FOR SALE 
WRECKER 1949 GMC 2-ton cabover with 
complete heavy duty Holmes, all A-1, 
$1,995, Greiner Motor Co., Fort Smith, 
Arkansas. 






















CARS WANTED 


WANTED! 
USED 1960 






























Diesel Tractors—Tandems 


Forty 1958 International DCOT-405's full 
sleeper. Will = maximum trailer in —~ 



















Gas Tractors—Tandems 
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TIMING SPROCKET and six semi-finished 


NEW CHRYSLER-P L Y MOU T H-FORD 


LARGE NEON LARK and Renault signs, 






6,500 NAMES, Southwest or nationwide— 


IF YOU ARE MARKETING a good sales 


FOR SALE—Model 


the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford, I 




















Us 


No Other Tow Bar 
Can Give You These 


TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 





PARTS WANTED 






pistons for 1932 six-cylinder Pontiac. 
Call collect. Dr. R. D, Thomas, Galli- 
polis, Ohio, Phone: GI 6-0153, 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 











PARTS ’28 thru °41, Running boards, 
fenders, grilles, hood ornaments, radia- 
tors and accessories, etc. Sarnoff Sales, 
1167 Park, Vineland,.N. J. 


SHOP EQUIPMENT FOR SALE 

























FOR SMOOTH & SAFE 
TOWING. 


* 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 


nearly new, Half price. Butler-Raymond, 
900 W. 6th St.,. Austin, Texas. 











De VILBISS SPRAY BOOTH 
AND GAS OVEN 


One of the best of its kind. Like new. 







NO RIVETS TO LOOSEN AND 





MR. PEYTON 
990 Broad St., Newark, New Jersey CAUSE PREMATURE WEAR 
Phone: MArket ‘4-4300 > 





THE SUPERIOR 
BLUE CHIP 


TOW PILOT 









MAILING LISTS 


imported automotive interest. Already 
on Elliott stencils, ready to print. Used 
12 times. $227.50. Box 2131, c/o Auto- 
motive News, Detroit 7, 


NEW LINES WANTED 





and Brake Cable 








or service follow-up program for the cus- 










® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 


*Cadalloy Steel Castings 


With Lubricated Automatic Brake 


39 





> aman sma 
WHY SETTLE FOR LESS... 


Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


e 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 


SNUG FIT OF ALL CONNECTIONS 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


tomers of automobile dealers, I am your | Dealers’ 25% Discount .......... 17.45 
man, Fifteen years’ experience calling on Dealers’ with 

dealers at top level in metropolitan N. eee 2 tm $52.35 
Y. area, and am desirous of making a Adapter lamps Fed. Tax. Inc. 
change. Box 2163, c/o Automotive News, r - 
Detroit 7. 









OFFICE EQUIPMENT FOR SALE 


6116 National Cash 
Register with second drawer. Prints dol- 
lars to $9,999.99; 11 sub-totals, receipt 
stamper, ticket printer, removable indi- 
cators. Excellent condition. Priced very 
reasonably. Motor Sales & Service Co., 
461 Brunswick Ave., Trenton, N. J. 
Phone: EXport 6-8154. 


ACCESSORIES FOR SALE 


THE FAMOUS 
MOTO-MATIC 


TOW. GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 

















ymouth and Ram- 








have .a number of cheap = bler for all their models, includi ts. 
, } Metre sefoc tor Sn ttn aS0-engines | Automatic. frenmiien” Sigpeatndards aa| "ON THE BALL" 
VALIANTS d FB peered ew ten Ser osova tree sang | CONTROLS, NE 1" Balmora, Dota 









Dealers’ List F.0.B. Factory ............... .$59.80 


—* a. Pine ag 1a yb Dealers’ 25% Discount ....................++ 14.95 
has th These ovecks look ond ven like new. ; PORTABLE DUAL CONTROLS ee Le ; $44.85 
e Recommended for Driver-Education Cars by! adapter Clamps Fed. Tax. Inc. 


with *Cadalloy Steel Safety Coupler 


ALL - MODELS INTERNATIONAL HARVESTER CO. MISCELLANEOUS Dealers’ List F.0.B. Factory .......cccce0... $51.00 
Box 547, Omaha, Nebraska Dealers’ 25% Discount ................ccc00 12.75 
ROSELAND PLYMOUTH Soenserd pve 2 Longe $38.25 
CO 4-1300 ‘CO 4-6600 CARPETS—$9.50 Adapter Clamps Fed. Tax. lnc. 
6 a TRUCKS WANTED Front or rear for any make of car, seven 
Wire or Call Collect All lw fast li WANTED—Used Ford, Chevrolet, Interna- | beautiful colors. ees immediately. Send 
are in fast-selling tional 2-ton trucks and Universal Jeeps. | for free sample catalogue. -Substantial Discounts 

































34 West 103rd Street, 
‘Chicago 28, Illinois 


State price, condition first letter. Bridge- 
port Equipment Company. Bridgeport, 
Nebraska. 

USED FORD, CHEVROLET, GMC, 2, 2% 
and 3-ton trucks, preferably 1956, 1957 
and 1958 models, Blevins Motors, Frank- 
lin, Louisiana. 


colors and fully equipped 
with power steering, 
R & H, automatic trans- 
mission, many with 
power brakes—the works! 
























IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
er trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
paid on the vehicles. 









Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts—you name it, we’ve 
got it! Low mileage, 
clean and sharp — real 
bell ringers! 









CARS FOR SALE 


1941 CADILLAC series 75, 7-passenger 
sedan, chauffeur division glass, new 6 
ply tires. Excellent condition, Price $1,- 
000. Contact: L, H. Lemke, 420 4th 
Ave. N., Wausau, Wisconsin. 


















REWARD for information leading to the 
whereabouts of couple known as Joseph 
and Joyce Richardson, driving a 1960 
Rambler American Super tudor station 
wagon, serial No. B-119056, gray bottom 
with white top, automatic transmission, 
red and black interior, Illinois license 
plates. Man’s age around 50, wife 
around 40, distinguished-looking couple, 
last known employment was a Bible 
salesman. Might have small boy, age 
around seven, traveling with them. If 
you have any information, call collect: 
Jerry W. Groves, Midwest Rambler, 
Decatur, Illinois, phone 428-4685, 


PARTS FOR SALE 


































1959 and ’60 models are 
now available at Hertz 
offices across the country. 


Ample Supply of 


CLEAN 
USED 



























< = ARS CALL LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
THE HERTZ MANAGER ration, 1812 South Andrews Ave., Fort 










Lauderdale, Florida. JA 2-7491. 


BMW ‘300’ AND ‘‘600’’ PARTS, book 
retail value—$3,189, NSU Prinz parts, 
book retail value—$676. Sell for 25% 
of retail in complete groups only, Will 
ship prepaid. Buy both groups at 22%. 
Send 25c coin or stamps for complete 
list. C 8. Trosper, 1501 N. Broadway, 
Oklahoma City, Oklahoma. 

NSU PRINZ AND SPORT PRINZ PARTS 
and access, Contact nearest distributor 
or National Parts Center, Ludwig Motor 
Corp., 421 E, 91st St., New York 28. 
TRafalgar 6-7010. (Sole U. 8S. importer 
for NSU cars and parts, Transcontinen- 
tal Motors, Inc., 230 Park aAve., New 
York 17, MUrray Hill 9-2710.) 


IN YOUR CITY TODAY 









1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 









or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 


































1971 Massachusetts Ave., Cambridge, Mass. 

















YORK MANUFACTURING CO. To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 


SEE PAGE 24 
for the nation's 
TOP AUTO AUCTIONS 


PILOT DISTRIBUTING CO. 











New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [J or Two Years $22 [1] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Mi cithadoia bas Giacatesawe Be eS enecheceateeebars ek ess sneane 
Siroet Addrests cc sc ctrdccviccaececses wtecntarnss eotane Zone No......+++ 
City. .cccccccccccccescces - ocksepecec canes. MeeeOisakeeee haar oeee 


TRADE CONNECTION: 
Manufacturer [_] 


Car Dealer (J Truck Dealer [] 
Jobber [] Insurance [] Financial (J Supplier [1] 
Make Of Caf. cccccccccccccccccccccccccccscccccceses Meesccescsccsres 





Ceca ee 


The word 


‘“‘Ad Page Exposure is a revolution- 
ela me leh ae cM Ma ci6 if eet -re | Oe 
measures something we really 
want to know, and has proved im- 
mediately and significantly helpful 
in our media decision making.”’ 


ae mel iaielié 

Vice President & Nationa 

Director of Media & Research 
Foote, Cone & Belding, In 


“APX is a milestone in magazine 
chi: COP DAMME erect aL 
take time to develop acceptance in 
our industry. Alli technical advance- 
ments need time to develop ac- 
ceptance. But it will certainly 
come.” 


“The Saturday Evening Post 
Studies on Advertising Page Expo- 
sure give us, for the first time, the 
power to go within a magazine's 
audience and determine how many 
opportunities for exposure the 
average advertising page has and 
against whom. Equally significant 
was their contribution in develop- 
ing and validating a sound mea- 
surement technique.” 


Seymour Banks 
TAT ed dd ts a) 
f Media Research 


ett Company, Ine 


“APX for the first time furnishes 
an added dimension to audience 
measurement. An important break- 
through!”’ 


“The concept of APX is a logical 
and necessary step in more clearly 
defining print media audiences. 
The current studies are of great 
value to the media planner.” 


aa 


Ort eT, 


“We think that Ad Page Exposure is 
a useful dimension in evaluating a 
magazine — one which the media 
planner can measure in his quest 
for precise evaluation. The new 
study adds data most helpful in giv- 
ing us better perspective on the 
magazine medium.” 


Newman F. McEvoy 


a dia Batak 


“The new APX study demonstrates 
the effectiveness of magazines in 
exposing ad pages to consumers. 
It also proves that some maga- 
zines can deliver repeat exposures 
to the same ad page in the same 
issue at no additional cost.” 


Vice Pre rolls a.m tole Pa) 


n & Jorgenser 


Mr UM UARel Im CaloMsial ese) (0 le hie antes 
useful tool in media analysis and 
selection.”’ 


Wat 


P. Brother & ¢ 


ale Gee MOM elie ce me (ee 
ing the gap between the known 
circulation of a publication and the 
estimated number of persons who 
are actually confronted with an 
individual ad.”’ 





PO 


THE INE ae 


A CUMTIO MAGALING 


7 Nah 
a 











